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Type Hog House 





Large capacity 
Rat Proof Corn Crib 













Bulding Materials 
ARTE Down. 


1930 cost $1915.88 
1931 cost 1498.06 


Savings ¢ 417. 


1930 cost $2069.66 
1931 cost 1689.79 


Savings OSs 


1930 cost $594.28 
1931 cost 484.04 
Savings $110.24 


1930 cost $351.63 
1931 cost 291,62 
Savings ° 
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D> Y the use, in its multigraphed rT 
KY bulletins, of crude but effec- tl 
tive sketches, coupled with cost r 
comparisons, the Spahn & Rose ral 
Lumber Co., with headquarters at ry 
Dubuque, Iowa, is informing its z| 
trade that “Building materials are t 
down and he who begins building 
operations now will gain a perma- Na 


nent advantage over both those who tl 
have built at higher costs in the past iH 
and those who will build at higher vi 
costs in the future.” ‘ 


These bulletins, multigraphed on 
sheets measuring 844 by 14 inches, 
are distributed by direct mail to the f 
trade territories of all yards of the f 
Spahn & Rose Lumber Co.’s line. A : 
small reproduction of another of i 
these bulletins will be found on i 
page 41. ¢ 





This suggests a simple and inex- 
pensive means which other dealers 
might use in passing along to their 
trade similar messages encouraging 
the starting of building and repair 
jobs of all kinds. 
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“What's In A Name” 


“A Rose by any other name would 
smell as sweet” 


It makes no difference what our lumber is 
called, and rulings of jurist bodies do not 
change God-given quality. No matter what 
descriptive words may have been used every 


lumberman knows what we mean when we 





say 


KLAMATH SOFT PINE 


This name is used in advertising and selling 
our well known, Soft Textured, Old Growth 
Pine, which for many years has served the 
needs of discriminating buyers and will still 
be available when “‘trade-name” decisions 
are long forgotten. 


SHAW BERTRAM 
a |] UMBER Co., 
2. Sales office ALAMATH FALLS. OREGON. 


EASTERN SALES OFFICE:118] WOOLWORTH BLDG.,NY. CITY. 
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WEATHER 
PROOF 


— even fo 
PULLEYS 





No detail has been overlooked in making 
the PINE CRAFT frame truly weather-proof. 
Besides those wedge-shaped 
tongues and grooves, PINE CRAFT frames 
are equipped with Dillon weather-proof and 
Grand Rapids No. 18 

Both styles available 


ever-tignt 


jam-proof pulleys. 

pulleys are optional. 
in lacquer or galvanized finishes, with ever- 
lasting bronze bearings. 
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WHITE PINE SASH CO. 
SPOKANE 








WEDGE - JOINT FRAMES 
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Handbook of 
Wood Construction 


Principals — Practice— Details 
by DUDLEY F. HOLTMAN, Construction Engineer 
National Committee on Wood Utilization 


Tuis book was prepared under the direction 
of the control committee of the National Com- 
mittee of Wood Utilization and is recom- 
mended and fully endorsed by this body which 
was appointed by President Herbert Hoover. 


Ir is the first comprehensive and authorita- 
tive, yet siinple and easy to understand, guide 
to good wood-using practice ever published. 
It is an honest-to-goodness manual of design 
and specification in wood construction. Plenti- 
ful illustrations reinforce and clarify text. 


Ir is a reference work that should be on the 
desk of every lumberman to decide all ques- 
tions affecting the use of wood in construction, 
to aid in the efficient selection and application 
of lumber and promote efficient and econom- 
ical forms of design. 


700 Pages per 
11 Complete Chapters copy 


500 Illustrations . 
6x9"_2” thick Postpaid 


431 So. Dearborn St. 
For Sale by — Americanfiumberman ‘eus.xco"n 
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Applying the Rediscount Principle to 
Home Financing 


N THE home financing plan _pro- 
| posed by the National 

state 
features 


Association 
Boards may be 
similar to those em- 
bodied in the Federal Reserve Act and 
applicable to banking under the Fed- 
eral An outline of 
the boards’ plan is published elsewhere 


of Real 
noted 


Reserve system. 


in this paper. Briefly, it would in- 
clude a central residential mortgage 


bank with regional discount banks and 
local banks. The system 
would be set up by the Federal Gov- 
ernment, the law providing for the 
chartering of the local banks. 
Lumbermen and other members of 
the building industry have long real- 
ized that home building has languished 
spasmodically, chiefly because of in- 
adequacy of 
and 


mortgage 


facilities for 
considerable 


financing, 
has been 
inade in providing such facilities. Of 
course, the building and loan associa- 


progress 


tions have long led in promoting the 
home building idea as well as in pro- 
viding funds for home building. Sev- 
eral groups within the lumber industry 
have devised systems and have formed 
organizations that are functioning sat- 
isfactorily as-home financing agencies. 
Sut the need is so great and so per- 
sistent in this field that there is abund- 
ant room for further development along 
sound lines. 
Inseparably connected with every 
sound financing plan must of necessity 
be provision for assuring the use of 
good materials and the application of 
sound principles of construction. In 
times past a large part of the home 
building in the United States has been 
promoted as development projects. 
Not only urban and suburban addi- 
tions, but entire new communities 
have been built up purely as commer- 
cial undertakirgs. While there is noth- 
ing to prevent the carrying out of such 
projects in a perfectly legitimate man- 
ner, they afford opportunities for foist- 
ing poorly constructed homes upon 
inexperienced buyers at unconscion- 
able profits that not every promoter 
has the courage to resist. 
Undoubtedly, the 
tached home is the 


individual, de- 
most desirable 
type of residence for a very large per- 
centage of the families of the country; 
and it is a matter of public concern 
that means shall be available for financ- 
ing the construction of such homes in 
numbers and character to meet all rea- 
sonable requirements. Generally speak- 


ing, a home is a good investment for 
the occupant, a home owner is the best 
of citizens and his home is a safe 
pledge as security for a large part of 
its cost and value. Home-building, 
therefore, possesses all of the essential 
qualities of sound financing and should 
command the confidence and interest 
of investors. 

If there is any reluctance to invest 
in securities based upon home mort- 
gages it may be attributed to their lack 
of liquidity in part and in part to the 
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disrepute cast upon homes by jerry- 
building. Most of the systems re. 
cently proposed and devised for home 
financing have made definite provision 
for insuring the use of good materials 
and sound methods of construction, 
These systems also have aimed at pro- 
viding forms of securities that should, 
particularly at the present time, appeal 
to careful investors. In fact, the pres: 
ent state of the securities market 
should be especially favorable to mort- 
gages, bonds or other forms of collat- 
eral based upon so fundamental a hu- 
man need as the home. The field of 
home financing may well, therefore, en- 
gage the attention and efforts of the 
best minds within and without the 
building industry. 


Sound Development of Small 
Dimension Manufacture 


OR SEVIERAL years there has 
F been a definite trend toward car- 

rying manufacturing processes 
farther at the lumber manufacturing 
plant. The same trend is noticeable 
in other industries, some of which 
compete with wood in the world’s mar- 
kets. This trend is unquestionably 
based upon sound principles of econ- 
omy. The processes of woodworking 
involve the waste of a considerable 
percentage of the material. In 
fact, a large part of the log is wasted 
in the process of conversion into lum- 
ber, and, serious though this waste is, 
it is largely unavoidable under present 
conditions. 


raw 


It is well known that transportation 
contributes a large part, sometimes as 
much as the material itself, to the de- 
livered cost of the lumber product. 
This means, of course, that when lum- 
ber is shipped for further conversion, 
freight must be paid upon the waste 
involved as well as upon the part ac- 
tually used. This waste in the aggre- 
gate must be stupendous. Another 
waste occurs at the sawmill, in slabs 
and edgings that might be readily con- 
verted into the remanufactured prod- 
uct if conversion were effected where 
the logs were sawn. 

There are other economies that may 
be practiced when the processes of 
manufacture are carried farther at the 
sawmill. Crooked and otherwise de- 
fective logs that can not be economic- 
ally converted into standard lumber 
sizes nevertheless contain large 
amounts of clear material that if sawn 
directly into sizes that could be used 
by manufacturing plants would add to 


the net realization in both volume and 
value of the product. 

This process of converting the prod- 
uct of the log into sizes smaller than 
the standard run of lumber has come 
to be termed small dimension manu- 
facture. It is not altogether new, but 
in recent years it has been developed 
to a degree hardly contemplated by the 
millman who for decades has saved out 
broom handle and chair leg squares, 
table and similar furniture 
parts. It may be expected to develop 
further, and it is desirable that in its 
development improvements shall be 
made in methods of conversion, in 
economies effected and in the service 
rendered generally by the producer to 
the consumer. 

For several years the Forest Prod- 
ucts Laboratory has been carrying on 
investigations in the field of small di- 
mension manufacture, and in this work 
has brought together a vast amount of 
valuable information that can be put 
to practical use by lumber manufac- 
turers. The results of these investiga- 
tions are now being made available in 
a series of articles, the first of which 
appears elsewhere in this paper. 
Other articles of the series will be pub- 
lished in later issues. It is believed 
that lumber manufacturers in all sec- 
tions of the country may profitably 
read these articles and refer them to 
their mill superintendents and _fore- 
men. 


slides 





if the local dealer neglects his field, 
outsiders will take possession. Aggres- 
sive merchandising is the dealer's only 
defense. 
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Launching a Nation-Wide Drive for 
1931 Home Building 


VIDENCE is abundant in practic- 
ally all retail lines of a determina- 
tion on the part of dealers to let 
the public know that prices to the con- 
sumer are now lower than they have 
heen for many years. Last week, as 
recorded elsewhere in this paper, the 
meat packing industry staged in Chi- 
cago a midday parade and pageant cal- 
culated to impress the public with the 
fact that meat prices at retail have de- 
clined to the levels that prevailed in 
the “horse and buggy” era. Inciden- 
tally the desirability of meat as an ar- 
ticle of diet was emphasized. 
Whatever may have been the reason 
for it, there has been an evident reluc- 
tance or at least a delay on the part of 
the lumber industry in broadcasting 
the fact that lumber prices have 
dropped to a level far below that of 
any recent year. It is true that indi- 
vidual retailers here and there through- 
out the country have exploited the cur- 
rent reduction in prices of lumber. 
Many other deaiers have reduced 
prices without fully availing them- 
selves of the sales advantages of being 
able to offer “bargain prices” for home 


building materials. The fact is that a 
large part of the public has been look- 
ing for reduced lumber prices and is 
expecting them, so that when reduc- 
tions are made the news spreads 
through a community like wildfire, and 
every latent or dormant wish to re- 
model or build is stirred into activity. 
Recently a neighbor who is building 
his own house told the writer that the 
lumber for it cost him only a little 
more than $1,000, whereas only a year 
ago it would have cost him about $1,- 
700. Evidently, he wanted to build a 
year ago, but needed the stimulus of 
a bargain to induce him to do so. 
There can be no doubt that the re- 
tail branch of the lumber industry di- 
rectly and the manufacturing and 
wholesaling branches in turn would 
benefit quickly from a substantial in- 
crease in buying if the public through- 
out the country were made aware of 
the low prices now prevailing. It is 
inconceivable that prices can go lower, 
and it is just as true that present prices 
can not long survive a general busi- 
ness recovery. Therefore, the situa- 
tion contains all the elements of “a 
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bargain for a limited time only,” which 
should induce the would-be builder to 
exhaust every financial resource in or- 
cer to take advantage of the oppor- 
tunity to build while the cost of build- 
ing is low. 

It undoubtedly was a realization of 
this combination of circumstances fa- 
vorable to immediate home building 
that led the National Lumber Manu- 
facturers’ Association to launch its 
campaign “to identify 1931 as a home 
builders’ bargain year.” It is believed 
that the retail lumber dealers’ service 
department of the National is offering 
to dealers at the most opportune time 
for many years exactly the service 
that is needed to draw out of hiding 


every home-building dollar that is 
available or accessible. There are 


doubtless thousands of heads of fami- 
lies who have been hoping that the 
time would come when they could buy 
or build homes of their own. To these 
thousands news of the cheapness of 
lumber and other building materials 
and other conditions favorable to build- 
ing will be welcome news. It is to be 
hoped that lumber dealers everywhere 
will avail themselves of the service of- 
fered by the National and take an ac- 
tive part in rejuvenating the building 
industry. 





Birmingham Retail Plant Burns 


[Special telegram to AMERICAN LUMBERMAN] 

BirMINGHAM, ALA., June 23.—l lames origi- 
nating in the lumber sheds of the Estes Lumber 
Co. late this afternoon threatened for a time 
the destruction of the entire plant. The blaze 
was brought under control about 5 o'clock, after 
damage amounting to approximately $125,000, 
according to an estimate of Thornton Estes, 
president of the company. The entire plant, 
with the exception of the office and planing 
mill, was burned. The loss was fully covered 
by insurance. False alarms were turned in 
yesterday about the same hour of the fire today. 
Company officials were not able to make any 
estimate as to what action would be taken to 
replace the plant. 





Situation at Los Angeles 


[Special telegram to AMERICAN LUMBERMAN] 

Los ANGELES, CALIF., June 24.—Cargo arri- 
vals at Los Angeles harbor totaled 10,469,000 
board feet and consist of 10 cargoes of fir 
amounting to 9,104,000 board feet and two of 
redwood, amounting to 1,365,000 board feet. 
Unsold lumber totals 7,694,000 board feet. Fifty- 
four vessels are reported laid up, with none 
operating off shore. Building permits from 
June 1 to 20 totaled $2,600,882. 





Relieving Unemployment by 
Stimulating Home Building 


_Ocven, Uran, June 20.—As a means of re- 
lieving the unemployment situation, the Ogden 
Chamber of Commerce has started a movement 
which has for its objective the stimulation of 
home building. Meetings are being held to 
which the lumbermen, bankers, real estate men, 


furniture retailers and others are being in- 
vited, 


Build Now and Take the Profit 


From the Toledo (Ohio) Blade 


Some thoughtful students of business 
conditions say the slump in _ house 
building is the key-log in the business 
jam. They may be right about that. 
Assuredly a general revival in house 
construction would provide employ- 
ment for men in all the building trades. 
It would stimulate sales of furniture 
and furnishings of all kinds. It would 
put many millions of dollars of hoarded 
money into circulation and that, of 
course, would benefit everybody. 

But the average citizen cannot afford 
to build now for altruistic reasons only. 
He must be convinced that in this help- 
ing of others he will also help himself 
by making the soundest possible invest- 
ment and one that will prove profitable. 

In the news columns and in the ad- 
vertisements in the daily papers and in 
all sorts of publications there is the 
absolute proof that lumber and most 
other kinds of building material may 
be bought very much cheaper now than 
for many years past. The quotations 
approximate pre-war prices. That is an 
established fact, and not just some- 
body’s opinion. 


Real estate dealers and private own- 
ers offer building sites at astonishingly 
low prices and on payment terms most 
advantageous to purchasers. 

Architects and contractors are eager 
bidders for business at very reasonable 
margins of profit. 

It is a buyers’ market and now, cer- 
tainly, is the time to take advantage of 
it by contracting for your home at rock 
bottom prices which probably will not 
again prevail for many years, if ever. 

Whether you take the money from a 
bank account or borrow it, the saving 
of 25 or 30 percent of 1929 costs makes 
your home building now a most excel- 
lent That is the purely 
business argument which takes no ac- 


investment. 


count of the pride of ownership or of 
the intangible values of comfort and 
security in permanent possession. 

No high pressure salesmanship would 
be necessary to induce the man or 
woman who wants a home to build now 
if the undertaking be at all possible. 
The real advantages and substantial in- 


ducements are many and obvious. 
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UERY AND COMMENT 


Commission on Millwork Sales 


We have a client, one of the oldest lum- 
ber concerns in its community, for whom we 
are doing some work just now with the idea 
of securing individuals or companies within 
a radius of 200 miles to represent this com- 


pany in the sale of its millwork. 

These representatives will call on earchi- 
tects and contractors in their territories. 
Our client proposes to furnish them with 


leads from building reports to which it sub- 
scribes, give them necessary estimates on 
millwork and assist them personally when- 
ever it is necessary. 

Can you give us any help in arriving at 
a basis of compensation? We expect, of 
course, that it will be one of commission and 
we have thought of a sliding scale based 
upon the representative’s volume of business 
over each twelve months’ period. But what 
rates of commission should be paid for such 
service? 

Any information you give us will be greatly 
appreciated and treated in confidence if so 
desired.—INQUIRY No. 2,647. 

[This request comes from an advertising 
agency in an eastern State. It is well known, 
of course, that in the past, at least, whole- 
salers have sold lumber in carload lots on a 
commission of 5 percent, but that for several 
years the National-American Wholesale Lum- 
ber Association has been contending for a 
higher rate of compensation. It is understood 
that in some cases manufacturers have conceded 
that the amount asked by the wholesaler, 8 
percent, is reasonable, and some sales are being 
made by wholesalers on that basis. It is be- 
lieved, however, that the proposal made by 
this lumber concern for the sale of millwork on 
a commission basis differs in several important 
particulars from the customary sale of lum- 
ber. Therefore, it is likely that a different rate 
of commission or perhaps a different method of 
compensating the sales representatives would be 
desirable. The inquiry is published to give 
millwork manufacturers and others an oppor- 
tunity to outline their own policies or to ex- 
press their views with regard to the form and 
amount of compensation to be made in such 
cases as that described—EbiTor. | 


Market for Fence Posts and Rails 


We should like very much to get in touch with 
concerns that are interested in buying fence 
rails or posts cut from chestnut or other species 
of timber. 

We have large boundaries of timber in Ken- 
tucky, Tennessee and North Carolina, and are 
trying to find some new outlets for our chestnut. 
We have learned that several companies are 
buying chestnut fence rails and are trying to get 
in touch with people who are interested in these 
products.—INQuiIrRyY No. 2,648. 


[This inquiry comes from Tennessee. Though 
here and there throughout the country, in sec- 
tions that formerly were heavily wooded, there 
are still to be seen some of the old-fashioned 
“worm” or “zigzag” rail fences, it is not com- 
monly supposed that any of these are still being 
built. However, several years ago an inquiry 
developed the fact that in some sections of the 
Fast, as well as in Kentucky, another type of 
rail fence is quite commonly erected, and chest- 
nut is used fer both the posts and rails. The 
posts are mortised, or as it is called in some 
parts of the country, “holed,” to allow insertion 
of the rails. 

There is another type of fence in which chest- 
nut pickets are used, and in which this inquirer 
may possibly be interested. This fence, some of 
which is imported, is made of slabs or split 
saplings tightly woven together with copper or 
other wire. It has been reported that this im- 
ported fence is made by the European peasantry 
at their homes, which accounts, perhaps, for the 
cheapness that is implied by the fact that the 


complete fence can be shipped abroad. Some 
excellent fence of the type just described is 
made in the United States, and it is possible 
that American manufacturers making split 
picket fence of this type would be interested in 
buying chestnut for the purpose. 

The mortised posts and rail fences referred to 
in the foregoing, it is understood, are especially 
favored by breeders and fanciers of horses, and 
are, therefore, used on horse farms or estates. 
The woven picket fence is ornamental in addi- 
tion to serving the usual purposes of the fence, 
and is used by owners of country homes and 
estates. 

For many years the trend has seemed to be 
away from enclosures, but at the same time 
there has always been considerable interest in 
fences for ornamental and protective purposes. 
In this connection it is interesting to note that 
a questionnaire recently sent out by lumber 
dealers and others at East St. Louis, Mo., 
brought responses from 127 persons who were 
interested in fences. The fact is that in doing 
away with fences for gardens, yards and similar 
enclosures, the whim, fashion or fad eliminated 
one of the most attractive and useful features of 
the private home garden and yard.—Epiror.] 


Pitch Pine for Floor Boards 


We have been requested by business friends 
in Berlin, Germany, to obtain for them the 


names of some of the leading producers of 
pitch pine for floor boards. 
It is essential that the sawmills in ques- 


tion be canable of supplying large quantities, 
have export experience to foreign countries 


and be favorably located for shipping from 
ocean ports. 

We shall greatly appreciate your assistance 
in helping us to obtain the names of such 
concerns.—INQUIRY No. 2,649. 

[This request is made by a United States 
representative of a German organization, |y 
response, the names of a number of cop. 
cerns have been supplied. The inquiry j 
published to bring it to the attention of 
others who may be interested. The name of 
the inquirer will be furnished on request— 
Epiror. | 


First Mention of Stained Shingles 

From your files we wish you would kindly 
ascertain when the first mention was made 
of stained shingles and by whom.—Ineumy 
No. 2,650. 

[This request comes from the West Coast. 
In the indexing of the files of the Americay 
LUMBERMAN reference is commonly made 
only to the subject of the article. Ordinarily, 
mere casual mention of a matter is not re- 
corded in the index. 

The first mention of stained shingles ap- 
pearing in the index of the AMERICAN Lum- 
BERMAN has reference to an article in the 
Aug. 10, 1912, issue, page 48. It is a notice 
of a catalog of the Standard Stained Shingle 
Co., North Tonawanda, N. Y., calling atten- 
tion to its Creo-dipt shingles. The fact that 
this company was organized and was issuing 
a catalog at the time of publication of the 
notice implies, of course, that shingles were 
being stained prior to the date of the publi- 
cation.—Eniror. | 





June « 





NEWS AND 
VIEWS OF 





50 YEARS AGO 


From the AMERICAN LUMBERMAN 








The Beef Slough Boom Co. 
at the mouth of the Chippewa 
River is brailing at the rate of 
from 4,000,000 to 5,000,000 feet 
of logs per day, the largest 
amount it has ever accom- 
plished. 
date over 100,000,000 feet. 


* * + 


The Tittabawassee Boom Co. 
rafted 170,189 pieces last week 
and for the season has turned 
out 792,047 pieces. 


Among the lumber sales of 
Muskegon, Mich., June 11, the 
following are noted: 4,000,000 
feet, cut by the Torrent & 
Arms Lumber Co., one-half at 
$15.75 and one-half at $9, and 
1,000,000 feet of piece stuff at 
$8 on the dock. 


« * 7 


The Diamond Mill Co. has 
erected a new mill at Minne- 
apolis, Minn., 44x228 feet, with 
a boiler house, 40x44 feet, en- 
gine room, 18x27 feet, and lath 
mill, 12x48 feet. It contains 
one 40-inch gang, with 28 saws, 
one large circular, one gang 
edger, a lumber trimmer, wood 
trimmer, three single slab saws 
and lath and shingle outfit com- 
plete, also steam feed log 
transfers, sawdust carriers, and 
a full set of live rolls. The 


It has rafted up to) 





mill will cut this season, it is 
expected, 10,000,000 feet. The 
company is composed of N. G. 
Leighton, H. H. Smith, W. S.| 
Benton and A. Richardson. 


A Trenton, Mo., subscriber | 
writes in a critical strain re-| 
garding the Chicago methods! 
of sorting. He says the dealers | 
in this market have too many) 
names for their grades, or too} 
many grades for their names, | 
he is not quite sure which, and| 
he finds it almost impossible | 
to tell one kind from another. | 
He complains that the “B| 
select” he gets from this point| 
sometimes contains lumber that | 
is hardly good enough for com-| 
mon. The LumsermMan is not! 
sure that it can offer its af-| 
flicted reader any consolation. | 
The Chicago grades are prob- 
ably no worse than others, and| 
many consider them very much) 
better. Without desiring to) 
express an opinion on_ this| 
point, we may say that there 
is much room for improvement 
in the inspection and grading 
of lumber generally, as has 
often been pointed out in these 
columns. There seem to be 


difficulties in the way of effect- 
ing this improvement, however, 
that lumbermen do not appear 


equal to surmounting. They 
have tried by means of com- 
mittees, and in other ways, to 
devise and adopt a_ uniform 


system, but nothing in the way 


of success has ever attended 
their efforts. 


. + * 


A correspondent at Superior, 
Wis., writes that now the con- 
tract has been let for the ex- 
tension of the Northern Pacific 
to that point several heavy 
lumber firms are seeking for 
mill sites in that region, intend- 
ing to erect mills and saw lun- 
ber for the western market, 
though they will undoubtedly 
keep an eye on the East, where 
they may be able to send some 
of the best grades which can 
be shipped as cheaply from 
Lake Superior to Buffalo as 
from Chicago. The Chicago, 
Portage & Lake Superior Rail- 
way running from Siperior 
direct to Chicago, is to be put 
under contract and 60 miles of 
the upper end of it built at 
once. The road will penetrate 
a section of very fine timber 
country. 

* a . 

D. A. Blodgett, of Muskegon, 
Mich., sold 1,000,000 feet of 
piece stuff at $8 a thousand 
last week. 
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LUMBER MARKET REVIEW 


Some Southern Pine Items Are Showing More Strength; 
Bookings 15 Percent Above Cut 


Southern pine orders in the week ended June 20 exceeded 
production by 15 percent, and the preceding week they had 
exceeded production by 5 percent. Demand in general is 
quiet, however, though there is a general feeling that the 
market may soon make a turn toward strength. One large 
mill, finding that stocks of Nos. 2 and 3 boards, 8- and 10- 
inch, are nearly exhausted at all plants west of the river, 
has taken a very firm attitude on its lists. Some softness 
has been reported in Nos. 1 and 2 dimension, and in B&bet- 
ter flat grain flooring. The mills have before them the fact 
that both sales and shipments since the first of the year 
have exceeded the cut by 8 percent, and that it is hardly 
possible for yard buying to reach a lower level. Country 
retailers in the middle West are not counting on a heavy 
business this fall, but know they will have to do more buy- 
ing and are keeping in close touch with the market. Some 
enlargement in the demand for highway construction ma- 
terial and railroad items has been reported. 


Southern Hardwood Mills Report Low Stocks of Oak; 
Further Curtailment Expected 


Southern hardwood mills in the week ended June 20 sold 
12 percent more than their production, and as sincé the*first 
of the year the sales have exceeded the cut by 19 percent, 
it is not surprising to learn that some shortages are appear- 
ing in mill stocks. Both red and white oak have moved in 
such volume to flooring and body plants and export that 
stocks have been depleted and mills are asking a dollar or 
two more than recent prices. There has been a little im- 
provement in the movement of gum to Carolina plants, and 
the automobile makers continue to take fair amounts of 
stock at low prices. Building trades demand, through re- 
tailers and millwork plants, is only fair, as it usually tends 
to taper off in hot weather. Export volume is disappoint- 
ing. Perhaps the outstanding fact about the market is that 
southern mills show determination to curtail production 
even more heavily. Northern mills in the week ended June 
20 sold only 72 percent of their cut, which has been running 
at about 60 percent of last year at identical mills, and they 
report that prices are fairly steady. 


Sales in All West Coast Markets Show Gains and the 
Bookings Almost Equal Output 


Bookings of West Coast mills amounted to 99% percent 
of the production in the week ended June 20, which is the 
best showing in the last two months. The production was 
somewhat lower, 42% percent of capacity compared with 
43%. the preceding week. The principal gain in bookings 
Was in the domestic cargo market, but there were minor 
gains in export and rail business. Reports from identical 
mills show that their orders gained 8 percent over the pre- 
ceding week. 

The Atlantic coast market is not any too receptive, for 
consumption is low and stocks have been accumulating. Re- 
cent buying may be accounted for by the fact that shipping 
lines have withdrawn boats from the intercoastal run, and 


hope to be able to effect an advance of $1 in the rate, to $10, 


There is some doubt in the trade, however, as to whethet 
the advance will hold. Some report a little improvement in 
the inquiry, but competition is keen and prices soft. South- 
ern California stocks have shown a further slight increase, 
but inward shipments are held down and the market con- 
tinues fairly steady. 


Lumber Statistics Appear on Pages 46 and 47; 


In the rail market, uppers were stronger, according to 
sales reports for the period ended June 22, while common 
items continued to decline. Buying is strictly hand to 
mouth, with distributers’ stocks being held to the minimum. 
Buying for public construction is a bit better. It is thought 
that granting of a blanket rate advance to the railroads, 
which would permit them to spend more on improvements, 
would call the turn in the rail market. 

Export trade is reported to be on a much more satisfac- 
tory basis, with steady improvement in buying noted. The 
May report of shipments shows that China, Japan and the 
United Kingdom bought larger amounts than in April. 

Very definite announcements are coming from leading 
mills that they will curtail production heavily during the 
month or so following the July 4 shutdown. As shipments 
in the first 23 weeks of the year have exceeded output by 4 
percent, this action should have considerable market effect. 


Northern Pine Trade Slow but Prices Remain Steady; 
Northern Hemlock Lowers Weaken 


Northern pine orders to June 13 amounted to 1 percent 
more than the production, which is always heaviest in this 
season, when stocks are accumulated for winter needs. In 
both the middle West and the East, industrial demand con- 
tinues dull, and the competition of western species appears 
to be quite keen. City and suburban yards in both sections 
are buying mostly in small lots, and the bulk of the pur- 
chases are for repairing and remodeling. In the Northwest, 
farm demand is disappointing, because drouth makes the 
crop outlook less favorable, and prices of farm products are 
low. Under present circumstances, northern pine mills 
should occupy a strong position for fall trade, as buyers re- 
quiring quick delivery will order from nearby mills. Prices 
show minor variations according to stocks at individual 
mills, but on the whole are steady. 

Northern hemlock production is around one-third less 
than last year’s at identical mills, and the sales have re- 
cently been running at about 75 percent:of the cut. Prices 
remain.at $10 off the Broughton list, but the deduction¢for 
No. 2 dimension is now $3, or 50 cents larger. 


Inland Empire Output Increase and Orders Decline; 
California Bookings Below Cut 


Inland Empire production made a further gain in the 
week ended June 20, to 50 percent of capacity, but reports 
of identical mills showed their output about one-third less 
than it was last year at this time. Orders declined, and 
made only 65 percent of the larger cut. No sales of Idaho 
C selects appeared in report for the period ended June 24, 
but D selects were appreciably stronger. It is said that 
while Inland Empire stocks of selects are moderate, these 
grades meet severe competition from other regions. In 
Nos. 2 and 3 Idaho commons, 6- and 8-inch were softer, but 
10- and 12-inch held their ground. In Pondosa, both C and 
D selects, 8- to 10-inch declined, but 6-inch was stronger, 
while in Nos. 2 and 3 the 8- and 10-inch were stronger than 
the 6- and 12-inch. Pondosa shop declined from the level 
of the preceding week, and No. 3 touched a low point. 

California ‘pine mills have been cutting 40 percent less 
than they did last year, and new business in the week ended 
June 20 made 83 percent of the production. It is hard to 


say what effect a reduction of 16 percent in rail rates from 
Willamette Valley fir producing territory will have on trade 
within California. This was evidently made to regain busi- 
ness, as southern Oregon mills had been supplying Calli- 
fornia points by water, with truck back-haul. 


Market Prices and Reports on Pages 65 to 68 
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HE model homes shown above were con- 
structed by students of the Deerfield- 
Shields Township High School, of High- 

land Park, Ill., under the direction of Miss 
Margaret Kerfoot, art instructor. It will be re- 
membered that this class of Miss Kerfoot’s co- 
operated with the students in the vocational 
training. department in decorating and fur- 
nishing the Boy Built House, the story of 
which appeared in the AMERICAN LUMBEKMAN 
f May 30, pages 36-38. 

Foresighted retail lumbermen have always 
appreciated the importance of having love 
of home implanted early in the minds of 
children of a community, largely because it 
is in childhood that there are developed the 
tastes which are a principal element in char- 
acter building. Children that learn to love 
fine homes will build them when they grow 
up.. When the home is the principal object 
of the affections, it will take first place in the 
family budget. 

The curriculum of Miss Kerfoot’s classes 
gives emphasis to home life, as will be seen 
from the following outline of four sections, 
to each of which six weeks are devoted: 

The Home, Its architecture, beauty and 
comfort in cur own city, in other cities of 
the country, in other gities of the world, in 
cities of other ages.’ Styles of domestic ar- 
chitecture. Influence of foreign domestic ar- 


chitecture on our own architectural exteriors. 
(Made model homes.) 

Home Landseaping: (a) Principles of de- 
sign in laying out lawns and gardens. (b) 
Trees, variety, growth, shape and color. (c) 
Shrubs and hedges. (d) Flower gardens, 
rock gardens and pools. (e) Garden and 
lawn accessories. (Landscape model homes. 
Made landscaped plans for Vocational 
House.) 

Principles of design in domestic furnish- 
ings. (a) Treatment of walls, ceilings and 
floors. (b) Furniture. 1. Styles of furni- 
ture. 2. Modern furniture. 3. Furniture ar- 
rangement. (c) Hanging of pictures and ar- 
ranging draperies. 1. Fabrics and textiles. 
2. Accessories? (Planned and budgeted in- 
teriors for model homes. Planned and fur- 
nished Vocational House.) 

The Community. <A. City planning. 1. Ar- 
chitecture of Public Buildings, monuments 
and fountains. 2. Principles of design in 
planning parks and boulevards. 3. Discus- 
sion of our own city; possibilities of the 
future. 4. Comparison of famous cities of the 
past and present. (Made model city as class 
project. Class organized into city council.) 

These model homes are on a rather small 
scale. To give an approximate idea of their 
size it may be said that the boards on which 
they are based are about 2 feet square. The 
designs were selected from leading maga- 
zines, and floor plans were kept in mind in 


building the exteriors, also orientation, so 
that the children have had a practical edu- 
cation in the arts that combine to make a 
house a home. They showed great ingenuity 
in their choice of materials to obtain a real- 
istic appearance. The great disadvantage ol 
using odds and ends of materials, and ol 
building on such a small scale, is that the 
resultant model is fragile. The instructors 
in the school are therefore seriously consid- 
ering the building of larger size models, 
on a scale of about 1 inch to the foot, and 
may perhaps use wood framing and lumber, 
but so far it has not been possible for them 
to learn of a source of suitable miniature 
lumber. If such models were constructed, 
they would probably be of high value to re- 
tail lumbermen for window display purposes. 

The students who built the small models 
shown above are: 

First prize, awarded by popular vote when 
displayed at Harkness-Bryn real estate office 
in Highland Park, No. 5—Louise Bieger, 
sophomore. Second prize, No. 6, Virginia 
Grant, senior. No. 1, Marian Thumma, soph- 
omore. No. 2, Earl Berning, sophomore. No. 
3, Irene Palmer, sophomore. No. 4, Lois Fehr, 
sophomore. No. 7, Bob Oldenberg, sophomore. 
No. 8, Allan Carlson, junior. No. 9, Ruby Me- 
Laren, sophomore. No. 10, Hildegarde Heine, 
sophomore. No. 11, Angeline Campagni, sopho- 
more. 
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Joys of Home Owning 


playthings. The first seven years of their 
lives, the time when they are dearest and 
the temptation is greatest to spoil and 
pamper them, are the most important in 
forming their characters as well as the 
most vital in the building up of their 


The Young Folks 





Mt ja (ile IS whirling along 
ip Pa eas too fast these 
ML SE = 

: days. The 


1 OU young things 
1 == Fa ———k who are caught 
on up in the mad 
pace never have time to get their breath 
yefore disaster or middle age settles down 
on them to show them their mistakes. 
There is no time, no quiet, no solitude 
in which to think. Is it any wonder that 
they are so often in difficulties? Should 
not the older folks who see the aimless 
chaotic mess and the danger of this 


youthful hysteria do all that is in their 


power to save the youth of the land from 
wreckage, both physical and mental ? 

But they can not do this by sermoniz- 
ing, commanding or wheedling. For 
headstrong youth could never be taught 
that way. It can only be done by plac- 
ing before them a fine example of the 
power, healthfulness and mental poise 
that come from calm, well-ordered, pur- 
poseful living. 

One efficient help in time of trouble, 
of excited nerves and over-stimulated 
bodies is a home of serene, quiet beauty, 
of simple, sunny, airy rooms and sooth- 
ing, lovely greensward with the fresh, 
untainted beauty of flowers. An antidote 
for all feverish, unhealthy, high-tension 
activities, competitive sports or high- 
speed amusements, is in the hands of all 
parents—a home which, despite all temp- 
tation to make it as violent as the jazz 
age they deplore, is kept restful, peace- 
ful, sane; a home, which like a good 
mother, is always there, ready to take 
the world-buffeted child back into com- 
forting arms—with no questions asked. 

In some measure the parents them- 
selves are responsible for the jazz age. 
In some measure they have failed in 
their trust. Let them not waste time in 
useless recriminations or discussion of 
causes and blame. Let them hasten to 
get back to the old-fashioned notion of 
parental responsibility and duty to the 
young ; of sacrifice and service. And the 
first and most important obligation of 
the parents to the children is to give them 
a real home, a home which is more than 
a mere shelter; a home of harmony, of 
love, of duty, of peace, of mutual under- 
standing and mutual sacrifice. 

One who chooses to take upon himself 
or herself the duties of parenthood must 
not forget the sacred obligations that go 
with the supreme joy. Children are not 


physical being. Health, mentality, moral 
stamina and the entire future have their 
foundations in that first seven years of 
training and care. 

Can anything in the world be more im- 
portant to parents than that those early 





IDEALS 
My ideal of a 
Good man 
Is one who 
Loves 
His family and 
His Home. 
Such a man always 
Has in mind 
The bringing to 
His family 
The best in Life, 


In education, 





Protection, 
Comfort, 
Happiness. 

No task is 

Too hard, 

No hours too long. 
He never 

Seems to tire; 
Love lightens the load, 
Because 

Always there is 
Before him 

That 

Ideal Home. 








vears shall be passed in the best possible 
surroundings and that all conditions shall 
make for honorable, upright, kindly men 
and women of the future, with bodily and 
mental poise, and with a sense of respon- 
sibility and duty towards humanity ? 

A home, poor and frugal though it may 
be, has in it the factors that make up that 
ideal condition. It is not a matter of 
wealth or education, of social standing or 
civic power. It is a matter of fundamen- 
tal integrity, of acceptance of duty, of 
right thinking, and the old-time religious 
trust which in the beginning founded and 
built our great American nation. 


Home Enterpris2 


: Qe N THAT delight- 
~ ful column of W. 
. G.Sibley’s, “Along 
the Highway,” 
LI ne 

|} which = appears 
tFreed- daily in the Chi- 
cago Journal of Commerce, thought- 
ful people often find expression of 
their own ideas and convictions which 
they have not found adequate words 
for themselves. This is what he has 
to say on the home: 

“London’s county council plans to 
spend $105,000,000 in the next five 
years for building better homes, and the 
reconstruction of her slums that are 
to be replaced by small homes which 
will rent for three dollars a week. This 
is statesmanship of a high order, and 
is evidence of determination to per- 
petuate home life in one of the great- 
est cities in the world. The English 
people know the value of home life, 
the strongest supporter of righteous 
government the world over. Family 
life is the finest expression of human 
happiness, because it is born of love 
love between husband, wife and chil- 
dren, which ranks highest in promot- 
ing virtues and in yielding happiness. 

“The smallest individual home is 
more potent in human comfort and 
joy than any hotel or apartment, how- 
ever lavishly furnished. The home is 
what makes village life so serene. It 
stirs ambition in men, breeds love of 
country, gives security and comfort, 
and is the greatest blessing children 
can have. Home training makes the 
nation safe from a multitude of evils, 
and keeps society at large devoted to 
marriage and clean living. It yields 
wholesome and pleasant duties for 
wives and mothers, and gives children 
their chance; and for a father is se- 
curity against bad impulses. 

“Neither. London nor England will 
ever have cause to regret the increase 
in homes planned; nor would any 
American city that undertook a sim- 
ilar enterprise. A city of homes is 
better than a city of palaces or any- 
thing else that wealth can devise to 
gratify vanities and vain glory in its 
inhabitants.” 
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Buy A house and make a home. Thus 
you identify yourself with your commun- 
ity. Do not merely live in it, be a part 
of it. 


This page is written for the general public with the purpose of encouraging and spreading the idea of home 


owning and home improvement and to help create busin ess. 


Show it to your editor. 


Free reprint on request. 
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imension Stock—From Hardwoods 


By A. O. BENSON, Wood Technologist, Forest Products 
Laboratory,* Forest Service, U. S. Dept. of Agriculture 


Recent studies by the Forest Products Lab- 
oratory have aimed to cross-sectionalize the 
dimension stock industry in the Lake States in 
a manner that would develop authentic infor- 
mation on the good and the bad features in 
present manufacturing and marketing practices, 
the costs of production, and in a broad way 
the effect of this method of manufacture on 
forest products utilization and forest practice, 
chiefly in the Lake States but generally in all 
regions of the country where dimension stock 
manufacture might warrant consideration. The 
intensive studies conducted at a few represen- 
tative mills were supplemented by observations 
extending over a period of years at a large 
number of mills. This article presents some 
of the chief items of interest resulting from 
the detailed studies and observations. Other 
articles on cost keeping, marketing, and piling 
for air seasoning will appear at a later date. 

Dimension stock may be defined as squares 
or flat stock usually in pieces under the mini- 
mum sizes admitted in standard lumber grades, 
rough or dressed; green or dry, cut to the 
approximate dimensions required for the va- 
rious products of woodworking factories. It 
may be used in the manufacture of a wide 
variety of products, such as furniture, auto- 
mobile bodies, turnings, and caskets. 

Dimension stock should be _ distinguished 
from “ready-cut stock,” which is defined as ma- 
terial green or dry, sawed, turned, shaped, or 
otherwise machined to the exact condition and 
dimensions required for assembly into the 
various products of wood-using factories. 


Source of Dimension Stock 


Dimension stock in the Lake States is pro- 
duced from mill waste, from inferior logs in all 
lengths, from bolts under 8 feet in length up 
to 16 feet in length, and from the lower grades 
of lumber. The latter method is more of an 
adjunct to regular mill operations, hence it has 
not come in for consideration with mill waste 
and inferior logs. 

Lake States hardwoods from which dimen- 
sion stock is chiefly produced are maple, birch, 
and smaller amounts of basswood, elm, ash, 
and beech. Mills cutting maple and birch al- 
most invariably work up their mill waste into 
by-products of some form. Broom handle 
squares have been a common product for many 
years. 

Ordinarily, all forms of mill waste are used 
that contain clear material in appreciable sizes, 
that is, 1-inch square by 16 inches long or 
over. Occasionally, however, only good long 
edgings will be used, the slabs being resawed 
for short low-grade lumber or slashed into fuel- 
wood. When only edgings are used the volume 
of squares recovered from them may amount 
to 3 percent of the net scale of the logs coming 
into the mill. When reasonable care is taken 
to get the most not only out of edgings but also 
from slabs and trimmings, the yield in the form 
of dimension stock may be about 4 percent of 
the log scale. The amount of stock recovered 
in a large measure depends upon the sawing 
practice of the lumber mill and the consequent 
character of the waste and upon the extent to 
which effort is made to exhaust the waste of 
the usable material it contains. 

Squares from 1 inch to 2 inches in cross- 
section and up to 30 inches long form the bulk 
of the product. In no instance at the mills 


*Maintained at Madison, Wis., in co-operation 
with the University of Wisconsin. 
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studied was full advantage taken of the oppor- 
tunity to cut flat stock, that is, stock 1 inch 
thick by 4 inches wide by 16 inches long. 


Machinery Used in Production 


Very little special equipment is used in cut- 
ting up mill waste. Standard lath machinery 
is adapted for cutting squares. Mills that have 
gone into dimension stock manufacture with 
the intention of making a good product at a 
minimum cost have developed machines and de- 
vices that meet their needs better than lath 
mill equipment. Among these are gang bolters, 
special trim saws, automatic sorters, and bun- 
dling racks. 


Inadequate Cost Data 


As a rule dimension stock cost records at 
present are incomplete with the result that stock 
may unknowingly be sold at a loss. Common 
errors are the omission of a charge for raw 
material, that is, the waste from which dimen- 
sion stock is made; insufficient charge for 
power, filing, oiling, and maintenance of various 
kinds; depreciation of equipment; supervision ; 
and interest on investment in stock carried on 
the yard. Mill tests by the Forest Products 
Laboratory have shown that as fuel the material 
in a thousand board feet of dimension stock 
has a value of about $4. The value is based 
on mill waste yielding a net return of from $4 
to $5 per cord depending upon markets. From 
3% to 4 cords of slabs, edgings, and trimmings 
must be worked through for the usable por- 
tions that will yield 1,000 board feet of dimen- 
sion stock. Other production costs average .as 
follows: Stock picking, $2.97; bolting, $4.57; 
trimming, $2.55 ; sorting and bundling, $2.77; 
twine or wire, $0.93; hauling and piling, $2.36; 
hauling, loading, and inspection, $1.12; over- 
head, $3.25; total cost of material, labor, and 
overhead to produce a thousand board feet of 
stock, $26.73. This total cost matched against 
the average selling prices indicates that for the 
careful manufacturer there is a comfortable 
margin for profit. 

Whether fuel value is a proper raw material 
value to assign to mill waste may well be de- 
bated. Theoretically at least, material that 
will yield clear cuttings suitable for exacting 
industrial uses is more valuable than mere fire- 
wood. Moreover, so far as such cuttings com- 
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pete with lumber they may have the tendency 
to depreciate lumber prices unless they bear a 
fair raw material cost. However, for mills 
whose present market for mill waste is poor the 
idea of assigning any considerable monetary 
value to it seems inconsistent. Most mill opera- 
tors consider themselves fortunate if they are 
able to realize even a slight margin above actual 
cost of handling waste. In connection with 
the effect on lumber prices it is probable that 
no great menace is involved, for in comparison 
with lumber the amount of clear cuttings of 
appreciable size that may be produced from 
mill waste is small. 


Fuel Value as Cost of Material 


It is difficult to arrive at a value for ma- 
terial of this scrt, other than fuel value, that is 
definite and practical. A raw material value 
for waste that would be comparable to the value 
of a grade of lumber from which dimension 
stock might be cut is indefinite, for clear stock 
can be cut from the poorest as well as the 
best grades of lumber and it is an open ques- 
tion which of the standard grades are most 
economical for the purpose. 

Taking all facts into consideration it seems 
that present conditions warrant assigning 
nothing less than a full fuel value to the mill 
waste, but as the position of dimension stock 
in the wood-consuming industries develops and 
strengthens its market value should more and 
more reflect the true worth of stumpage as 
represented by the raw material used in its 
production even though it be in the form of 
mill waste. 


Skill Required in Drying 


Ordinarily, Lake States dimension stock is 
sold on a shipping dry basis that is equivalent 
to a stage of dryness at which stock will not 
mold or stain in transit between the mill and 
factory. The length of time required for this 
amount of drying depends upon the size of the 
stock, method of storage, season of the year, 
and other factors that affect drying rate. 

Stock piled for air drying requires good pro- 
tection from the weather. Careful spacing and 
stickering are essential. Too close piling re- 
sults in a slow rate of drying and consequent 
staining. Too open piling is conducive to — 
drying and checking. Piling green stock 1 
bundles generally results in material that is ex- 
cessively stained. The practice of placing stick- 
ers within bundles to hasten drying and prevent 
stain has been discontinued because of mechani- 
cal difficulties involved in placing stickers and 
keeping them in place after the stock has dried. 

Kiln drying of green dimension stock at the 
mills has been practiced to a very limited ex- 
tent. The opinion has prevailed generally that 
the hazards in kiln drying are too great. Small 
stock is more difficult to dry than lumber on 
account of the greater tendency to warp and 
check. High handling costs have also discour- 
aged kiln drying. 

Success is more certain in drying small stock 
if precautions are taken to attempt drying only 
the species and the sizes that present the fewest 
problems. In general the smaller a piece is im 
cross-section and the longer it is the greater 
the tendency to warp. Also, the larger a piece 
is in cross-section or the wider it is the greater 
the tendency to end check, but'this can be easily 
prevented. Warping can be reduced by the use 
of stickers placed at small intervals and end 
coating will very materially reduce end check- 
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ing. Much also depends upon the proper con- 
trol of conditions within the kiln. Too low tem- 
peratures with high humidity promote mold and 
stain; too high temperatures with low humidity 
increase the tendency to warp and check. 


Better Grading and Inspection Needed 


Standard specifications for dimension stock 
have been adopted by the National Hardwood 
Lumber Association, but they are used only to 
4 slight extent. Specifications are usually 
drawn to suit each transaction or series of trans- 
actions of the same description. Generally they 
are too indefinite to afford perfect understand- 
ing between producer and consumer. Moreover, 
unless standard specifications are used, it 1s 
dificult to make satisfactory adjustment in case 
of disagreement. ; 

At present too much stock is marketed that 
has not passed rigid inspection. It is essential 
that an inspector be familiar with the use to 
which the material is to be put and the require- 
ments for that use. Such knowledge will go far 
in avoiding dissatisfaction when the stock 
reaches the consumer. 

Standard specifications that are widely ac- 
cepted and used will go far in stabilizing the 
dimension stock business. just as standard lum- 
ber specifications have taken much of the uncer- 
tainty out of lumber marketing. The develop- 
ment of. adequate specifications requires the co- 
operative efforts of producers and consumers. 


Marketing Presents Special Problems 


Lumber one inch and over in thickness is sold 
on the basis of actual board foot content, while 
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Market prices for dimension stock are even 
less stable than for lumber. In a large measure 
this is due ‘to lack of standard grades, but even 
more it is because of the fact that producers do 
not know their production costs and frequently 
sell below cost without being aware of it. A 
third factor contributing to unstable prices is the 
unwise policy of manufacturing stock without 
having definite orders in view. The result is 
an accumulation of quantities of sizes for which 
there is no immediate or prospective demand. A 
stage is finally reached where any price looks 
good and a sacrifice is made simply to clear the 
yard. The remedy for this condition is an in- 
crease in number of standard sizes and a dis- 
continuation of the practice of cutting a mul- 
tiplicity of sizes for which there is no specific 
market. 

Small Logs Converted Into Dimension 


The selection of logs for lumber manufacture 
entails the elimination of a rather large amount 
of material that will not pav its way when cut 
into lumber. Investigations by the Forest Prod- 
ucts Laboratory in the Lake States have shown 
that trees under 13% inches D. B. H., do not 
pay their way when cut into standard grades 
of lumber with present common methods, which 
means that there are many logs in tops and 
large limbs, in small trees damaged in falling 
larger ones, and in small trees cut from road- 
ways, skidways, and landings that might better 
be left in the woods than taken to the mill for 
lumber. 

Studies at dimension stock mills have shown 
that high-grade logs as small as 8 inches at the 














A white birch dimension stock operation where the timber is brought to the mill in log lengths 
and is cut into 4-foot bolts before going to the headsaws 


in thicknesses under one inch it is sold according 
to its surface measurement. Dimension stock on 
the other hand regardless of its thickness is 
always measured in terms of its actual board 
loot volume. Handy reference tables are avail- 
able that give the volume of pieces of small 
dimensions. 

Dimension stock is sold chiefly in three ways: 
(1) On the basis of a thousand board feet, (2) 
per piece or per thousand pieces, (3) per unit. 
A unit may be a group of pieces such as the as- 
sembly for a sled top or a coaster wagon box. 
The unit method of marketing has distinct ad- 
vantages for both producer and consumer. 

Dimension stock passes direct from producer 
to consumer and often through wholesalers. It 
does not lend itself to retailing from a yard as 
does lumber. Many consumers prefer to deal 
with reliable wholesalers because wholesalers 
with their many contacts with producers are 
more consistently able to meet their needs than 
individual small producers. Likewise, small pro- 
ucers commonly prefer to deal through whole- 
Salers because they are not in position per- 
sonally to establish contacts with buyers and 


their small output does not warrant a sales 
Organization, 


small end and 8 feet long will yield a slight 
profit when cut into squares and flat stock. 
This suggests that lumber and dimension stock 
operations might go hand in hand, the lumber 
mill using the larger and better logs, the dimen- 
sion operation the residue. It is evident, how- 
ever, that the portion of the residue that is 
suitable for clear high-grade stock must be 
straight, clean, and free from gross defects. 

The quality of the logs largely determines the 
size of the stock obtainable from them. In gen- 
eral, however, it is possible to cut a larger per- 
centage of thick, long and hence more valuable 
stock from small logs than mill waste will 
yield. 


Costs Vary With Cutting Methods 


Costs of producing dimension stock from mill 
waste and from logs are similar in some re- 
spects but quite different in others. Mill waste 
comes to the dimension stock department in a 
semi-manufactured state. With logs there is 
the initial step of delivering the logs to the 
headsaw and at that point breaking them down 
into flitches. Moreover, the mill waste itself 
has a value of only about $4 a thousand board 
feet of dimension stock, whereas logs have a 
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stumpage value of approximately $6 a thousand 
aside from a cost of logging and delivery of 
about $10 a thousand. It is apparent, there- 
fore, that there is considerable dissimilarity in 
cost accounting for the two methods. For a par- 
ticular lot of logs cut chiefly into thick squares 
the production costs per thousand board feet of 
stock were as follows: Stumpage and logging 
costs, $14.32; delivery of logs to headsaw and 
headsawing, $1.47; edging and ripping, $2.19; 
cut-off sawing, $1.86; sorting and bundling, 
$1.86 ; hauling and piling, $2.46; slashing, $1.39; 
hauling and loading, $1.51; twine, $0.72; in- 
spection, $0.40; overhead, $9.27; total, $41.53. 
The average diameter of the logs on a volume 
basis was 10 inches, although there were equal 
numbers of 8, 9, 10, and 11-inch logs. 

On account of vagaries of log rules there is 
a large difference in the percentage of recovery 
from logs of different diameters. However, 
with logs varying from 8 to 11 inches inclusive, 
tests show that a given board foot volume of 
logs will yield about an equal footage of dimen- 
sion stock. On a cubic foot basis, which is a 
far more accurate method of measuring, a given 
cubic footage of logs will yield about 38.9 per- 
cent of its volume in dimension stock. 


Products of Small and Inferior Logs 


Under some conditions it is possible to rea- 
lize more from logs when they are cut not 
exclusively into dimension stock but into a 
variety of products for which they might be 
suited. For instance, the straight, clear sections 
of the logs might be cut into dimension stock; 
the long, sound but slightly crooked sections 
into railway ties; the short, crooked, knotty 
sections into fuelwood; knotty hearts into mine 
ties and the like. This method of manufacture 
is contingent on the markets for the various 
products. 

A dimension stock operation cutting a variety 
of products can be operated to advantage in 
conjunction with a regular lumber mill. The 
logs suitable for lumber are selected first and 
the remainder, which at best would yield only 
low-grade lumber, are cut into dimension stock 
and other products. Naturally it requires fairly 
good judgment to make proper distribution of 
logs between the lumber and dimension stock 
mills. It is essential that the deck man be 
able to recognize the value of logs for the 
various products into which they might be cut. 


Methods of Conversion 


Logs coming from the deck are first cross- 
cut into lengths that separate the better sections 
from the poorer. The clear, straight sections 
4 feet and over long are cut out for dimension 
stock; fairly straight, sound sections 8 feet long 
are cut out for railway ties; short, crooked, 
rough but sound parts are cut into bolts of 
stove length for fuel. 

From the crosscut operation the dimension 
stock and tie cuts go to a headsaw and power- 
driven carriage of fairly light type. Tie cuts 
are either slabbed on two sides into pole ties 
or are slabbed on four sides into squared ties, 
depending on the size and form of the log. 
Dimension stock cuts are slabbed and cut into 
flitches which are transferred to a department 
equipped with rip and cut-off saws and other 
dimension stock manufacturing devices. Slabs 
from tie and dimension stock cuts are resawed 
for whatever short lumber and small cuttings 
they will yield. 

The waste in an operation of the kind de- 
scribed is less than 15 percent, which is a low 
figure compared to the waste in pure lumber 
or dimension stock operations. The waste con- 
sists of sawdust and a small amount of thin 
edgings and trimmings. Saw kerf waste is light 
on account of the few cuts required in sawing 
ties and because the majority of the dimension 
stock flitches cut are 1% inches or more in 
thickness. 


Dimension Stock from Short Bolts 


Cutting dimension stock from 4-foot bolts 
is standard practice in some sections of the 
northern hardwood region, but it has been at- 
tempted only on a small scale in the Lake 
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States. The method has some distinct advan- 
tages for it enables closer utilization of the 
better portions of trees, and logging and manu- 
facturing equipment can be considerably lighter 
than for logs. It is particularly well adapted 
to small timber. 

Power-driven carriages are available that 
are designed primarily for handling 4-foot 
bolts. Band saws for cutting small bolts have 
been on the market for a number of years, but 
in spite of the saving of material that may be 
effected by their use they have been slow in 
displacing circular saws, chiefly because they 
call for a considerably greater investment and 
are more difficult to maintain in first class work- 
ing condition. 

The bolts, depending upon size of bolt and 
product intended, are reduced by the headsaw to 
flitches or irregular sections that can be con- 
veniently handled by the ripsaws. With birch 
and maple an effort is usually made to cut so 
as to keep sapwood and heartwood separate. 
Where stock is being cut for small turning use 
no effort is made to rip or trim out small de- 
fects that can be eliminated with a minimum of 
waste at the turning lathes. It is common to 
market such turning squares on a 90 percent 
clear specification. 


Yield and Cost of Cutting Squares 


The amount of dimension stock that can be 
cut from a cord of wood varies according to 
the quality of the raw material and the quality 
of the product. One large lot of Lake States 
paper birch yielded 332 board feet of squares 
per cord of bolts. In this test the yield was 
reduced due to the attempt to eliminate heart- 
wood. . 

A series of tests with bolts averaging 7 inches 
in diameter cut into squares averaging 1 9/16 
inches in cross-section gave a labor and over- 
head cost of $13.10 a thousand board feet of 
product. The net cost of bolts required to pro- 
duce each thousand board feet of squares was 
$34.19. 

Comparison of Production Costs 


Comparison of costs of producing dimension 
stock from different forms of raw material are 
interesting but more confusing than helpful un- 
less various related factors are fully considered. 


ailroads Reply to 
the Commission 


At a meeting of railroad presidents, held in 
Chicago last Wednesday, a reply was formu- 
lated to the request of the Interstate Commerce 
Commission, that the carriers say whether they 
proposed to apply the 15 percent increase in 
rates, for which they have asked, to grain and 
grain products, cotton and other agricultural 
and horticultural products, including live stock, 
non-ferrous metals, iron and steel articles, petrol- 
eum and its products, lumber and automobiles 
and in all existing rate classifications and, if not, 
to say what exceptions they proposed to make. 

After deliberating all day, the committee rep- 
resenting the eastern, western, Mountain-Pacific 
and southern groups reported a resolution that 
signifies the intention of the railroads to make 
an increase of 15 percent in all freight rates 
and charges and then, if it is found necessary 
to make changes and readjustments in certain 
rates in order to meet competition and other 
situations, this would be done promptly. The 
resolution, practically in full, is as follows: 

Resolwed, First, That a statement should be 
filed with the Interstate Commerce Commis- 
sion in accordance with the provisions of this 
order by the respective chairmen of the spe- 
cial committees who signed the original peti- 
tion, advising the commission that all steam 
railroads in the United States are prepared, 
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The mill studies show that dimension stock cut 
from bolts cost $47.29 a thousand board feet; 
from small logs, $41.53; from mill waste, 
$26.73. From these figures it would appear 
that there is an overwhelming advantage in 
cutting dimension stock from mill waste. How- 
ever, the stock cut from mill waste is chiefly of 
the smaller sizes that are considerably less val- 
uable than the larger sizes that may be cut 
from bolts and logs. Moreover, a producer 
using mill waste is far more limited in the 
type of orders he can undertake than one using 
bolts or logs. For instance, the percentage of 
2-inch squares that can be cut from mill waste 
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GIVE A DOG 


a bad name and naturally he'll growl. Give 
him a good name and maybe he'll live up 
to it. Perhaps this is stretching the point a 
little, but some smart retailers think it worth 
while to invest a business with an individu- 
ality—and a name. It comes in handy when 
advertising and sending out direct mail 
circularizing. It may take your business out 
of the general class of competition to some 
extent. For instance, a lumber yard doesn't 
need to be just "Smith's Lumber Yard," but 
might be "The Builders’ Mart,"’ or "The Lum- 
ber Exchange,"’ or "The House of Good 
Lumber," or "The Square Deal Warehouse." 
A bit of distinctiveness may not do a bit of 
harm, if you can work out a name which is 
appropriate. 





is small. On the other hand tests with logs 
showed that with fair skill and judgment on 
the part of workmen it was possible from 8 
and 9-inch logs to obtain from 22 to 33 percent 
of the product in the form of 2-inch squares 
and from 10 and 11-inch logs as high as 56 to 
65 percent in 2-inch squares. When considera- 
tion is given to the fact that a 1-inch square 30 


if the authority sought in the application is 
granted, to make effective increases in all ex- 
isting freight rates and charges, of the nature 
proposed in the said application which pro- 
poses that the carriers be permitted to in- 
crease all freight rates and charges, including 
joint rail and water rates and charges, 15 per- 
cent, with such adjustments in the case of 
coal, coke and certain other commodities as 
will preserve existing differentials; 


Second, That the commission be advised 
that it is not proposed to make any specific 
exceptions on any commodities and that the 
carriers are prepared to make increases of the 
measure proposed in all existing rates on 
grain and grain products, cotton, other agri- 
cultural and horticultural products, including 
live stock, non-ferrous metals, iron and steel 
articles, petroleum and its products, lumber 
and automobiles, and in all existing class 
rates, in the manner stated in said statement 
and application, namely, that as to freight 
traffic generally, this increase be permitted 
to become effective by the use of percentage 
supplements; that as to coal, coke and cer- 
tain other commodities, specific tariffs com- 
plying with the ordinary requirements of 
tariff publication be filed. 


Third, That the commission be advised that 
it is proposed to increase by 15 percent all 
international rates and charges; 


Fourth, That the commission be advised that 
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inches long has a market value of only $49 . 
thousand board feet and a 2-inch square 39 
inches long a value of $70 a thousand, the aq. 
vantage in a high yield of large sizes is readily 
apparent. 

One factor that accounts in a large measure 
for the spread in production costs for the dif. 
ferent forms of raw material is the cost of the 
material itself. The cost of mill waste required 
to yield a thousand board feet of stock was 
$4.21, while the corresponding figure for logs 
was $14.32. 

The tendency toward greater refinement and 
diversification of product manufactured at the 
sawmill holds possibilities for improved and 
more conservative cutting practices in the 
woods and points to the practicability of cyt. 
ing even the larger and better logs of certain 
species directly into dimension stock instead of 
into lumber. 





Wholesalers Favor Stop-Over 


New York, June 22.—A public hearing was 
held by the Trunk Line Association on June 16 
to consider a proposal from the railroads in- 
tended to put into effect the stop-over or transit 
privilege now permitted in central and western 
freight association territories. If this is done it 
will enable lumber shippers to stop cars in 
transit for unloading at two points with only 
a slight additional charge per car, which is 
$6.30 in Central and Western territories, while 
$10 is proposed for Trunk Line territory. 

As this was a proposal from the carriers 
themselves, only shippers were heard at this 
meeting and there was an attendance of about 
100, representing all commodities, including 
lumber. All favored the plan except cement, 
prepared roofing and some grain dealers, but 
there was unanimity of opinion that the charge 
should not exceed $6.30. 

Secretary W. W. Schupner, of the National- 
American Wholesale Lumber Association, ap- 
peared on behalf of lumber wholesalers and 
joined in approving the proposal but took excep- 
tion to the proposed charge of $10 a car, unless 
the carriers could demonstrate they were enti- 
tled to a higher charge in Trunk Line than 
other territories. 


Ask Increase of 15 Percent in All Rates, 
Adjustments on Specific Commodities 


to Be Made Where Found Necessary 


the application is tendered with the concur- 
rence of the water lines participating in rail 
and water rates and the increases are sought 
in rail and water rates; 

Fifth, That the commission be advised that 
experience has shown that where any general 
change in the entire rate structure of the 
country is authorized and becomes effective, it 
has subsequently been found to be necessary 
to make changes and readjustments, in some 
instances reductions, to meet competition and 
other situations. Such changes, where found 
necessary, will be made as promptly as pos- 
sible after the proposed increased rates, if 
approved by the commission, become effective. 





Expresses Opposition to Rate 
Hike 


SHREVeEPoRT, LA., June 22.—Harvey G. Fields, 
public service commissioner of north Lousiana, 
has forwarded from his office at Farmerville 
to the State commission a motion expressing 
opposition to the proposed 15 percent rate in- 
crease by the railroads. He advocated the State 
commission taking immediate action to oppose 
the proposed rate hike, forwarding a copy of 
his motion to the interstate commerce commis- 
sion. 
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Bringing the Farm to the City 


Chicago’s greatest industry went on dress 
parade Thursday noon of last week. 

A half-million spectators lined the patrician 
“Boul’ Mich’” and canny State Street as the 
pageant of Packingtown passed by. 

Kut it was more than Packingtown that the 
spectators saw, for behind that ultima thule of 
the steer, hog and sheep there stretches the 
farm, ranch and range—and these, too, were 
visualized for the Chicago housewives and flap- 
pers, business men, clerks and casuals who lined 
the curb. 

The purpose of the parade—the first of its 
kind—was two-fold. The board of strategy of 
the live stock and meat industries had decided 
that in order to stimulate the consumption of 
meat, and thereby bring back to the stock- 
grower and meat distributer some degree of the 
prosperity which, for them as for others, van- 
ished around the corner some time ago—the 
public must be impressed with the fact that 
meat prices really are low as compared with 
a year ago—the drop amounting to as much as 
37 percent for beef and probably as much, or 
more, for lamb and hog products. 

The other object of this really extraordinary 
demonstration was to show the city folks that, 
after all, the farm is the basis of the nation’s 
wealth and prosperity, and that only as the 
farmer prospers can the rest of us enjoy the 
full dinner pail, the fat pay envelope and the 
crisp dividend check. 

Heading the long line of floats, bands and 
marchers came two stalwart, white-clad butch- 


pageant. 
intelligent collie brought up the rear of the 
live stock 
mounted on a truck was surmounted by a sign 
which said that five billion of these were con- 
sumed last year. 





A drove of sheep herded by a super- 


display. A _ gigantic “red hot” 


A handsomely decorated float carried a min- 


iature model farmstead, with modern residence, 
barn and silo. This float bore the legend: 
“Here is the source of your dinner’s main 
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the college of agriculture of the University of 
Illinois. The agricultural colleges of the lowa 
State University and Purdue University (In- 
diana), and perhaps others, were represented 
with floats that were attractive in appearance 
and educational in their messages. 

The cameras and sound-recording apparatus 
of the big news-reel,companies were right on 
the job and millions of people will see these 
pictures on the screens of their own theaters, 
and will learn therefrom that “meat is low’— 
and perhaps on their way home will buy a 
couple of pounds of chops, or a steak. Who 
says the live stock and meat folks don’t know 
how to advertise? 

The idea of staging a gigantic parade through 
the busiest streets of America’s second city, 
with the object of convincing the populace that 
meat prices have declined to a really economical 
basis for the consumer, was in its realization 
perhaps the most spectacular piece of industry 
advertising ever put across. It rather explodes 
the notion that the consumption of a basic ne- 
cessity can not be increased by advertising. It 
might be said of meat, if of any commodity, 
that “people know all about it, and how much 
it costs—so what is the use of spending a lot 
of money to tell them what they already 
know ?” 

3ut the “brains” of the live stock and meat 
industries did not reason that way. They knew 
that while there might be a vague impression 
in the composite mind of the buying public that 
meat prices have declined, it was necessary to 














“Here is the source of your dinner’s main course” 


ers bearing between them a banner with the 
keynote and slogan of the day: “Meat Prices 
Low”—a theme which was reiterated on floats 
bearing charts and graphs telling of the drop 
In prices since a year ago—backed by the 
authority, and even the actual presence, of Uncle 
Sam himself—at least, the make-up of his sub- 
Stitute was good. 

And when a delegation of good-looking farm- 
erettes came along, preceded by a banner an- 
houncing that they were “City girls, going back 
to the farm,” numerous young men along the 
curb raucously expressed their intention of 
heading for the farm themselves. Of course, 
what the girls really went back to were their 
typewriters, adding machines and switchboards 
—but what is life without a few illusions? 

An antiquated vehicle of a type well known 
to the older generation bore a sign declaring 
that “Meat Prices Are Now Back to the Horse 
and Buggy Age.” 

Models of live stock trains rumbling along 
the pavement apparently under their own steam ; 
hundreds of cowboys mounted and butchers 
afoot, farm boys and girls of the 4-H clubs, 
huge trucks loaded with steers, sheep and swine, 
Were some of the striking features of the big 













7” 
Se) 
on as =p VU i 


“Meat prices back to horse and buggy age” 












course, and meat is the cheapest in years.” 
“The American farmer will buy your prod- 

ucts when you buy his meat” declared a huge 

poster occupying the side of a float representing 








“Uncle Sam says that prices are way down” 


sharply focus the fact of such decline in order 
to secure the mass action along the line of in- 
creased consumption essential for the economic 
health of those industries. 

Perhaps there is in this a lesson for the lum- 
ber and building industries. Prices of lumber 
and certain other building materials are the 
lowest in years, yet great sections of the public 
are still saying, “It costs too much to build 
now.” How can that wrong impression be 
dissipated? Would huge “Lumber and Build- 
ing’ parades through the streets of our cities, 
reproduced a thousand-fold in the news-reels, 
help to turn the trick? If so, could the many 
and varied factors of the building industry be 
co-ordinated as effectively as the live stock and 
meat industries succeeded in doing? 

These questions come to mind—inspired by 
a half-envious, but wholly admiring, appraisal 
of what another great industry has accomplished. 

There are, of course, less spectacular meth- 
ods of getting the needed message across to the 
public, involving individual initiative rather than 
organized action. On the front page of this 
issue is illustrated a method readily adaptable to 
the use of dealers everywhere. 
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ALM OF THE RETAILER 


ood Trade in a Former National Capital 


A University and Residence City Where Business Is Progressive—Obser- 
vations About Credit Habits—Famous Dealers Who Have Faith in Texas 


Austin, the capital of the 
Lone Star State, is said by some 
traveling salesmen to be one of 
the liveliest towns in the South- 
west, so far as lumber sales and 
construction are concerned. It 
is a social, political and educa- 
tional city, and as such its in- 
come and its general progress 
are doubtless steadier than the 
average. If it doesn’t have the 
wild explosions of growth that 
are at the moment happening in 
the oil fields of east Texas, 
neither does it have their equally 
violent reactions. 

Austin must be placed in any 
short list of historic and pic- 
turesque cities of the Southwest. 
It is, for instance, one of the few 
cities of the United States that 
have been national capitals and 
recognized as such by European 
governments. Does that sur- 
prise you? It need not. ‘The 
Republic of Texas was an inde- 
pendent and sovereign govern- 
ment for some nine years, be- 
tween the Texas War of Inde- 
pendence in 1836 and the ad- 
mission to Statehood as one of 
the United States. Houston was 
the first capital, though I be- 
lieve several other Texas towns 
earlier than that were seats of 
the provisional government. 
Austin founded by Col. 
Lamar, one of the early presi- 
dents of the Texas republic, and 
several European governments 
had embassies here. In fact I 
believe the French embassy is 
still standing. The city was 
named for Stephen F. Austin, 
the great leader of the early set- 
tlers, and while it is not nearly 
so old as some other cities, not- 
ably San Antonio, it has been 
the capital of the Texas Repub- 
lic and of the State during many 
decades of picturesque history. 
It is the location of the State 
university that ministers to 
some 5,000 students. The State 
offices and the university have 
made it a favorite residence city. 
It has much wealth, beautiful 
wide streets and fine residences. 


was 


A Long-Established Company 

The Calcasieu Lumber Co. has 
its offices and a big yard in 
Austin. W. Sherman Drake, the 
president, is one of the widely 
known lumbermen and _ finan- 
ciers of the Southwest. I be- 
lieve Mr. Drake said he had been 
in business for 48 years on this 


one corner; although it is hard 
to believe from his appearance 
that he could have been in busi- 
ness anywhere for that length 
of time. 

“From what I can see and 
hear, especially on my trips 
east,” Mr. Drake said, “I believe 
that Austin and Texas generally 
are in a better condition than 
other parts of the country. Aus- 
tin is having better and steadier 
sales than are the other points 
where this company operates 
yards. 

“We have been financing our 
customers for quite a number 


of years as a policy, and I see 
no reason for stopping the prac- 
tice. Of course we have some 





salesmanship. Pressure selling 
has made both the seller and the 
buyer forget the old fact that 
things bought must be paid for. 
A person can always buy some 
unnecessary things and still be 
solvent, provided he doesn’t cut 
too deeply into his reserves in 
the process. But when all a 
man’s income is spent for goods, 
then a new situation arises. The 
goods bought must in that case 
be self supporting in a certain 
sense; that is, they must add 
enough to earning power to pay 
for themselves, or presently the 
nominal owner can’t meet his 
bills. 

“The Federal Land Bank did 
a poor service to thousands of 





The Kuntz-Sternenberg Lumber Co., an independent concern, has prob- 
ably the largest plant in Austin, Tex. 


exact principles and standards 
in making these loans. This 
company is rather well financed 
and we carry practically all the 
loans without marketing them. 

“TI have a fundamental faith 
in the honesty and capacity of 
the average man. Give him a 
fair chance and he’ll nearly al- 
ways keep faith. But it hap- 
pens now and then that some 
person or some general practice 
will throw a switch and get him 
temporarily off the main track, 
and something of the sort seems 
to have happened all over the 
country during the last few 
years. But it will be corrected. 
Your average man himself will 
correct it when he sees what is 
really happening; but it’s un- 
fortunate that he ever should 
have been misled. 

“The credit situation all over 
the country is a case in point. 
It has countless variations; but 
in general it can be traced back 
to easy credits and strong-arm 


farmers. I don’t doubt but that 
many farmers used this low-cost 
credit wisely and made ‘it help 
them earn more money. But 
thousands of farmers were not 
so wise. They didn’t study the 
thing through. Here was a 
chance to get a long-time loan 
at low interest rates; so with- 
out planning just how he would 
make this loan productive to 
himself, a farmer’ borrowed 
$10,000 or $15,000. It was a lot 
of money, in his experience, and 
he didn’t know how to put it to 
profitable uses. The result was 
that in two or three years it was 
dissipated in unproductive ways, 
and the final result was merely 
an additional obligation to be 
met, without any more earning 
capacity with which to meet it. 
Times tightened up, and the bor- 
rower couldn’t pay his interest. 
The final result is likely to be 
that the Federal Government 
will become the biggest land 
owner in the country. 


“This pressure salesmanship 
and some collateral factors haye 
worked an unfortunate change 
in attitudes toward debt. I’ve 
been in business here for a long 
time and have watched this 
change through a couple of gen. 
erations. The prominent’ old 
families used to buy here on 
credit, and they worried about 
the debt until it was paid. Some. 
times a bad year would make it 
necessary to carry them through 
to another crop. They worried 
about the .bill much more than 
we did; for when the debtor 
worries in that way, the creditor 
doesn’t need to. As soon as they 
sold cattle or crops they came 
in and paid principal and inter- 
est. They knew to a cent, usu 
ally, the amount of the obliga- 
tion. The second and third gen- 
erations of these same families 
still buy from us on credit, but 
in too many cases the old atti- 
tude has changed. These people 
walk around the block to keep 
from meeting us. They don't 
worry, except to keep away as 
long as possible, and when the 
collectors corner them they seem 
to take an amused and even an 
insolent attitude. They can't 
pay, and what are we going to 
do about it? Under such cir- 
cumstances the person who sells 
on credit must take _ ironclad 
methods to assure payment 
through legal processes, and, of 
course, this adds to the cost of 
loans. When a customer refuses 
to worry after he has gotten 
goods on credit, he must expect 
to pay for that unearned peace 
of mind. It makes _ business 
overhead heavy, and there isn’t 
any one to pay for it but these 
unreliable buyers. Pressure sell- 
ing and ease of getting into debt 
have changed general attitudes 
for the worse. 


Self-Correcting Credit Habits 


“This, of course, will pass. The 
public is not wholly. to blame; 
for it was urged into this frame 
of mind and easily learned to 
like the higher standard of liv 
ing that was practically thrust 
into its hands. When it under 
stands all that is involved, and 
these times are educating thou 
sands in a harsh way, it will re 
turn to sound standards. Texas 
banks, and banks all over the 
country, are full of money that 
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can find no safe loans. Safe 
loans will reappear when the 
general citizen remembers the 
old principle that debts, whether 
they represent borrowed money 
or goods bought on credit, are 
for the purpose of putting tools 
into the hands of the debtors. 
They may be tools of living or 
tools of earning money; but in 
any event they have to fit a ra- 
tional scheme of life and a rea- 
sonable earning power. Really 
it’s nothing new. There is a 
very old saying that it’s three 
generations from shirt sleeves to 
shirt sleeves. Grandfather makes 
the money, father spends it, and 
son goes to work. A great many 
sons right now are making a 
realistic start toward accumulat- 
ing fortunes; for they’ve gotten 
a hard lesson well learned. 

“You simply can’t hold Texas 
down. It’s a great area, both in 
size and in resources and capa- 
ble citizens. Industries are 
wonderfully diversified, and 
energies and capacities fit the 
opportunities. I’ve _ traveled 
around quite a bit for many 
years, and I’m completely sure 
that no other area is more 
soundly started on the road of 
great development.” 

Mr. Drake has recently become 
his own customer and has just 
completed a handsome residence. 


The “Covered Yard” 


The Kuntz-Sternenberg Lum- 
ber Co. is an independent com- 
pany and has probably the larg- 
est plant in Austin. It is a hand- 
some place with a big neon sign 
in front which lights up that 
quarter of the city at night like 
a fire. The big lobby and offices 
are finished in gum, and the 
suite includes architectural and 
sales departments and a ladies’ 
lounge. One of the office men 
pointed to a long frieze of photo- 
graphs of houses built by the 
company, and he said that only 
one among the dozens and hun- 
dreds had been built from a 
stock plan with no changes. 

This plant is known generally 
as the “Covered Yard,” for it has 
been advertised in that way for 
some years, and naturally all 
the stock to the last stick is shel- 
tered. In addition to the huge 
warehouse, there is a planing 
mill used to get out special mill- 
work; but no stock items are 
made. Even special doors are 
ordered if there is time enough 
to do it. The yard has been 
making large sales of cement; 
some of it for paving. Austin, 
which has a city-manager form 
of government, has been doing 
a large amount of street work. 

The larger places in Texas 
seem thoroughly committed to 
the policy of financing custom- 
ers and offering extensive serv- 
ices in planning and the like. 
In some places this service has 
taken on very extensive propor- 
“ons; so much so that the sell- 
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ing of lumber drops to a minor 
percentage. While lumber is 
still a big interest in Austin, 
probably all or most of the yards 
are prepared to go a long way 
with a square-shooting customer 
in helping him get his house 
built and financed. 

F. W. Sternenberg, the chief 
of the Kuntz-Sternenberg com- 
pany, says that he is avoiding 
excessive loans, something that 
has not been done in certain 
Texas cities, but that he believes 
the financing of customers has 
become a necessary and proper 
function of lumber merchandis- 
ing. He believes in monthly 
payments. His customers are 
expected to invest enough of 
their own money to give them 
a real interest in the undertak- 
ing. But in general, monthly 
payments are a good thing to 
strengthen this interest. While 
the house is new and a novelty, 
the owner will want to make his 


used in university buildings 
bear narrow margins of profit. 
Mr. Wilde states that local com- 
petition is not lacking, but he 
is grateful for the benefits that 
help to offset it. The river front 
near the yard is being parked 
and will in time be a _ beauty 
spot. The park has been named 
for Col. Lamar, founder of the 
city. 

This department did not meet 
G. T. Reinhardt or H. T. Ables, 
of the Reinhardt Lumber Co. 
EK. T. Deats, who was in charge, 
confirmed earlier reports that, 
according to traveling salesmen, 
Austin has a lively building pro- 
gram as compared with some 
other southwestern cities. The 
building and loan is quite active, 
he says, supplementing other 
forms of home financing; but 
the associations are _ closing 
down somewhat on the amount 
loaned. 

Nalle & Co. (Inc.) are, I am in- 
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Californians have novel ways in which to attract trade to their stores, 


and this is no exception. 


It is the entrance to a piano and musical 


store in Los Angeles, Calif., and is built 20x21x25 feet to scale of 
a grand piano 





payments, and later on, if he 
loses the wire edge of the nov- 
elty of home ownership the ac- 
cumulated equity represented by 
the total of his payment sharp- 
ens his interest. He has some- 
thing to lose, and naturally he 
takes steps to avoid losing it. 
Mr. Sternenberg is a_ widely 
known and eminently successful 
merchant. 


A Friendly University 
The Becker Lumber Co., lo- 
cated on the banks of the river, 
is another veteran business in 


Austin. Paul Wilde states that 
business is going forward at a 


fair rate, with a good many 
dwellings under construction. 
The university is friendly to 


local merchants and insists on 


extensive local purchases; but 
at best the building materials 


formed, the oldest lumber com- 
pany in Austin and have figured 
largely in the growth and up- 
building of the city. Ernest Nalle, 
with whom we talked, stated that 
Austin is a town of considerable 
wealth and is also a fine resi- 
dence city. This department 
saw some of the residence sec- 
tions and can easily believe both 
statements. If you are inter- 
ested in historical politics per- 
haps you've already recalled the 
fact that Col. House, internation- 
ally famous in the Wilson re- 
gime, long lived here. We drove 
by the handsome residence 
which he used to own, but he 
has not lived in the city for 
several years. 

Mr. Nalle does not-think a 
high tide of national prosperity 
can return immediately. The 
great war destroyed too much 
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of the world’s wealth to permit 
immediate recovery. But that 
naturally does not mean that re- 
covery can not make at least a 
start. 


Lumber and Contracting 


The Brydson Lumber Co. is a 
combination of lumber yard and 
contracting firm; though the 
two businesses are kept sepa- 
rate. Robert W. Brydson, whom 
this department met, and his 
brother, John J. Brydson, are 
veteran contractors. W. F. War- 
ren is manager of the yard. The 
Brydsons have contracted for 35 
or 40 years, and they have owned 
the yard for the latter part of 
this period. At the time of our 
visit the place was in process 
of remodeling. New offices, draft- 
ing rooms, sales rooms and the 
like were being arranged. The 
location is at a turn of a main 
highway, and this location is 
itself good advertising. The 
company operates a planing mill 
for getting out special millwork. 
In addition to the usual mill 
lines it does much screen manu- 
facture and repair. 

The Cash Lumber Co., located 
in the northern part of the city, 
has recently built a new office. 
This company is quite largely 
what its name implies. If it has 
a specialty it is small sales, and 
these small sales are strictly 
cash transactions. It does make 
certain exceptions; for it will 
carry a house through to the 
point where a loan company will 
take over the paper. Other than 
this, as we understand the mat- 
ter, the company offers no credit 
and does no financing with its 
own money. It will help cus- 
tomers to get necessary loans, 
but these loans must be gotten 
elsewhere. 





Kentucky Upholds 
Retail Sales Tax Law 


LOUISVILLE, Ky., June 22.—The 
Kentucky Court of Appeals on 
June 19, upheld the 1930 legisla- 
tive act creating the gross retail 
sales tax law in Kentucky, and 
which affects every retailer of 
every commodity, the tax rate 
being based on gross volume of 
business done. The case had 
previously been decided in favor 
of the State by the Franklin cir- 
cuit court. 

Other cases are pending in the 
Federal district court at Coving- 
ton, and were heard by three 
Federal district judges some 
weeks ago. Decision is expected 
shortly. Considering a_ recent 
United States Supreme Court de- 
cision upholding the Indiana 
chain store tax law, there is a 
feeling that the Kentucky law 
will also be upheld in the Fed- 
eral court, in that it is based on 
gross sales, figuring but one- 
twentieth of 1 percent up to 
$400,000 annually, thereafter in- 
creasing rapidly on each addi- 
tional $100,000 of business, to a 
straight one percent at over a 
million dollars. 
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Looking through the outdoor display toward main office 














A Sales Campaign That 


WestrFie_p, N. J., June 22.—A trip through 
the modern plant of Tuttle Bros., this city, tells 
one that considerable forethought has been con- 


stantly applied to this interesting business of 
retailing building commodities. 
The location is almost directly in the center 


of town, the plant itself having an ideal setting 
adjoining the Plaza Park with its beautiful 
shrubs and foliage. The grounds surrounding 
the office of the company are planted with 
shrubs and flowers and are always as well kept 
as the park adjoining. 

Losing no bets for merchandise 
display, a section of the 
an outstanding beauty 


appeal and 
lawn is now used for 
spot, being attractively 
arranged for the display of various types of 
fencing, painted and rustic garden furniture, 
trellises, arbors, lily pool, bird baths and sun 
dials, benches and flower boxes, sand boxes and 
swings, broken slate and stone flagging, and 
many other attractive outdoor items for beauti- 
fying the home grounds. 


The office is an imposing brick structure of 


colonial design, efficiently laid out and with 
much the appearance of a banking house. 

The outstanding hardware building, of brick 
and limestone, is three stories in height, the first 
floor having four large show windows with 
beautiful displays of various commodities, 
changed weekly. Other buildings in the plant 


group are the planing mill, dry kilns, glazing 
and sash room, main lumber shed, masons’ 
materials building, coal pockets, and several 


open-sided sheds for dimension and 


rough stock. 


shingles, 


The business of Tuttle Bros. was started 
1897 by W. E. Tuttle, jr, and A. D. Tuttle, 
the former having passed away in 1923. The 


business since that time has grown consistently 
but conservatively. Arthur D. Tuttle is today 
the guiding head of the business, though not as 
active as in former 0°) _ him are asso- 


ciated three nephews: T Judson, jr., and 
W. R. Judson, vice RR oh E. ge oreey 
assistant secretary and assistant treasurer; John 





C. Evans, secretary in charge of accounting, 
and George H. Riley, jr., assistant secretary in 
charge of sales and purchases. 


Because of conditions prevailing this year, 
special sales effort has been put forth, with 
good success. “It took little analysis,” said 


Mr. Riley, “to tell us that our immediate pros- 
pects were best in the modernizing and repair 
held, for our operating territory is almost 100 
percent an individual home community in which 
at least 85 percent of the occupants own their 














The inviting entrance to the main office 


own homes, and with 
surrounding. 

“It was our idea that a house-to-house survey 
would be most effective, and that our own men 
would get best results, since we felt that an 
experienced selling job must be done with each 
home owner. 

“We prepared a standard approach conver- 
sation, which, without asking direct questions, 
would in most cases tell us the occupant; 
owner or renter; did they intend to build? did 


usually ample ground 








Three of the four display windows in hardware building 


Got Results 


they intend to make any improvements to home 
or property?’ had they considered selling pres- 
ent dwellings and building modern homes? 
could they consider building or improvement 
work now? would budget payment plan be help- 
ful in getting work underway? 

“We also prepared a message with a return 
card attached, which we left in every home 
after the personal message and appeal had been 
put across, the reason being that we expected 
to talk to the lady of the house in almost every 
instance and were afraid that she would not 
convey the message properly to her husband. 
This printed message carried the whole story 
as well as plenty of suggestions for interior 
and exterior improvement and we felt it would 
come in for evening discussion and _ thereby 
inspire thought and planning. 

“If real interest was shown in the personal 
interview we followed this up with a personal 
letter, thanking the owner for courtesy shown 
our representative, and urging prompt com- 
mencement of the work discussed. 

“The method followed was this: Our man 
secured the name of the owner before he 
entered the house. He observed all of the 
exterior of the premises, which gave consider- 
able information before entering the home. 
The other information was secured in conversa- 
tion but not recorded until he left the home. 
After the cards were turned into the office, we 
compiled large sheets with headings clear across 
the top of different classes or kinds of work. 
The names and addresses were listed down the 
left side and a mark was placed in the columns 
to the right under the heading in which the 
particular prospect was interested. Addresso- 
graph stencils were made and a barrage ol 
manufacturers’ literature and sales helps keep 
this list pretty active and the prospect well 
‘urged.’ 


“After we had got under way with two of 


our consumer contact salesmen we found that 
enough live stuff had been created to keep them 
down and bringing the 


busy just running it 





















Roadside billboards tie up the modernizing campaign 
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A corner of the very attractive outdoor display 
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work into action. This retarded survey prog- 
ress so we hired a m.ddle-aged man, who is an 
expert draftsman and experienced in building 
and development work as well as modernizing. 
We detailed all survey work to hit, but had 
him follow up nothing until completion of sur- 
yev. Each day he turls in a separate report 
in writing, covering all live stuff for imme- 
diate follow-up, a complete story in detail 
about each prospect, which is then followed 
down by the other two salesmen to turn into 
action. Considerable headway has been made 
on this basis. = fe : ’ 

“Newspaper public.ty is a very important 
feature of this whole campaign, and we have 
certainly had enthusiastic help and 100 percent 
co-operation from our local paper. This feature 
starts lots of work that does not come through 
our survey but goes directly to the contractors 
in the various lines, usually from steady cus- 
tomers of these contractors. 

“Some of our builders are now busy from 
two to four weeks to come, whereas before 
this effort was started they were all pretty 
well down in the mouth; some had had no 
work for weeks, and in plain English felt pretty 
well ‘licked.’ 

“While this program has been going on we 
have been laying plans to follow up with a 
drive on new home building. We have had a 
couple of local industry meetings with a view 
to making it easier for the prospective home 
builder to acquire a home with sa’ety and com- 
plete satisfaction. Many self-stated prospects 
have been uncovered in our survey and the 
newspapers have agreed to continue the pub- 
licity to arouse interest in, and encourage, ho:ne 
building and modernizing in our city.” 


(a 


Tue PertH LuMBer Co., a new concern at 
Perth, N. D., dealing in building materials, 
hardware and paint, has purchased the stock cf 
lumber and building supplies formerly owned by 
the Turtle Mountain Supply Co., of Minne- 
apolis, Minn. 
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Combating Mail Order House 
Home Building 


Str. Louis, Mo., June 22.—W. E. Griffee, field 
representative of the International Order of 
Hoo-Hoo and engaged in its personal contact 
program, has reported some interesting condi- 
tions in Illinois, lowa and Wisconsin. 

For example, in Rockford, Ill., Mr. Griffee 
found that only 36 homes were built in 1930. 
In Greater Rockford, a new subdivision, 55 
homes were built, and that “the greater portion 
were furnished and erected by the mail order 
houses.” Mr. Griffiee points out that it is im- 
possible to obtain more than 50 percent on the 
first mortgage in Rockford proper, and virtu- 
ally impossible to obtain any loans for homes 
in the new section. This naturally leaves the 
field wide open for mail order houses. 

At Madison, Wis., he found the inroads made 
in the retail lumber business by mail order 
houses aroused the dealers to the necessity for 
unity and co-operation, with the result that to- 
day they are well organized under what is 
known as a Reserve Supply Co. in which all 
the dealers are stockholders and in which they 
have an investment of $60,000. They have in- 
augurated a constructive advertising campaign 
with an outlay of $4,800 a year and are enjoy- 
ing good business and furnishing the larger 
portion of the lumber for homes contracted and- 
heing taken care of by Sears, Roebuck & Co. 

In Clinton, lowa, the dealers are pulling to- 
gether. Despite the fact that not a single new 
heme has been erected this year and prospects 
for only two new houses exist, the dealers have 
developed new business almost entirely through 
modernizing and repairs. 

Discussing mail order competition in home 
building, the “American Architect” said: 

Mail order competition is severe competi- 
tion because it is intelligent competition. 
The ability displayed in merchandising 
houses in particular has aroused the ire of 
the architectural profession. A committee of 
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the A. I. A., visiting one of the mail order 
firms to expostulate, quite naturally did not 
get very far. But a line of lumber yards in 
New Jersey—the Alliance Lumber Corpora- 
tion—has put into effect a plan, created and 
executed for them by the Morgan woodwork- 
ing organization, which promises to meet 
and defeat mail order competition on its 
own grounds. The owner is lent 75 percent 
of the cost of the house and lot and can pay 
this off in fifteen years at the rate of $8.44 
per thousand a month; when the mortgage 
is reduced to 55 percent it is optional with 
the buyer whether he continues the amortiza- 
tion or carries his balance as a permanent 
loan. The houses are designed by registered 
architects. Newspaper advertisements over 
the signature of the Alliance Lumber Cor- 
poration are used, as well as advertisements 
over the signature of various local builders. 

It is felt by the sponsors of this idea that, 
so far as price is concerned, local firms can 
beat the mail order houses and that in addi- 
tion they can provide houses which will be 
better suited to local conditions and there- 
fore better satisfy the owner. About the only 
way in which architects can combat mail 
order competition is through co-operation 
with some such idea, each branch of the 
building business aiding the other as is so 
effectively being done in the Indiana adver- 
tising campaign. 





For the Home Woodworking Shop 


“The Atkins Saw Book for Home Crafts- 
men,” published by E. C. Atkins & Co., 
“The Silver Steel Saw People,” of Indian- 
apolis, Ind., is a guide for the amateur. In 
it are explained the uses of tools, and lists 
are given of “The Handy Man’s Home Kit” 
as well as “The Home Craftsman’s Outfit.” 
Methods of making the different kinds of 
joints are illustrated and explained. Instruc- 
tions are given for making shop outfits, saw 
horses, benches, tool box and seat and wall 
tool cabinet. In addition sources are given 
of plans for 200 things to make. The book- 
let is supplied at 10 cents a copy. 


Bureau Members Discuss Sash Glazing Methods 





Methods of glazing sash was the subject of a questionnaire sent out a 
few weeks ago by the Millwork Cost Bureau, Chicago. The answers to 
the question “How Do You Glaze Sash” have been summarized by the 


bureau as follows: 


unifor- 
members on 
With some, leaky 
lem; with the vast majority at 
one time or another it has been 
a source of many complaints. 
Some have eliminated their 
troubles by changing to new 
methods; others have found 
windows have not been a_prob- 
those new methods of no help. 
What is right fer one is wrong 
tor the other. Yes—there is no 
uniformity in glazing. 

Most of the replies state that 
bedding glass in putty would 
largely eliminate windows leak- 
ing, but that operation adds to 
the cost, and as the standard is 
price rather than quality “bed- 
ding is out and water is in,” as 
one member aptly puts it. This 
leaves the field wide open to sub- 
stitutes. While we stand still, 
offering the same product, sell- 
ng on price alone, substitutes 
improve their products and not 
only ask, but get, a higher price. 

A few members bed the glass, 
especially in casements—whether 
or not they get the cost—into 
the estimate. That’s building a 
quality business. 

Many members use primeless 
putty, and successfully if the 


Certainly there is no 
mity anrong the 
glazing sash. 





putty is fresh. Primeless putty 
is not by any means the unani- 
mous choice. White lead putty 
up to one-third of the pigment 
has many backers. Care in the 
amount of whiting and linseed 
oil is very essential. 

3ack putty is quite common, 
especially for the larger lights. 





Here and there an extra charge 
is made for this added operation. 

Some members dip the sash in 
hot linseed oil, while others use 
a gloss oil. Many paint the rab- 
bet only with linseed oil or with 
a white lead and oil primer. 
After priming sash shou!d stand 
for at least an hour and a half 
to dry. 

Several found that sander dust 
in rabbet was detrimental to a 
good putty job and now use an 
air tube to remove dust from the 
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rabbet before applying putty. 

Sash with wood stops are ordi- 
narily both bedded and_ back- 
puttied. 

One member runs putty 1/32- 
inch lower than wood line on 
inside of sash. This allows paint- 
ing all of putty and on to glass 
even with inside wood line. 

A putty grip in sash stiles 
(Sketch No. 1 or Sketch No. 2) 
adds nothing to the cost, gives 
putty better hold and is quite 
satisfactory. 

A slight bevel to the rabbet 
(Sketch No. 3) so that sash may 
be really back-puttied is also of- 
fered. 

Some members believe that 
the kind of putty, priming, and 
so on, are not prime considera- 
tions. They say that any regular 
putty job will prove satisfactory 
providing the sash, after glazing, 
is allowed to stand so that the 
putty can set. They do not agree 
as to the setting period—24, 48 
and 72 hours are mentioned— 
but assert that variation may be 
due to climatic conditions and 
the season of the year. 

Usual method of bundling is 
criticised. Before bundling sash 
the putty should be practically 
dry, and unless care is used in 
nailing on cleats the hammering 
has a tendency to break the bond 
between putty and glass. 

If putty is not dry, the bond 
may also be broken by jarring 
in truck delivery. 
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Retailers Idea Exchange 
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Employees Scout for Business 


Daily scouting by the employees of the 
Bassett Lumber Co., Douglas, Ariz., fol- 
lowed by telephone solicitation, has resulted 
in creation of a gratifying volume of busi- 
ness. 

While going to and from work, driving 
around in the evening, and in all off hours, 
they take note of any houses, roofs, porches, 
fences, sheds or the like that need fixing up. 
This information is given to Manager Albert 
Stacy in the morning. Where the place is, 
what seems to need fixing, how large a job 
it is, who owns the place or lives there, if 
the employee knows or can find out, together 


with all other relevant details, are reported; 


with, when the employee is an old hand, an 
estimate of the probable cost of fixing it up. 
With this information at hand one of the 
office force is delegated each morning to call 
the prospects thus noted. “When not prop- 
erly handled,” says Mr. Stacy, “more busi- 
ness can be lost over the telephone than is 
gained. In practically all cases the telephone 
‘opening’ is a reference to keeping the city 
clean and the prospect’s place fixed up.” 
At a time when almost everyone is cut- 
ting down somewhat on the number of new 
things bought, most people are anxious to 
keep up appearances. For this reason, the 
above opening is particularly timely. The 


telephone solicitor next proceeds to suggest, 
from the information which he has at hand, 
what can be done to fix the prospect’s place 
up; he then hazards a rough estimate, usu- 
ally phrased “somewhere between such and 
such amounts.” The telephone call is then 
closed with the offer to send a man over to 
give an exact estimate. If the solicitor cuts 
the conversation off at this point the pros- 
pect does not have time to think up objec- 
tions to having an estimate made. 
—_—_——____ 


Successful Building Show 


Canton, S. D., June 22.—The first building 
show of the C. M. Youmans Lumber Co., held 
here on a recent Saturday, was both interest- 
ing and successful. Attendance was large, 
about 600 free lunches being served, consisting 
of coffee, sandwiches and doughnuts. 

Representatives of some of the manufacturers 
whose products are handled by the Youmans 
company were present to demonstrate their 
various lines. 

“This being the first and only show ever put 
on by this company, we consider that it was 
a great success,” said M. R. Martin, local man- 
ager. “Our idea in putting on this show was 
not so much to make it a sales preposition, 
but rather to create good feelings. This I be- 
lieve we accomplished, as we have already seen 
evidences of it.” 





building experience: 

“Early in my experience as 
a contractor I learned a very 
valuable thing about the 
building of a fireplace. One 
of the worst nuisances that 
anyone ever had in his home 
is a fireplace that smokes. 
This is so easily avoided, and 
at no extra expense during 
construction, that it is a 
shame all masons do not 
know it. This little trick is 
the building of a little shelf 
just above the throat of the 
fireplace. I have built hun- 
dreds of houses having fire- 
places, and can safely say 
that none of them ever 
smoked; a fireplace can not 
smoke if it has this shelf. 
The scientific point is that 





This Week’s Timely Tip 


No Smoking If Built This Way 


Here is a useful tip on fireplace construction sent the American 
Lumberman by a Mid-west lumber dealer who has had a great deal of 
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the air coming down from the top of the chimney hits this shelf 
and is started back, creating a draft upwards, whereas if the shelf 
is not there, the air coming down from above goes right on down 
through the throat and blows the smoke out into the room.” 
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Will Promote Better Homes 


MonmoutH, ILL., June 22.—The Better 
Homes committee of the Warren County Farm 
Bureau met recently and made recommenda. 
tions concerning the fostering of better homes 
during this year. This committee is made yp 
of Mesdames W. D. Rodgers, David R. Smith 
and F, A. Burford, all getting mail on R. F, D, 
Monmouth, II. 

J. D. Diffenbaugh, of the Diffenbaugh Lum- 
ber & Coal Co., this city, is greatly interested 
in this movement for encouraging better homes 
and has promised the ladies of the committee 
his help and co-operation. 

Mr. Diffenbaugh suggests that it would be a 
nice idea if lumber associations, manufacturers 
and others interested in promotion of better 
homes would mail the ladies of the committee 
ideas and suggestions, including plan books and 
other literature bearing on the subject of bet- 
ter homes, both new and modernized. 

Possibly, also, lumber dealers in other com- 
munities may see in Mr. Diffenbaugh’s action 
a suggestion whereby they may similarly pro- 
mote the cause of better homes, by co-operating 
with the ladies of the County Farm Bureau and 
other organizations in their localities. 





New Deal Enlarges Company's 
Financing Facilities 


WENATCHEE, WASH., June 20.—Purchase of 
an interest in the Great Northern Lumber Co. 
by the Standard Lumber Co., an old-established 
Washington corporation, was announced today 
by O. R. Young and H. F. Woldenberg, who 
have been associated in the management of the 
yard for several years. In the transfer, which 
brings to the Great Northern company a num- 
ber of additional facilities, Mr. Young disposes 
of the most of his holdings and will devote the 
greater part of his time to other interests. Mr. 
Woldenberg retains his entire interest in the 
company. 

In associating itself with the Standard com- 
pany, the Great Northern company automati- 
cally becomes the farthest western member ol 
the Lumbermen’s Finance Corporation, an or- 
ganization formed to finance the building and 


remodeling operations of its members. In this 
connection Mr. Woldenberg said: 
The new affiliation of our company brings 


to Wenatchee an unlimited source of finances 
for building and remodeling of all kinds, with 
particular emphasis placed on home building. 
The Lumbermen’'s Finance Corporation is, in 
effect, a financing department operated jointly 
by ten large lumber companies having more 
than 700 retai) outlets. 

Being an organization operated by lumber- 
men for the sole purpose of enabling lumber- 
men to finance building activities, it makes 
unlimited building loans available to 
Wenatchee people. Any reliable person who 
owns property clear and is able to make 4 
reasonable down payment may start at once 
to build or remodel, paying the balance I 
small monthly payments over a period ol 
years. 

The entire balance to be paid is handled 
under a single monthly payment contract 
which also insures the life of the borrower, 
cancels the mortgage in case of his death and 
keeps up monthly payments for a year in 
case of sickness or if he is totally disabled. 
The monthly payment plan offered by the 
Lumbermen’s Finance Corporation is, we find, 
considerably more economical than most other 
home financing plans. There are no commis- 
sions or contract discounts and the frequent 
fees for renewing straight mortgages at the 
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1 of the three year periods are eliminated. 


( 
rhe Lumbermen’'s Finance Corporation's 
try into the Wenatchee district with a long 
po plan of financing home building on a 
peer monthly payment plan may be inter- 


preted as a vote of confidence in the future 
of Wenatchee. The progress which the Great 
Northern Lumber Co, has made speaks for 
itself, and we are pleased to be able to supple- 
ment its present facilities with buying con- 
nections and a financing service which should 
pe of further assistance to those who wish to 
puild or remodel homes. 


Under its new plan of operaticn the Great 
Northern company will continue to carry its 
present lines, which include a complete line of 
paints and builders’ hardware, to which will be 
added a fuel department. The company’s re- 
cently remodeled quarters are well suited to the 
addition of the new lines. 
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In conclusion, this successful lumber merchant 
expressed the opinion that “any useful and 
beautiful piece of merchandise can be sold at 
not only a profit, but a royal profit.” 


Mill Construction Meets Need 
for Quick Completion 


MICHIGAN City, IND., June 22.—The Beach 
Concession Co. wanted to put up a bath house 
at the Washington Park beach—wanted it in a 
hurry—wanted a good one that would be able 
to withstand the storms that sometimes sweep 
in off Lake Michigan and withstand also the im- 
petuous rush of careless merrymakers, and with 
all this the building must be relatively inex- 
pensive, for as a private enterprise there must 
be a reasonable return on the investment. 

So Jacob Hahn, treas- 











urer and manager of 
the organization, decided 
that mill construction 
was the means of effect- 
ing these things, and 
next Saturday the bath 
house is scheduled to 
be opened to the public, 
after only twenty days 
required for building. 
Except for the concrete 
floor and the extra- 





Rushing to completion the new millconstruction bath house on the 
beach at Michigan City, Ind. 


Proves That Quality Product 
Can Be Sold at Profit 


That a quality product CAN be sold at a price 
commensurate with its merits and the satisfac- 
tion which it will give to the buyer—and that 
price is Not the only argument that will loosen 
the customer’s purse-strings, is being daily 
demonstrated by dealers who formulate their 
sales policy in accord with sound merchandising 
principles. 

A good illustration of this is found in the 
experience of the J. W. Mackemer Lumber Co., 


Peoria, Ill., in selling the Henkel Edge-Lite 
bathroom cabinets and mirrors which are 
achieving such remarkable popularity with 
builders and home owners. 

Answering an editorial inquiry from the 
AMERICAN LUMBERMAN. as to his method of 
merchandising this quality article, Mr. Mac- 


kemer said: 

“Have we sold many? Yes, we have, and 
every buyer has been a salesman to help us sell 
more. Do our customers feel dissatisfied at the 
$30 price? No, every one of them is delighted 
with the cabinet, and is looking around for a 
place in the house where he can install a second 
one. 

Mr. Mackemer said that when he took on 
the sale of Edge-Lites two or three years ago, 
the cost and sale price being about three times 
that of the usual cabinet, he hesitated about the 
price they would have to sell at, and doubted 
if many people would buy them at the figure 
asked. 

But with his characteristic shrewd philosophy 
Mr. Mackemer got over that hurdle by reflect- 
ing on the short life and the high prices of 
women’s hats. 

A woman will pay from $5 to $30 for a 
hat and then hurry home for fear it will be 


out-of-date before she gets there, said Mr. 
Mackemer. In six months the hat is com- 
pletely out-of-date, obsolete, unfit to wear 


even to a dog fight. 

Now if she will pay $30 for a hat that is so 
short-lived, why can she not see $30 value in 
a substantial, master-designed, beautiful cabi- 
net that will last a life time and be a con- 
Stant source of gratification and beauty as 
long as she lives? 

The average lumberman stocking this cabi- 
net, and following the tradition of the trade, 
Would price the cabinet at $25, and even less 
if he were below the average’ in dumbness. 
We priced it at, and sell it for, $30—-fixing 
this price because of the extra sales effort 
heeded to sell such an article. 


heavy Ruberoid Massive 
strip shingles on the 
roof, the entire struc- 
ture is of wood, of 
which about 100,000 feet were required. 

The framing is southern pine dimension, No. 
2 and better, and over this is C select Pondosa 
pine siding, 3%4x10-inch. Inside, 54x4-inch No. 
2 clear and better Douglas fir ceiling is used. 
Cornice material is C Sel. Pondosa pine. 

The accompanying illustration shows the 
large number of carpenters at work putting the 
material in place as fast as it comes from the 
Pioneer Lumber & Supply Co.’s yard, so the 
bath house will be all ready for the many visi- 
tors who will spend the Fourth of July at the 
famous resort. 

—____--— 


Lumber Dealer Builds Home 


CALDWELL, OHIO, June 22.—T. W. Patterson, 
lumber retailer and planing mill operator of 
this city, has recently set a good example to 
his community by building a fine home. Be- 
sides demonstrating his faith that now is a 
good time to build, he also has afforded an 
example of good construction with the use of 
materials from his own yard. 





New Helps for Promoting Sales 
of Oak Floors 


Four important new pieces of literature de- 
signed to promote sales of southern oak floor- 
ing have just been released by the Southern 
Oak Flooring Industries, Little Rock, Ark. 

The most impressive of these, from the 
standpoint of beauty and general appeal, is an 
exquisite brochure entitled “SOFI Floors for 
Home Beauty.” This booklet is bound in 
beautiful silver covers, embellished by a duo- 
tone illustration of a beautiful home interior, 
showing the oak flooring, while on the back 
cover is depicted a fine office interior. 

Between the covers is found text intended to 
emphasize the merits and beauty of southern oak 
flooring, and to point out the ease and economy 
with which beautiful SOFI floors can be in- 
stalled in homes and business buildings, this 
text being embellished by pictures of beautiful 
interiors, featuring the floors. 

This, emphatically, is a booklet that dealers 
will want to place in the hands of their pros- 
pects for flooring jobs, new or old, as it car- 
ries an appeal that is hard to resist. 

A smaller booklet, very attractively got up, 
is entitled “How to Lay and Finish SOFI 
Oak Floors.” This is a valuable treatise pre- 
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pared by the research division of the Southern 
Oak Flooring Industries, and contains informa- 
tion as to how choice hardwood flooring should 
be handled and laid in order to yield maximum 
satisfaction to the home owner or other con- 
sumer. 

The two other pieces of the series are a 
folder embracing the SOM! Oak Flooring Grad- 
ing Rules effective June 15, which embody pro- 
nounced improvements over those governing 
heretofore, and a set of Oak Flooring Work 
Sheets for architects and contractors. These 
work sheets give the architect, in most conven- 
ient form, just the information he needs | in 
specifying and properly installing oak flooring 
in any type of building. 

Dealers will be glad to know that copies of 
each of these pieces of sales promotion litera- 
ture may be had by addressing the Southern 
Oak Flooring Industries, Boyle Building, Lit- 
tle Rock, Ark. 


Telling the Public That Building 
Costs Are Down 


The illustrated bulletin reproduced on the 
front cover of this week’s issue of the AMERI- 
CAN LUMBERMAN, together with the smaller re- 
production appearing herewith, will serve to 
give some idea of the energetic way in which 
the Spahn & Rose Lumber Co., operating a 
number of retail yards with headquarters at 
Dubuque, Iowa, is “telling the world” that 
building material prices are down, and that now 
is the time to build with profit. 

The facts and figures presented are authorita- 
tive and convincing. For example, in the bul- 













Tomorrew's 
Profit 


That's Mur Policy nee 
And We're Going to Stick to it 


Of course it's easy enough te give you lewer prices - 
Just offer chraper merchandise. 


But this isn't that kind of a lumber yard. 

We believe in fine quality - and we are maintaini 
ng 

the same high quality at the lowest prices since 1916 

For example: The material for a barn that cost $2124 

& year ago is now $1752. The $500 implement shed ‘of 


1930 is reduced to $400. And the feeding floor that 
cost $25 in 1930 can now be built for less than $20 
And so it goes - whether 
you make e few repairs or 
duild a modern home - it's 


wise economy to do it this 
year! 


Spahn > Rose humber Con 


letin here reproduced farmers are told that the 
material for a barn that cost $2,124 a year ago 
now costs only $1,752. The $500 implement shed 
of 1930 is reduced to $400 at this time. 

“And so it goes,” the argument proceeds, 
“whether you make a few repairs or build a 
modern home, it is economy to do it this year.” 

The bulletins reproduced, of course, are neces- 
sarily much reduced in size. In their original 
size and form they measured 8% by 14 inches, 
and were used as enclosures with the mimeo- 
graphed monthly house organ which the Spahn 
& Rose company distributes, by direct mail, 
throughout the trade territories surrounding 
nineteen of its yards. 
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To Aid Public to Make Proper 
Purchases of Lumber 


Houston, Tex., June 22.— Houston lumber- 
men, back from a conference of retailers at Fort 
Worth, have begun to put into effect some of 
the ideas advanced at the conference. For in- 
stance, they are letting the public know how 
the inexperienced purchaser of low grade lum- 
ber might determine the heavy moisture con- 
tent. Individual lumbermen say the protection 
of the public’s interest is of prime importance. 

In a somewhat lengthy interview in the Hous- 
ton Chronicle, R. G. Hyett, executive secretary 
of the Lumbermen’s Association of Texas, in- 
formed the readers that how to keep the public 
from being “gypped” in the purchase of inferior 
lumber was one of the keynotes of the Fort 
Worth meeting. 

Mr. Hyett gave detailed information on how 
to use an ordinary cook stove to determine the 
percentage of moisture content in a sample 
piece of lumber and cautioned prospective pur- 
chasers to make such tests. He said in the in- 
terview that the general use of low grade lum- 
ber is certain to bring later criticism of lumber 
and make dissatisfied home owners. 





National Realtors Propose Home 
Financing Plan 


At the 24th annual convention of the Na- 
tional Association of Real Estate Boards, 
held in Baltimore, Md., a resolution was 
adopted approving a plan for establishing by 
Federal legislation a new home financing 
system permitting the discount of mortgages 
through a central bank. This central mort- 
gage bank plan was first approved by the 
association board of directors and was later 
brought before the convention as a recom- 
mendation of the association executive com- 
mittee. Delegates were asked to study the 
plan for two days, before taking a vote on 
the matter. After this two days’ study the 
tentative plan as recommended was adopted. 
The following is an outline of the plan: 

The Federal Government should create a 
Central Residential Mortgage Bank with reg- 
ional discount branches, the function of the 
central bank being supervisory. 

The members of the regional discount 
banks shall be local mortgage banks char- 
tered under an act of Congress. Such local 
banks would be authorized to take subscrip- 
tions to their stock- from commercial savings 
banks, trust companies, building and loan 
associations, mortgage companies and indi- 
viduals dealing in mortgages under certain 
uniform regulations laid down in an act of 
Congress for the control and operation of 
such units. These local mortgage banks 
shall in no case deal directly with the bor- 
rower. Their function shall be to determine 
the availability and to submit to the regional 
banks for purchase or rediscount, those loans 
in the hands of stockholding mortgage deal- 
ers or brokers, meeting its requirements for 
rediscount. Each local unit shall be a mem- 
ber of its regional mortgage bank. 


The function of the regional bank would 
be to purchase first mortgage loans from 
its members only and to issue debentures 


secured by such mortgages as well as by its 
own capital and surplus. The regional bank 
would secure its capital and surplus through 
the subscription of the local units. Purchase- 
able paper should comprehend only first 
mortgages on urban residential property, 
long term and amortized. 


Income from not exceeding $5,000 of these 
debentures might be made tax exempt in 
order to stimulate purchase by small in- 
vestors. 

Regional banks should lay down certain 
regulations as to procedure and appraisal 


which should be approved by the central 


bank before becoming operable in the region. 

It’ should be the policy of this entire sys- 
tem by using conservative appraisal methods 
and by requiring amortization payments be- 
ginning immediately when the loan is made, 
to increase up to 75 percent the percentage 
of value that 


may be lent with safety, thus 
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eliminating the costs and hazards of junior 
financing. 

Among the resolutions adopted in addi- 
tion to that with respect to the central 
financing plan was one recommending that 
the president of the National Association of 
Real Estate Boards submit to governmental 
authorities the names of not to exceed five 
realtors whose services shall be tendered for 
membership on or consultation with the 
committee to which the President of the 
United States may suggest that this matter 
be referred, and to furnish for purposes of 
investigation such tentative proposal as may 
secure the approval of the board of directors 
of the National Association of Real Estate 
Boards. 


Port Improvements to Use 
Quantities of Lumber 


New Orveans, La., June 23.—Port improve- 
ment works along the Gulf coast are being 
prosecuted and.involve a demand for suitable 
grades and sizes of lumber. At Lake Charles, 
the Harbor and Terminal Commission accepted 
the bid of P. Olivier & Son for the construc- 
tion of 1,600 lineal feet of creosoted piling 
wharf structure and two steel sheds for $444,000, 





House Plans 


On opposite page appears the 
first of a new series of plans for 
attractive and economical small 
houses. The two plans presented 
this week will be followed by 


others at regular intervals. 


Blue-prints, specifications and 
material bills for any of these 
homes may be had from the Amer- 
ican Lumberman at $3.50 per set. 


Electrotypes of the exterior ele- 
vation and the interior floor plans, 
suitable for newspaper or other ad- 
vertising use, may be had at rea- 
sonable prices. 





representing the lowest offer among twenty re- 
ceived. The wharf will be 201 feet wide, the 
front 100 feet resting on piling and the rear 
101. feet on a sand fill. The apron. will -be 
31 feet wide with a marginal track.. Double 
depressed tracks will be located at the rear. 

The Port Commission of Beaumont, Texas, 
will open bids on July 7 for wharf, dock and 
bulkhead extensions the cost of which has been 
estimated at $100,000. 

Excavation and filling of the port terminal 
site on the Industrial Canal here is progressing 
rapidly and upon completion bids will be opened 
by the Board of Port Commissioners for the 
terminal structure, and switch tracks serving 
it. 

Proceedings in Federal court to fix the dam- 
ages incurred to railroad right-of-way across 
the Bonnet Carre spillway are progressing rap- 
idly, and upon completion, and fixing of esti- 
mated costs, the construction of a creosoted 
piling bridge (trestle) across the spillway for 
railroad and highway use will be effected. The 
spillway is approximately 6,000 feet wide. 

Considerable wood material in construction 
and railroad extensions will be utilized in the 
projected bridges across the Mississippi River 
at Baton Rouge and New Orleans. The Baton 
Rouge span is assured, a permit now being 
asked of the War Department, and the New 
Orleans span advanced by the recent reopening 
of negotiations for its use by the Texas & 
Pacific Railroad with the New Orleans Public 
Belt Railroad. 
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Longevity Data Unfavorable +, 
Frame Construction 


Wasuinoton, D. C.,, June 22.—W. F. Shay 
trade extension manager, National Lumber 
Manufacturers’ Association, has sent out to sub. 
scribing and co-operating associations a bulle. 
tin calling attention to a_ preliminary report 
irom the bureau of internal revenue on depre. 
ciation studies. Attention is directed to the fac 
that bureau authorities have indicated that this 
is strictly preliminary and subject to later re. 
vision in case of sufficient evidence of error. 
Mr. Shaw says: 

Of interest to lumbermen are the relatively 
quick depreciation rates on frame and wood 
buildings, structures and products, compared 
with concrete, masonry and fireproof building 
and competing materials. Some of the datg 
in this report already are being used by com- 
peting industries in their anti-lumber trade 
extension efforts. 


It is suggested that each regional or other as- 
sociation file its own recommendations with sup- 
porting data for necessary change and revision 
of the report direct with the valuation division, 
Bureau of Internal Revenue, Washington, D, 
C., and that copies of such recommendations be 
sent to the National Lumber Manufacturers 
Association. Copies of this preliminary report 
may be secured from the Superintendent of 
Documents, Washington, D. C., for 5 cents 
each. A few of the items in this report to 
which Mr. Shaw calls attention in his bulletin, 
giving the asset item, character and probable 
useful life in years, follows: 

Apartments—Fireproof, 40; heavy 
£5: ordinary joisted, 30; frame, 25. 

Dwellings—Fireproof, 50; heavy timber, 50; 
ordinary joisted, 50; frame, 33. 

Factories—Fireproof, 50; heavy 
ordinary joisted, 28; frame, 25. 

Stores—Fireproof, 50; heavy timber, 40; or- 
dinary joisted, 35; frame, 28. 

Warehouses—Fireproof, 50; heavy 
50: ordinary joisted, 40; frame, 35. 
Fences—Masonry, 25; steel and 
wood and wire, 12. 

Piers—Masonry, 50; 

Tanks—Concrete, 50; 

Benches—Concrete, 25; 

Bridges—Concrete, 45; iron, 33; 

Barns—Masonry, 50; frame, 25 

Poultry houses—Brick, 30; 

Water tanks—Steel, 25; wood, 

Barges—Steel, 20; wood, 10. 

Bins—Steel, 6; wood, 3. 

Platforms—Concrete, 25; 

Tipples—Steel, 25; wood, 

Dredges—Steel, 20; wood, 

Grandstands—Concrete or 
15. 

Bridges—Concrete, 

Freight cars—Steel, 25; wood, 20. 

Ties-—-Cedar, 12%; fir, pine, tamarack, 8; 
hemlock, mixed oak, 7; steel, 11; treated, 14: 
white oak, 11. 

Trestles—Steel, 30; wood, 14. 





timber, 


timber, 40; 


timber, 





wire, 15; 


steel, 33; timber, 25. 
steel, 30; wood, 20. 
wood, 9. 





wood, 14. 
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frame, 20. 
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wood, 10. 
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steel, 30; 








wood, 


60: steel, 40; timber, 16. 





Cincinnati Club's Standing 
Committees 


CincINNATI, Ox10, June 23.—Appointment of 
the standing committees of the new administra- 
tion of the Cincinnati Lumbermen’s Club was 
announced this week by President Edward H. 
Ward. The following are the chairmen of the 
several committees : 

Arbitration, H. W. Brock, Ward-Brock Sash 
& Door Co.; entertainment, Ross C. Kuhlman, 
secretary-manager Cincinnati Lumber & Mill- 


work Association (Inc.), also Vicegerent 
Snark of Hoo-Hoo for the Queen City dis- 
trict; membership, J. Watt Graham, Graham 


Lumber Co.; boosters, Wilbur J. Wright, sales 
manager M. B. Farrin Lumber Co.; publicity, 
Roy E. Thompson, president Thompson Hard- 
wood Lumber Co.; transportation, Theodore 
Davis, manager Lumber Traffic Association, 
inspection, George Morgan, Nicoal Stone & 
Myers Co.; auditing, Joseph Bauers, J. B. 
Doppes Sons Lumber Co., arid Dwight Hinck- 
ley, Dwight Hinckley Lumber Co. David G. 
White, trade extension manager of the Appa 
lachian Hardwood Club, is the counsellor of 
the trade extension committee. 
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ie Producers in 
“Dyer Distress” 


Sr. Louis, Mo., June 22.—Secretary R. M. 
Edmonds, of the National Association of Rail- 
road Tie Producers, has sent out a bulletin to 
the members, calling their attention to the 
statement made by Congressman Dyer that he 
expects to endeavor to secure legislation in Con- 
gress that will require the railroads to replace 
wooden ties with some substitute such as con- 
crete or steel, mention of which was made in 
the June 20 issue of the AMERICAN LUMBERMAN. 
In his statement about this proposed legislation, 
Congressman Dyer said: 

The rapid depletion in recent years of our 
forests and the repeated raids upon our tim- 
per land have left the country with a virtual 
shortage of lumber for building purposes. Per- 
haps nowhere is this so noticeable as in the 
extensive use of the timber for railroad ties. 

In this country alone there are approxi- 
mately 340,000 miles of steam railways, each 
mile thereof requiring about 3,000 cross ties, 
and this does not include the great number 


used by electric railways throughout the 
country. ’ 
All of these ties are procured from our 


diminishing supply 
the total now in 


present rapidly 
ing trees and 
1,000,000,000. 

The average life of a wood tie is estimated 
to be about 10 years. The steam railroads 
alone are using over 90,000,000 ties yearly, 
some of which vary in size, but it is esti- 
mated that the average contains about 35 
board feet of lumber, in effect consuming 
billions of feet of our best timber from fine 
trees each year laid down on railroad beds to 
rot and decay. 

With the increasing demand for better ties 
and more of them the supply must necessar- 
ily decrease and our woodlands disappear and 
soon become a thing of the past, otherwise 
the supply will ke so depleted from this 
slaughter that within a short time the price 
of wood and ties will be equal to if not in 
excess of the present price of steel ties or 
other suitable substitutes therefor. 


of grow- 
use exceeds 


It will be noted that little, if any, change 
has been made in specifications of wooden 
ties since their early adoption. In almost 


every department of railroading new and sub- 
stantial improvements have been made; the 
box car has given away to the steel car, both 


for freight and passenger service. The 90- 
pound rail has been superseded by the 130- 
pound rail and it has now given way to a 
heavier rail. The automatic signal has be- 
come indispensable as have the automatic 


coupler and air brakes, all of which have made 
the business of railroading more efficient from 
a standpoint of service and safer for the 
traveling public. 

The advent and usage of the larger steel 
cars and huge engines of today will call for 
substantial rails with stronger and substan- 
tial cross ties, yet not the slightest change 
in or departure from the old wooden ties have 
been made. 

Quite often have serious and fatal accidents 
occurred as the result of spreading of the 
rails due to cracks in wooden ties permitting 
the spikes to become loose and their grip 
upon the rails released. 


As a Conservation Measure 
As a conservation measure it appears to me 
that if a suitable substitute could be found 
for the old style wooden tie, perhaps by the 
use of concrete or steel tie, I am reasonably 
certain that it would result in a great saving 
of our timber land as well as increasing the 
Safety of passengers and lessening the de- 
Struction of railroad property. 
lt, for example, a suitable steel or concrete 
tle could be found to replace the wood tie 
now in use it would obviously result in the 
restoration of employment in the ore 


mines, 
Steel mills, concrete industry and give em- 
Ployment to many idle men. There is no 
doubt that such a measure would conserve 


our forests and as in past, with the adoption 
of new railroad appliances by railroads, the 


sociation of 
dressed a 
should be of interest to every tie producer, 
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roads themselves would profit in safety and 
economy of operation, as the life of steel or 
concrete would be tremendously greater 
that of the present wood tie. 

Europe has been using, as a substitute for 
wood ties, ties of steel and some concrete for 
years and finds steel ties better for safety, 
speed and economy. It, therefore, appears to 
me that more stringent measures will have to 
be adopted or steps taken to conserve our 


than 


present supply of timber and I shall no doubt 


call to the attention and recommend to the 
next Congress the passage of such legislation 
as will prevent the wholesale depletion of our 
forest and conserve our woodland for the 
future use and enjoyment of the people of 
this country. 


National President Offers Facts 


E. E. Pershall, president of the National As- 
Railroad Tie Producers, has ad- 
letter to Congressman Dyer, that 


lumber manufacturer, timber owner and every 


person connected in any way with the lumber 
industry. 


In his letter to Congressman Dyer, 
Mr. Pershall said: 

Our attention 
which you 


has been 
propose to 


called to the bill 
introduce in Congress 





ARE YOU AS BRAVE AS YOUR 
FATHER? 


At a meeting of the National 
Electric Light Association held on 
June 11, the program was carried 
by radio over the National Broad- 
casting Co.s network and a 
message was received from Thomas 
A. Edison from his laboratory in 
Fort Mvers, Fla., as follows: 


“My message to you is to be cour- 
ageous. I have lived a long time. 
I have seen history repeat itself 
again and again. I have seen many 
depressions in business. Always 
America has come out stronger and 
more prosperous. Be as brave as 
your fathers were before you. Have 
faith, go forward.” 





which will require all railroads in the United 
States to replace wooden cross ties with some 
substitute such as concrete or steel. 

The information and conclusions upon which 
you have proposed such legislation were evi- 
dently original and of your own design, as no 
well advised steel or cement manufacturer 
would even attempt to support your position. 

If you had sought information from well 
advised sources, the secretary of the National 
Association of Railroad Tie Producers, with 
offices in the Syndicate Trust Building at 
St. Louis, would have been more than pleased 
to give you the facts. 

If you had asked one of the executives of 
the eight railroads with principal offices at 
St. Louis, they could have off-hand informed 
you of the obvious and manifest fallacies of 
your ill advised proposals. 


If you had asked any one of the St. Louis 
clearing house banks, they could have ob- 
tained authentic information for you from 


any one of the several tie companies to whom 
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Association President Shows Congress- 
man Weakness of His Proposal to 
Legislate Against Wood Ties 


they have loaned millions of dollars to finance 
tie production in the Missouri Ozarks. 

If you had visited, even for a day or two 
in-the southern half of Missouri, the people 
would have told you that tie production, now 
suffering from low prices and no demand, is 
a basic industry from which many thousands 
of Missourians obtain a quick cash income. 


So Congressman Can Be Better Informed 

The principal office of the National Associa- 
tion of Railroad Tie Producers is in a state 
of “Dyer Distress,’’ since your proposal has 
been published, and it is embarrassing to us 
to write to our members from Pittsburgh to 
Portland and apologize for the action of our 
congressional representative. May I, there- 
fore, take this occasion to inform you as to 
the facts of the business: 

1. There is no shortage of timber suitable 
for cross ties. 

2. These is no 
building purposes. 

3. The average life of a wood tie now used 
by the railways is nearer 25 years than 10 
years, as you state. 

4. There is no “increasing demand” for 
cross ties, but, on the contrary, a definitely 
decreasing demand. 


shortage of lumber for 


5. There is no substitute for a wood cross 
tie even worthy of passing consideration. 

6. During the last ten years ties other than 
wood represented less than one-half of 1 
percent of the total number of ties used. 

7. The average life of cross ties in the 
roadbeds of practically every large railway 
system in the United States is increasing. 

8. There have been the most notable and 
exceptional advances made in the specifications 
for cross ties within the last decade. These 
specifications are nationally standard, created 
and endorsed by the concerted action of the 
foremost engineering societies and trade or- 
ganizations, and of personal interest to Presi- 
dent Hoover when secretary of commerce. 

9. The production, the specifications, the 
preservative treatment, the adzing and boring 


of cross ties, the tie plates, and the anti- 
splitting devices, have all been developed 
through organized effort and painstaking re- 


search. 

You now seek legislation to make manda- 
tory the use of a substitute for a product 
that is acknowledged to be the most economi- 
cal, satisfactory and efficient of its kind ever 
developed. 

Practically one-half of Missouri is tie coun- 
try. Ties are one of Missouri’s basic indus- 
tries. The Ozark Mountains are one of the 
principal tie producing areas of the United 
States. Growing tie timber is a practical ac- 
complishment, for within the business lives of 
numerous Missouri tie men, the same piece of 
land has grown three distinct crops of cross 
ties. 

Missouri is one of the leading tie producing 
States, and within it reside more leaders of 
the tie producing industry than in any other 
State. Probably the most important national 
or international authority on the use of cross 
ties lives in Missouri. Six past presidents 
and the active presidents of the American 
Wood Preservers’ Association, and the Na- 
tional Association of Railroad Tie Producers 
live in the State. The president of the Ameri- 
can Railway Engineering Association, as well 
as the chairman of the tie committee of this 
outstanding organization have offices’ in 
St. Louis. 

If you had made even the most obvious in- 
quiries from any number of these well advised 
sources, resident largely in your own district, 
you could have avoided the inexcusable mis- 
take you have made in proposing such im- 
practical legislation. 

The tie industry stands ready at all times 
to provide any reasonable information re- 
quested, and if you are so inclined, I should 
be pleased to arrange a meeting where you 
can discuss the questions germane to this 


proposed legislation. 
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Wasuincton, D. C., June 22.—Following is the National Lumber Manufacturers’ Association report for the week ended June 13, 
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. : ee y : and 
twenty-three weeks ended that date, covering mills whose statistics for both 1931 and 1930 are available, and percentage comparison with statist 
of identical mills for the corresponding period of 1930: 
ONE WEEE No. of Percent Percent Perce 
Softwoods: Mills Production of 1930 Shipments of 1930 Orders of 1930 
Southern Pine Association. ......-...seee0. -» 108 26,521,000 66 27,594,000 81 28,098,000 87 
West Coast Lumbermen’s Association........ 194 108,814,000 76 113,147,000 71 100,656,000 71 
Western Pine Manufacturers’ Association.... 61 34,051,000 73 26,974,000 74 27,416,000 83 
California White & Sugar Pine Mfrs.’ Assn... 24 17,571,000 60 14,629,000 85 18,258,000 87 
Northern Pine Manufacturers’ Association... 7 4,248,000 56 2,781,000 63 2,892,000 81 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 16 1,244,000 67 1,142,000 85 1,088,000 90 
North Carolina Pine Association............. 39 4,455,000 82 4,375,000 106 4'314'000 1233 
ESOP NOTE APE PT 449 196,904,000 “72 ~ 190,642,000 “74 ~~ 182,722,000 — 
Hardwoods: 
Hardwood Manufacturers’ Institute.......... 190 16,244,000 62 16,945,000 81 15,302,000 83 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 16 2,327,000 60 1,477,000 72 1,073,000 98 
Total hardwoods ..........+++- cietmitedest aan 18,571,000 62 18,422,000 80 16,375,000 ge 
Gram COtRIs cccccveseccccecsecvcsecccsccese 639 215,475,000 71 209,064,000 75 199,097,000 78 
TWENTY-THREE WEEES Mills 
Softwoods: Reporting* 
Southern Pine Association..........ssee+ee% » 120 786,490,000 66 848,904,000 77 851,508,000 78 
West Coast Lumbermen’s Association....... - 194 2,415,939,000 67 2,517,765,000 74 2,468,621,000 74 
Western Pine Manufacturers’ Association.... 61 591,141,000 65 629,537,000 77 604,102,000 77 
California White & Sugar Pine Mfrs.’ Assn.f.. 24 211,270,000 345,054,000 83 362,631,000 81 
Northern Pine Manufacturers’ Association... 7 62,630,000 72 64,748,000 71 63,543,000 79 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 21 47,022,000 71 30,043,000 68 30,043,000 65 
North Carolina Pine Association....... eoveee 44 102,640,000 68 108,409,000 92 90,789,000 81 
Dated GeMBWOOED oo ccnccccccccsnceesseseess 471 4,217,132,000 67 4,544,460,000 76 4,471,237,000 76 
Hardwoods: _ . 
Hardwood Manufacturers’ Institute.......... 178 372,567,000 58 438,792,000 78 437,624,000 82 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 21 81,248,000 55 54,787,000 63 52,527,000 69 
Total harGweods . ccccccccccscvccce neveenen 199 453,815,000 57 493,579,000 16 ~ 490,151,000 “80 
Grand totals ......- WETTTTITIT Tir 649 4,670,947,000 66 5,038,039,000 76 4,961,388,000 76 


*Average weekly number. 


+Twenty-two weeks. 





WestCoastWaterborne 


SEATTLE, WASH., June 20.—The Pacific Lum- 
ber Inspection Bureau has issued the follow- 
ing report of waterborne shipments from the 
Northwest during May: 


Domestic 

INTERCOASTAL— 

RIS COME ca cwsseveeweteoes 119,409,344 
COASTWISE— 

re teeth beeges ese aun's 105,889,124 

Pn: gut vn ah i'bde eee enbeawaonta 1,035,734 
OTHER— 

Panama Canal Zone ........++e. 2,473,757 

Hawalian Islands ........-e-sce. 6,820,166 

Philippine Islands ............. 379,365 
Unclassified .......ccceees 3,510,057 


Total domestic ......... 239,517,547 
Export 
AUSTRALASIA— 
SE, ac chen aeae ee ee awk HN 6,561,067 
i 6. tc cced oneknewaes 73,260 
South Sea Islands .........cee0- 34,829 
gad net bane eeweun 3,235 
LATIN AMERICA— 
South America 
(east coast) 3,295,384 
South America 
i MES ccccxennereenwe ki 1,238,460 
.. |e eer ree 2,358,652 
EE ens ewes ae ted Keene hei 161,194 
ORIENT— 
Sv cnwwnteeneteebadbnnan bee 41,601,510 
Japan 66,438,208 
India 284,889 
EUROPE— 
Rmited MimeGom .nccccccccncses 19,068,464 
Norway and Sweden ........... 18,026 
as ie oe eae Bi 148,150 


ee ecpadcecn wee aoe awe 1,195,466 





CE 0 iis ae aod ne deseven ee 2'655,406 
I dori oa on aan ia ds die Bt beth Wid 6 ae 1,468,891 
ee eee 501,896 
SE a Sas ba adie mie G neon mknd one 540,416 
I a i i cas aicea ical Bias devin iby yt Svan wk ak gc nao 225,706 
PE tc ceckesaavecaeeenna 357,645 
AFRICA— 

We eee ee 1,568,424 
Rr 149,799,178 
Ce SHURE caaceccvicees cove «veneer. 


Districts of origin of shipments during May, 
1931, are given as follows: 





Lumber Logs 
British Domestic Export and Bolts 
Columbia 20,166,041 33,329,357 3,964,589 
Wash’gton ..142,743,700° 79,421,704 15,129,531 
Oregon ..... 76,607,806 37,048,117 4,985,810 
Totals ...239,517,547 149,799,178 24,079,930 








| 
} 
} 
} 
| 
} 
| 


Following are lumber footages for tie first 
four months of 1930 and 1931: 





Western Pine Summary 


: 1930 1931 [Special telegram to AMERICAN LUMBERMAN] 
January ..............940,223,818 290,685,673 Rie . . ia Tv a : 
February .............366,633,967 285,340,882 PorTLAND, Ore., June 24.—The Western Pine 
March .............2° $23,927,051 307.829'418 | Manufacturers’ Association reports as follows 
SS Fea $26,685,939 328,571,444 | on operations during the week ended June 20: 
MN ‘wtackbiadccxeoued 444,745,461 389,316,725 4 . J 
enpenanssimetbigeiaian sapetnatinesiniaienniay Total number of mills reporting, 87: 
Five months . 2,002,316,236 1,601,744,142 | Actual production for week...... 38,673,000 
Er re ere 27,670,000 
CGOTS FOCCIVOE 2 ccccsccccvcssecs 25,122,000 
W + € , R * Report of 60 mills: 
es oas eview Operating capacity .........0.06 69,071,000 
; Average for 3 previous years.... 48,429,000 
[Special telegram to AMERICAN LuMBERMAN] Actual production for week..... 34,832,000 
SEATTLE, WaASH., June 24.—The 222 West | Report of 80 mills: 
Coast Lumbermen’s Association mills giving | Average production ............ 41,057,000 
oad a: - : : 4 > dare 2 000 
production, shipments and orders during the | Unfilled orders ................. 104, 442,08 
Stoc é —. See 254,102,0( 
week ended June 20 reported : Stock on hand—June 20... 1,254,102,000 


Production 111,705,000 


Identical mills reporting, 60: 


: 
Shipments 105,883,000 5.21% under production | Production— 
. "En. - , a rs ine ve ae} r . " 0 
Orders 111,050,000 0.59¢ aa a : Operating CAPACITY ....ceeceee 69,071, 06 
ies 9% under production Average for 3 previous years.. 48,429,000 


A group of 343 mills whose production re- 
ports of 1931 to date are complete, reported as 
follows: 


Week ended 
June 20, 1931 
34,532,000 


Week ended 
June 21, 1930 
Actual for week.. 47,796,000 


Shipments ......... 25,358,000 35,649,000 
Average weekly operating capacity 298,599,000 | Orders received..... 22,862,000 33,203,000 
Average weekly cut for 24 weeks— Identical mills reporting, 78: 
1930 biedse0s 6b 0 ebeee Kee nsoe eee 158,861,000 Production— 
SL: “ashes itch ab ete aaere diet cree 126,784,000 Average for 3 previous years.. 40,665,000 


Actual cut week ended June 20... 


126,885,000 
A group of 220 mills whose production for 


Week ended 
June 21, 1930 


Week ended 
June 20, 1931 





Unfilled orders...... 104,182,000 127,894,000 
the week ended June 20 was 111,681,000 feet, |! Gross stocks on ; 
. . . ° 4 99°@ 779 oC 97 
reported distribution as follows: | Ee 1,236,752,000 1,291,274,000 
Unfilled 
Shipments Orders Orders 











e 
_ eee 36,976,000 37,222,000 87,766,000 Southern Pine Report 
Domestic 
cargo 37,236,000 47,090,000 188,984,000 ea ares « > , 
Export 22,903,000 17,967,000 102,383,000 NEw ORLEANS, La., June 22. For the week 
Local 8,699,000 Bae ended June 13, Saturday, 125 mills of total 
capacity of 12234 units (a unit representing an 
105,814,000 110,978,000 379,133,000 ’ y 


A group of 194 mills, whose reports of pro- 
duction, shipments and orders are complete for 
1930 and 1931 to date, reported as follows: 


Week ended 


Average for 24 weeks 
June 20, 1931 


1931 1930 





average monthly output of 1,500,000 to 2,000,000 
feet between Noy. 1, 1927, and Oct. 31, 1930), 
report as follows to the Southern Pine Asso- 
ciation : 


Pct. of output 
3-year Ac- 


Production— Carsf Feet Ave. tual 
Production 108,065,000 105,415,000 156,490,000 Aver. 3 years. .... 50,575,000 ee th is 
Shipments 103,307,000 109,495,000 148,295,000 Actual .......... . 29,250,000 57.83 «+s 
Orders 108,914,000 107,196,000 144,552,000 | Shipments* ....1,445 30,345,000 60.00 103.74 
Orders 
Received* ...1,461 30,681,000 60.66 104.89 
On -~y end aon 7s = 
it3 , wee rr. 84,294,0 xan eee 
Someone wants your Don’t *Orders were 101.11 percent of shipments. 


Wants.” Let the Classified 
Section tell about them. 





Car basis is 21,000 feet. 

tOrders on hand at above 125 mills showed 
an increase of 0.40 percent, or 336,000 feet, 
during the week. 





June 2 


Ce 


A be 
the mil 
sion sal 
Chicag¢ 
moving 
very st 
dicating 
in the 
for a 
mental 
of the 
in freig 
largest 
the his 
ments | 
and ge 
all thi: 
went ¢ 
annive! 
Golf A 

In s 
ducing 
fusing 
offerec 
of the 
below 
to disc 
out of 
dry sl 
can m 
was a 
ward | 
here | 
resistz 
millm 
and a 
sions 
true < 
ers if 
the ot 

A 
slight 
quote 
oak i 
No. | 
least 
first 
stron: 
white 
thick 
active 
some 


W 


foota 


Sout 
Wes 
Wes 
Nort 
Har« 


\ 
ciati 
tion 
feet 


Sof 
Sou 
We: 
We: 
Cal 
Nor 
Nor 
No1 





27, 1931 


and for 
tatistics 


Percent 
Of 1939 


87 
71 


Bseee 


agise a! 


asies a/ Sezes3z8 


ary 
iN] 

n Pine 
‘ollows 
ne 20: 


373,000 
0,000 
2,000 


7 
a7 
12 


171,000 
29,000 
332,000 


157,000 
42,000 
02,000 


71,000 
29,000 
ended 
|, 1930 
96,000 
49,000 
03,000 


65,000 


ended 
, 1930 
94,000 


74,000 


t 


week 

total 
ng an 
10,000 
930), 
A sso- 
utput 

tual 
03.74 
04.89 
ents. 


»wed 
feet, 








Conditions in the 


A better feeling prevailed last week among 
the mill representatives, wholesalers, commis- 
ion salesmen and the retail distributers in the 
Chicago district. While the volume of lumber 
moving through all regular trade channels was 
very small there were certain developments in- 
dicating a trend toward a general improvement 
in the third quarter period. The Hoover plan 
for a one-year suspension of all intergovern- 
mental debt and reparations payments, the effort 
of the railroads to obtain a 15 percent increase 
in freight rates, and the getting underway of the 
largest concrete highway building program in 
the history of the country, were all develop- 
ments of interest to those engaged in the lumber 
and general construction lines. In the midst of 
all this the lumbermen declared a holiday and 
went out to Homewood to celebrate the silver 
anniversary of the founding of the Lumbermen’s 
Golf Association of Chicago. 

In some of the more important lumber pro- 
ducing regions the sawmill operators were re- 
fusing to meet the ridiculously low prices being 
offered by the trade. It was evident that some 
of the operators who have been quoting prices 
below stumpage and manufacturing costs only 
to discover that they were too high were getting 
out of the market, having decided to hold their 
dry stock until conditions are such that they 
can move it at a profit rather than a loss. There 
was a tendency in some producing regions to- 
ward the adoption of firm price policies. Sellers 
here report that there was considerable of a 
resistance to profitless prices on the part of the 
millmen, some of whom have revised their lists 
and are refusing to make any further conces- 
sions from the printed figures. This was more 
true as pertaining to the hardwood manufactur- 
ers in the South than it was to producers in 
the other regions. 

A feature in the wholesale market was the 
slightly stronger tone developing in the prices 
quoted for the southern hardwoods, particularly 
oak in the common grades. The market for 
No. 1 common inch plain-sawed red oak is at 
least $2 per 1,000 feet higher than it was in the 
first quarter and there also was a slightly 
stronger tone to the market for both red and 
white oak in some of the other grades and 
thicknesses. Inquiry in the market was more 
active for oak and the wholesalers report that 
some of it was from the large industrial con- 
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Chicago Market 


sumers who have been using substitutes in the 
manufacture of their products. There is a scar- 
city developing in the supply of certain oak 
items at the mills. This is due to the long 
period of curtailment in production and the fact 
that earlier in the season the autobody plants 
came into the open market and cleaned up much 
of the inch common oak that was available in 
the South. Sellers in the Chicago district re- 
port that the oak market is now on a more 
stable basis than it has been for several years. 

The southern hardwood interests report the 
receipt of more inquiries from the furniture 
manufacturers and also heavier orders from that 
source. The inquiry and sales are largely oak, 
gum and magnolia and the better buying move- 
ment is attributed to the fact that there was a 
fair volume of orders taken by the furniture 
makers at the recent style shows. There is im- 
provement in the demand for such lumber that 
is wanted for the manufacture of upholstered, 
kitchen and novelty furniture. The southern 
hardwood interests also are confident that there 
will be a stimulated demand for hardwoods, 
mostly gumwood, during the third quarter from 
the radio cabinet manufacturers. The demand 
for the northern hardwoods, such as _ birch, 
maple, basswood and soft elm, is very quiet, 
although the millmen and wholesalers are con- 
fident that during the third quarter the demand 
will swing from the southern to the northern 
woods and that the reduction of stocks on hand 
will be more marked during the last half of the 
year than it was during the first six months. 

In the softwood trade the slack in the build- 
ing lines and the small volume of business com- 
ing from the railroads continue to restrict the 
demand, both from the mills and the retail 
yards. It is a report of most of the whole- 
salers and dealers that conditions in the soft- 
wood trade have been worse in June than they 
were earlier in the season. The demand for 
Douglas fir, West Coast hemlock and also for 
the western pines, continues spotty and quiet 
and there is a wide variation in prices for 
almost all lumber items from the Pacific North- 
west and the Inland Empire producing regions. 
The demand also continues quiet for northern 
pine and northern hemlock with the trade buy- 
ing only mixed cars of such items as are 
required for immediate use of filling-in pur- 
poses. The sash and door factories along the 





Relation of Unfilled Orders to Stocks 


Wasuincton, D. C., June 22.—Following is a statement for five associations of the gross stock 
footage June 13, and the percentage relationship of unfilled orders to stocks : 


Association— 
Semen Fame Ammeetarie. «<i ies osiedsecveese 
West Coast Lumbermen’s Association........... 
Western Pine Manufacturers’ Association....... 
Northern Pine Manufacturers’ Association....... 
Hardwood Manufacturers’ Institute............. 


Orders of 

No. of Gross Unfilled Stocks— 

Mills Stocks Orders’ Percent 
104 755,389,000 78,540,000 10 
165 1,447,714,000 312,468,000 22 
81 1,262,743,000 106,236,000 8 
7 270,771,000 18,720,000 7 
161 132,699,000 936,088,000 14 





Bookings Make 92 Percent 


[Special telegram to Am 


of Cut 


ERICAN LUMBERMAN] 


Wasuineton, D. C., June 25.—Five hundred and seventy-three softwood mills of seven asso- 


ciations for the week ended June 20 reported to 
tion production aggregating 209,166,000 feet, shiy 
teet. 


the National Lumber Manufacturers’ Associa- 
yments, 195,622,000 feet, and orders, 192,634,000 


The week’s figures for production, shipmments and orders follow: 











No. of 

Softwoods— Mills Production Shipments Orders 
Southern Pine Association.........ssseeeseeeee: 135 28,248,000 33,915,000 32,424,000 
West Coast Lumbermen’s Association........... 220 111,681,000 105,815,000 110,978,000 
Western Pine Mfrs. Association.............++.+ 88 38,673,000 27,670,000 25,122,000 
Calif. White & Sugar Pine Mfrs. Assn........... 24 18,553,000 17,709,000 15,514,000 
Northern Pine Mfrs. Association............+..- 7 3,872,000 2,785,000 2,202,000 
Northern Hemlock & Hardwood Mfrs. Assn..... 20 2,201,000 1,686,000 1,622,000 
North Carolina Pine Association..........0...++. 79 5,938,000 6,042,000 4,772,000 

ES EEE ELL LE ETO EE 573 209,166,000 195,622,000 192,634,000 
Hardwoods— 
Hardwood Manufacturers’ pO) 221 16,501,000 20,062,000 18,499,000 
Northern Hemlock & Hardwood Mfrs. jp eee 20 1,891,000 1,616,000 1,372,000 

Totals, hardwoods...........eeeeeees see onwes 241 18,392,000 21,678,000 19,871,000 
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Mississippi River have bought some shop lum- 
ber, but the volume of business was small and 
sales were reported made at unsatisfactory 
prices. 

Southern pine wholesalers and commission 
salesmen report that business, both from the re- 
tail distributers and the industrial consumers, 
comes in spurts. It is fairly good one day and 
flat the next. This indicates that there is as 
yet no tendency by buyers to increase their in- 
ventories. They are in the market only when 
they must have the lumber and they are buying 
in mixed cars and relying on the ability of the 
mills to make quick shipment on orders. While 
southern pine prices are low there seems to be 
less tendency for the market to sag to still 
lower levels and indications that the current 
quotations represent about the bottom. There 
is more or less of a spotty and quiet demand 
for cypress and redwood and it is largely from 
the country yard trade. The movement of cedar 
fence posts, lath and shingles from the mills is 
light in volume, those items moving mostly in 
with mixed car orders for lumber from the 
dealers in the rural districts. 





How Much a Renter Pays for 
Taxes 


New York, June 22.—As a result of a plan 
made effective on June 1 by the Real Estate 
Board of New York in conjunction with real 
estate boards in other boroughs, New York ten- 
ants hereafter will know each month just what 
part of their monthly rent is being collected for 
the payment of city taxes. In accordance with 
this plan, small stickers will be affixed to 
each rent bill, informing the tenant of the exact 
amount charged as his share in the taxes on 
the property. The wording of the sticker is 
shown herewith. 

“You Are Paying $.......... of Your An- 
nual Rent in Real Estate Taxes to New York 
City—Economy in Government Means Lower 
Rent.” 





States Purpose of New Lumber 
Institute 


San ANTONIO, TEX., June 22.—The Lumber 
Research Institute of San Antonio, organization 
of which was reported in the June 13 issue of 
the AMERICAN LUMBERMAN, is now functioning 
under the direction of M. S. Munson, executive 
secretary. Discussing the aims and objects of 
the institute, Mr. Munson said: 


The object of the institute is to provide 
for its members such industrial services as 
will enable them to secure for their busi- 
ness its full productiveness and to assist 
them in obtaining and maintaining public 
recognition and appreciation of their posi- 
tion as community builders and loyal citi- 
zens. But more particularly, the institute 
will maintain a credit information bureau 
with affiliations with the regularly estab- 
lished credit sources. Statistical informa- 
tion on operating costs and data pertinent 
to the building industry will be available. 
Co-operative publicity programs’ will be 
undertaken and the institute will be the in- 
strument with which the dealers may oper- 
ate on public relations’ problems and deal 
as a unit with other trade groups and with 
individuals, public and private. 

A “large order” program being undertaken 
in starting off the institute is a campaign 
of education in an effort to stabilize prop- 
erty values. Like that of many cities, San 
Antonio’s construction and property inter- 
ests are divided into several groups; each 
group having a different conception of the 
market trend as pertains to costs of mate- 
rial, labor and real estate, and various 
remedies in mind for the treatment of pres- 
ent business ills. It is the avowed purpose 
of the Lumber Research Institute to bring 
the necessary evidence before each of the 
various groups to prove the attractiveness 
of present construction conditions and to 
organize all interests into a unified whole 
that a concerted effort may be made to 
stabilize all property values and stimulate 


new construction and modernizing. 
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Appointed General Manager of 
Large Door Concern 


TACOMA, WASH., June 20.—George A. Wil- 
liams has been appointed general manager of 
Pacific Mutual Door Co., the nationally known 
door, millwork and plywood merchandising con- 
cern with head offices here and distributing 
warehouses and shops in strategic locations over 
the United States. 

Mr. Williams has been connected with the 
company since December, 1912, and for many 
years has been in charge of distribution, but 
now takes over management of the entire or- 
ganization. His entire business life has been 
spent in the sash, door, plywood and millwork 
branches of the lumber industry, and he is per- 
sonally known to a large number of retail lum- 
bermen in the eastern and middle western sec- 
tions of the nation. He opened the first Pamudo 
warehouse—at Chicago—in 1913, and since that 
time has installed warehouses and shops also 
at Kansas City, Philadelphia, Indianapolis, 
Brooklyn, and St. Paul, all of which are in 
active operation today. These distributing ware- 
houses, together with the company’s jobber con- 
nections, enable practically every dealer within 
the borders of continental United States to 
secure Pamudo standardized millwork products 
or plywood within a day or two from the time 
his order is placed. 

The new general manager said he did not 
contemplate any radical changes; that his com- 
pany had been successful because of giving an 
honest, dependable quality product and service 
to the trade, and that his efforts would be 
devoted to trying constantly to improve the 
products and to better the service. 





Becomes Connected with San 
Francisco Company 


SAN Francisco, Catir., June 20—A. B. 
Davis, until recently sales manager for the 
Kesterson Lumber Co., Klamath Falls, Ore. has 
moved to San Francisco, where he has ac- 
cepted a like position with the Dwight Lumber 
Co. of this city. The Dwight company, with its 
headquarters offices at 260 California street, San 
Francisco, operates mills and box factories at 
Klamath Falls, Ore. 

Mr. Davis has been associated with the lum- 
ber business all his life, and is well known in 
lumber circles throughout the Pacific coast. He 
was formerly located in Seattle and other 
Northwest points, and for the last few years 
has been prominently identified with the sale of 
California white pine. He is the son of W. G. 
Davis, of Portland, Ore., who also has been 
prominent in lumber circles for many years. 


Marking Permitted on Shingle 
Bundles 


SEATTLE, WASH., June 22.—A circular re- 
leased here by the Red Cedar Shingle Bureau 
to shingle mills and wholesalers covering mark- 
ing and branding of bundles advises that pres- 
ent forms of stencil and labels be retained as 
much as possible so that individuality of product 
may be maintained and easily recognized by cus- 
tomers. The only change that must be made 
is in respect to wording and a stencil form to 
iilustrate how the wording should be placed 
is included with the circular. 

In reply to questions asked the bureau states 
that all grades must carry immediately below 
the grade name the grade number “Number 1 
Grade,” “No. 2 Grade,” “No. 3 Grade,” except 
that in the No. 2 Grade 16-inch 5/2 and the 
No. 2 Grade 16-inch 5/2 dimensions the words 
“Mixed Grain” shall be carried immediately 
below. 

The grade number or “mixed grain” shall 
be in the same sized letters as the trade name 
or grade number used. 

The use of special grade names adopted or 


AMERICAN LUMBERMAN 


patented by a particular mill are not prohibited, 
but such names should not contain any mis- 
leading superlatives, but must be followed by 
the grade number or “mixed grain” as covered 
above, such as “Lifetime Mixed Grain,” “Black 
Cats No. 3 Grade.” 

The list of brands is as follows: 4/2-24-inch 
Royals No. 1 grade; 5/2!4-18-inch Perfections, 
No. 1 grade; 5/2-16-inch XXX XX or Perfects, 
No. 1 grade; 4/2-24-inch 6-inch dimensions, No. 
1 grade; 5/2-16-inch 5- or 6-inch dimensions, 
mixed grain; 4/2-24-inch Royals No. 2 grade; 
1/2-24-inch Royals No. 3 grade; 5/2%4-18-inch 
Perfections No. 2 grade; 5/2'4-18-inch Per- 
fections, No. 3 grade; 5/2-16-inch all clear, 
mixed grain; 5/2-16-inch 10-inch clear, No. 3 
grade; 5/2%4-18-inch 5- or 6-inch dimensions, 
No. 1 grade; 5/2-16-inch 5- or 6-inch dimen- 
sions, No, 1 grade. 





Says Retailers More Favorable 
to Dealing in Red Cedar 
Shingles 


Vancouver, B. C., June 20.—E. L. (Ted) 
Connor, sales manager for the Huntting-Mer- 
ritt Lumber Co. (Ltd.), who recently returned 
from an extended business trip during which he 
visited many of his company’s sales connec- 
tions and customers, says that, without ques- 
tion, retail lumbermen now are more favorable 
to dealing in high grade red cedar shingles 
than they have previously been during the 
course of his long connection with the industry. 

Mr. Connor remarked that several dealers 
told him of having unsatisfactory experiences 
in handling some other kinds of roofing; that 
they had tag ends of shipments of various types 
or brands of roofings on hand that were hard 
to sell and which were left over when roofing 
salesmen had sold a job or two in their city 
and turned the orders over to the dealer on his 
ordering an additional amount of roofing that 
some roofing had not given the service the user 
and dealer had been given to understand it 
would give, and that staple prices had not been 
maintained. 

He commented that most dealers know, and 
have always known, that better roofing value 
is offered by high grade edge grain red cedar 
shingles, but that some dealers became dissatis- 
fied because of fluctuation of prices and turned 
to other roofings because they offered a stable 
price over a long period of time. Such dealers 
are now showing a renewed interest in edge 
grain red cedar shingles. 

Mr. Connor feels that the new grades ap- 
proved by the bureau of standards, United 
States Department of Commerce, which are to 
become effective July 1, and the uniform method 
of packing a square of shingles in a bunch, 
will, when thoroughly understood by the retail- 
ers, go a long way in helping to sell wood 
shingles. 

Though he did not find business brisk as a 
general thing, he found the yards were doing 
some business right along, and in a few locali- 
ties intensive “hustling” by the dealers had 
produced a good volume of business. Only 
minimum stocks are being carried, and it is his 
thought that the approach of the fall season 
should bring about a considerable amount of 
buying. 

Mr. Connor’s company is said to be the 
“largest manufacturer of highest grade, edge 
grain red cedar shingles in the world,” and 
it operates a completely equipped staining plant. 
The company’s stained shakes and shingles are 
sold under the trade name “DriHome,” and are 
shipped in straight cars or in mixed cars with 
natural shingles or with lumber items. 





THe CHARITON Suppty Co., Chariton, Iowa, 
has changed the name of its concern to the 
Chariton Lumber & Supply Co. and has added 
to its line a complete stock of lumber and mill- 
work, 
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Canadian Retailers Inspect 
Sawmill 


Toronto, Ont., June 22.—About forty lum 
bermen, mostly retailers from Toronto made 
a trip to Midland, Ont., last Saturday after 
noon to inspect, on invitation, the sawmill of 
Letherby-Terry-Nicholson, lumber manufactur. 
ers. The party left Toronto about one o'clock 
and motored to Midland, 95 miles distant, by 
about four o’clock. Upon their arrival they 
were conducted through the sawmill in groups 
and given an opportunity to inspect the logs 
and the various processes in the conversion of 
logs into lumber. The mill is equipped with 
two double cutting bands, a gang saw and the 
usual complement of edgers and trimmers. Then 
the visitors drove to the Midland Golf & Coun. 
try Club where they were guests for the evening 
meal, which was served in the open air. H. 
Terry, of Toronto, presided at the dinner and 
there were also present as guests William Find- 
layson, minister of lands and forests for the 
Province of Ontario; Norman Playfair, of the 
Midland Wood Products Co., Midland, and 
Capt. E. F. Burke, president of the Burke Tow- 
ing & Salvage Co. Short speeches were de- 
livered by Messrs. Terry, Findlayson, E. Leth- 
erby, L. G. Jackson, president of the Toronto 
Hoo-Hoo Club, Capt. Burke and A. S. Nichol- 
son, of Toronto. 





Made Assistant General Sales 
Manager 


Tacoma, WasH., June 20.—The Weyer- 
haeuser Sales Co., this city, has just announced 
the appointment of J. E. Morris as assistant 
general manager in charge of all fir distribu- 
tion, with headquarters here. Mr. Morris has 
been advanced from district manager at Tacoma 
for the company, which position he has held 
for some time. He has long been active in the 
lumber industry of the Pacific coast, and before 
becoming identified with the Weyerhaeuser 
Sales Co. conducted his own lumber business 
for several years. He has always held the 
respect and confidence of lumbermen through- 
out the Northwest, where he is particularly well 
known. 





Carriers’ Committee Makes 
Rate Recommendations 


SEATTLE, WASH., June 20.—As is well known 
to AMERICAN LUMBERMAN readers, an impor- 
tant conference on the subject of lumber freight 
rates was held in Chicago, Feb. 16 and 17, last, 
between lumber industrv representatives and 
presidents of transcontinental railroads. 


At the opening of the conference J. D. Ten- 
nant, of the Long-Bell Lumber Co., Longview, 
Wash., chairman of the conference, stated that 
its purpose was a frank discussion of lumber 
and railroad economics in the friendliest spirit 
and cordiality. 


That the carriers were seriously impressed 
with the weight of argument and _ evidence 
shown by the charts and the data furnished by 
the lumbermen is well evidenced by their sub- 
sequent interest in the subject. 


Since then the subject has been considered 
by the standing rate committee of the Trans- 
continental Freight Bureau, and that committee 
has made certain recommendations as a pro- 
posed disposition of the subject for the purpose 
of discussion with shippers. These recommen- 
dations are indeed very interesting to lumber- 
men, and include a lumber rate of 75 cents for 
100 pounds from Pacific coast to Atlantic sea- 
board territory, with present classifications an 
other limitations. 

The rates on millwork, shingles and other 
articles of like classification, would be made 
82'% cents per 100 pounds. 

These recommendations are subject to the 
qualification that the carriers would be allowed 
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4 so-called Fourth Section relief. Those fa- 
miliar with railroad traffic terms know that the 
“Fourth Section relief” spoken of has reference 
to exceptions to the long- and short-haul clause 
where other competition, such as water trans- 

rtation, brings about conditions under which 
the Interstate Commerce Commission would 
consider such relief warrantable. 

The standing rate committee expresses the 
belief that the present lumber movement to 
Atlantic seaboard, from_ territory including 
Oregon Inland Empire, Bend, Klamath Falls 
and the interior of California, and the move- 
ment from Atlantic ports to destinations east 
of the Alleghenies, furnish full warrant for the 
Fourth Section application, and the committee 
believes that the carriers would be able to sup- 
port such an application. 
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Make Thrilling Escape from Burn- 


ing Lumber Schooner 


SAGINAW, MicH., June 22—A. H. Hemp- 
stead, president, and Harold A. Young, sales 
manager, of the Mershon, Eddy, Parker Co., 
had a thrilling experience on the night of June 
13, when the steamer Langell Boys, operated by 
that company as a lumber carrier on Lake 
Huron, was destroyed by fire in the lake about 
six miles southeast of Au Sable. Together 
with fourteen members of the crew, Messrs. 
Hempstead and Young were forced to abandon 
the burning craft in two life boats. They were 
picked up by the Tawas Point coast guard cut- 
ter under Capt. David M. Small, when they 
were about three miles from Au Sable Point. 
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They had rowed more than two hours and 
when found by the coast guard cutter there was 
six inches of water in one life boat and eight 
inches in the other. 

The Langell Boys was en route from Saginaw 
to Spragge, Ont., for a cargo of lumber, and 
Messrs. Hempstead and Young had planned a 
business trip into the timber region around 
Georgian Bay. 

The loss is estimated at approximately $50,000 
by Edward A. Carrington, treasurer of the 
Mershon, Eddy, Parker Co. The boat was 151 
feet long and was built in 1890 by Simon Langell 
at St. Clair. At one time it was owned by 
the Bradley interests of Bay City and later 
was purchased by Mershon, Eddy, Parker Co., 
which has operated it for many years between 
Saginaw and the Georgian Bay ports. 


Electric Motors Increase Plant’s Efficiency 


Wutarp, Onto, June 22—The Beelman 
Manufacturing & Lumber Co.’s plant here 
affords an interesting example of how effi- 
ciency in a local mill serving the retail trade 
requirements in a community can be stepped 
up by the use of electric motors. 

For many years the Beelman company 
used a large natural gas internal combustion 
engine to drive its mill. However, as in most 
other mills of this kind, there were many 
times when it. was desired to operate only 


easier to switch on the motor and proceed 
with the work as long as necessary and then 
turn it off than to get the engineer and start 
un the 65 horsepower gas engine, as was 
formerly done. Likewise it is much more 
economical to use only 7% horsepower than 
it is to use 65 horsepower. 

Two motors are used on the second floor. 
A 15 horsepower, three-phase, 220-volt West- 
inghouse motor now drives the line shaft 
through a 6-inch leather belt. From this 

















General view of equipment driven off the line shaft on the second 
floor. Two electric motors have been installed on this floor 


afew machines. This made it necessary to 
get the engineer to start the 65 horsepower 
gas engine and power cost for the work be- 
ing done was necessarily high—unless full 
use was being made of the power developed. 

Now the Beelman company’s mill is oper- 
ated by five electric motors. Installation was 
planned and made by J. P. Beamer, local 
electrician, after a study of the company’s 
power needs. A 15 horsepower D. C. motor 
now drives the 24-inch fan which collects 
the dust from the sander, sticker, 24-inch 
surfacer, rip saw, and jointer on the first 
floor of the mill, and the jointer and drum 
sander on the second floor. All sawdust etc. 
discharges into a vat from which it is fed 
to the furnace together with all scrap. This 
furnace supplies steam used to heat the 
building and dry kiln. 

Another motor, a 20 horsepower, three 
phase, 220-volt G. E. unit, drives the 42-inch 
Yates-American three-drum sander, being 
direct connected to the machine. A 7% 
horsepower, three-phase, 220-volt motor is 
now used to drive the shortened line shaft 
on the first floor which operates the rip saw, 


a 24-inch Crescent jointer and a 24-inch 
Yates-American single surfacer. A  6-inch 
leather belt handles this drive. These ma- 


chines are used a great deal, and it is much 





Celotex sheathing, and Prestwood are also 
kept in stock. A full line of builders’ hard- 
ware, including the Wilcox and the National 
lines of garage and barn door hardware 


makes it easy for carpenters and contractors 
to place their full orders without leaving the 
Beelman office. 

Recently a good line of paints has been 
added, and the company is actively solicit- 
ing paint business, keeping track of the con- 
dition and appearance of homes and barns in 











shaft are driven a Yates-American universal 
saw, a band saw, a Greenlee hollow mortiser, 
a tenoner, a sash pulley and a Millbury 
pocket machine, an Egan double spindle 
shaper, and a wood lathe. Most of these 
machines are steadily operated making up 
cabinet work and repair pieces for doors and 
sash. When not in use, the current is turned 
off and the operator can go about his other 
work, for a special engineer is no longer 
necessary. The 12-inch Yates-American 
jointer on the second floor has also been 
direct connected to a 2-horsepower motor, 
which greatly facilitates its use and makes 
the machine more efficient. 

During recent years the Beelman mill has 
become more and more important in build- 
ing and maintaining business. Considerable 
cabinet work is done for firms in nearby 
towns, cabinet work of all types being ac- 
tively solicited and bids made for contract 
jobs as opportunity presents. 


Variety of Building Materials Carried 


A well balanced stock of building lumber 
is carried in the yard. All lumber which has 
been kiln dried in the company’s 20x24-foot 
dry kiln is kept under cover, as is also the 
stock of %- and t#-inch oak flooring. Upson 
wall board, U. S. Gypsum Co. plaster board, 


A 20-horsepower G. E. motor enables the 42-inch Yates-American three- 
drum sander to be operated only as necessary 


its market area. In its solicitation ef busi- 
ness along this line the company makes good 
use of the manufacturer’s literature. 

While catering to contract and special cab- 
inet work, the Beelman company does, how- 
ever, carry a stock of standard, ready glazed, 
sash and doors, together with both single 
and double strength window glass, enabling 
it to glaze such doors and windows as it 
manufactures and also to supply its carpen- 
ter and contractor customers, which rot only 
creates good will, but also brings in busi- 
ness and affords a reasonable profit on the 
line. 

Both J. L. Beelman and E. L. Beel- 
man, who have operated the Beelman Man- 
ufacturing & Lumber Co. for 29 years, had 
actual building contracting experience them- 
selves before they went into the lumber 
business and can advise and co-operate with 
their customers, drawing on their own rich 
fund of experience. 





WHEN human needs can be located, identified, 
prescribed for and met, production can take care 
of itself. That is the lesson the steel business 
has learned—and is practising. Another name 
for it is merchandising, and better merchandis- 
ing is what the lumber industry needs. 
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Texas Retailers Discuss Ethics and Distribution 


Code With Manufacturers 


Fort WortnH, Tex., June 22.—The ills of the 
lumber industry, especially the problems of re- 
tail lumbermen, were discussed at some length 
here Tuesday by about 85 lumber dealers and 
manufacturers from all over the State. The 
lumbermen gathered here at the call of I. B. 
McFarland, of Houston, president of the Lum- 
bermen’s Association of Texas. 

Discussion of retail dealers’ problems was led 
by J. Lee Johnson, Jr., vice president of the 
Cicero Smith Lumber Co., Fort Worth, and 
the problems from the manufacturer’s stand- 
point by C. C. Sheppard, president of the South- 
ern Pine Association. 

Mr. Johnson said the retailers are determined 
that a more frank exchange of ideas shall be 
had with the manufacturers, provided the manu- 
facturers considered it advisable. He briefty 
analyzed the troubles of both retailers and 
manufacturers in trying to operate successfully. 
The chief troubles he named were lack of con- 
fidence, rumors and bad practices. He recom- 
mended the individual adoption of a distribution 
statement and a code of ethics similar to the 
one adopted by both the National retailers and 
National manufacturers in Chicago in April. 
His recommendation included such minor 
changes as would make it more applicable to 
Texas. 

Speaking on behalf of his own firm and sev- 
eral lumbermen with whom he had talked re- 
cently, Mr. Johnson declared there could be 
neither harmony in the industry nor a reason- 
able profit unless and until the lumber manu- 
facturers recognized that through the retail 
dealer there was as much lumber sold as by 
direct selling. The dealer, he said, is entitled 
to and should have both large and small busi- 
ness. 


What Will Retailers Do for Manufacturers? 


Mr. Johnson was followed by Mr. Sheppard, 
who thanked the retailers for the opportunity 
of discussing with them the problems of dis- 
tribution as a manufacturer sees them, as well 
as to acquaint the retailers with what the lum- 
ber manufacturers were facing in the retailer’s 
selling lumber which was not suitable for the 
purpose for which it was bought and asked this 
question: “What are the retailers going to do 
for the manufacturers ?” 

“In other words,” asked Mr. Sheppard, “if 
the manufacturers permitted the retailers to 
promote the use of lumber to large and small 
users, would the retailers properly merchandise 
their product?” He cited figures to show that 
the lumber manufacturers not only needed more 
business, but they needed a better price for 
their merchandise. Here it might be well to 
state both manufacturers and retailers recog- 
nize that both branches of the industry are 
suffering through the selling of low price 
lumber without profit to either manufacturer 
or retailer. Mr. Sheppard also explained that 
the manufacturers of the Southern Pine Asso- 
ciation had not adopted individually the code 
of ethics and distribution statement approved at 
Chicago, in April, and could not say just what 
would be the final action of the southern pine 
manufacturers as to selling the large users of 
lumber, such as oil companies. However, he 
did state that the Southern Pine Association 
amended the distribution statement submitted 
by a number of lumber dealers at a meeting in 
New Orleans, in March, and had recommended 
the amended distribution statement to its mem- 
bers. 

A. J. Peavy, of Peavy-Wilson Lumber Co., 
Shreveport, expressed his interest in quality 
lumber and recommended to both manufacturers 
and retailers that more attention be given to 
grades of lumber furnished the consumer and 
to provide a means of dealer education. He 
expressed the belief that a better understanding 


between retailers and manufacturers and a 
better application of merchandising methods and 
a more careful analysis of requests to the manu- 
facturers for credit would find the troubles of 
both retailers and manufacturers fast dis- 
appearing and was in favor of a code of ethics 
in the industry which would be of real value 
to both retailer and manufacturer. 


Recommends Revised Distribution Code 


G. H. Zimmerman, vice president of William 
Cameron & Co. (Inc.), Waco, explained his 
firm’s ideas of Mr. Johnson’s suggested distribu- 
tion statement and criticised the sale of green 
and unsuitable lumber for construction. He 
recommended the promulgation and adoption of 
a code of ethics and distribution statement 
which his firm would very gladly adopt and 
approve for use at its yards. He thought the 
Chicago code needed study and possibly some 
clarification for general adoption in the South- 
west. 

Mr. Zimmerman further expressed to the 
manufacturers the idea that the industry was 
too willing to build just a home instead of a 
home of comfort, stating that possibly 95 per- 
cent of the homes built in Texas were unsuit- 
able for this climate, needing most of all to be 
properly insulated. He recommended that the 
manufacturers and retailers employ the best 
talent available and present plans for a com- 
fortable home. 

Arthur Temple, Southern Pine Lumber Co., 
Texarkana, said he believed that many of the 
problems of the lumber industry could be better 
solved through a code of ethics. However, any 
code of ethics would be of little value unless 
adopted as a Golden Rule by both manufac- 
turers and rétailers. 

R. E. Wooldridge, of Gainesville, stated that 
his firm had always handled good material and 
was a constant buyer of longleaf southern pine 
lumber. He advocated the use of good lumber; 
however, on two occasions where he _ had 
ordered longleaf lumber, the distributer had fur- 
nished him with shortleaf. These were isolated 
cases, but he thought that the branding of the 
lumber as to species was a necessary and prac- 
tical solution of some of the lumber problems. 

H. W. Galbraith, Foxworth-Galbraith Lum- 
ber Co., Amarillo, Tex., declared that every 
retailer joined with him in thanking the manu- 
facturers for the co-operative spirit which they 
had expressed by coming to listen to the re- 
tailers’ problems and tell to the retailers some- 
thing of the difficulties in distribution of lumber 
by the manufacturers. He thought that many 
of the manufacturers’ problems were caused 
from their sustaining the practices of ordinarily 
called “jungle dealers” who were obstruction- 
ists not only to the retailers but to the manu- 
facturers in obtaining a retailer’s price for ma- 
terial. 

R. W. Wier, Wier Long Leaf Lumber Co., 
Houston, asked the retailers to furnish the 
grade and species of lumber that the consumer 
wanted. He had too often been told by builders 
and consumers that they could not obtain good 
lumber from the retailer. He stated that with 
good practices on the part of the retailers the 
lumber manufacturers would not desire to sell 
direct to large users of lumber. He also stated 
that many of the retailers’ troubles were among 
themselves and indicated they were chiefly re- 
sponsible for their own bed of thorns. He 
recommended that if retailers get back to selling 





A $5 Classified Ad sold 
an entire Sawmill. 
Try it! 


good lumber, with credits carefully ana‘ 
no harm could come to either the retasje, 
manufacturer. 


Makes Several Recommendations 


Henry Sauer, president of the Texas Retail 
Line Yard Dealers’ Association, cited many in- 
stances in which the manufacturers had been 
accused of bad practices which had demoralized 
his own business through not corefully analyzing 
the credits of the various branches of the in- 
dustry. He asked the gathering to compile and 
promulgate a code of ethic and distribution 
statement which he could adopt for his firm and 
one of which every branch of the industry would 
feel proud. He recommended more group meet- 
ings and study of buildings by the city yards 
and closer co-operation in the industry. 

L. R. Putman, of Chicago, merchandising 
counsel for the Southern Pine Association, was 
anxious to bring both retailers and manufac- 
turers closer together and thought that by group 
action better results could be obtained in mer- 
chandising lumber, as well as in supplying better 
materials. He expressed disappointment that 
more retailers and manufacturers were not in 
attendance and told something of the Southern 
Pine Association’s efforts to induce the small 
mills to better manufacture and grade their 
output of lumber. He also told of the inability 
to advance the cause of lumber and laid a great 
deal of the blame to the unethical and so called 
“jungle dealer.” 

John E. Hill, of the Panhandle Lumber Co., 
Amarillo, told of practices in respect to the dis- 
tribution of lumber in the Panhandle district of 
Texas through the contractors for building of 
country grain elevators. He mentioned the 
selling of other than southern pine lumber to 
meet the competition of mills selling direct. 

W. N. Sangster, vice president and general 
manager of the Kirby Lumber Co., who was ac- 
companied to the Fort Worth meeting by Ray 
Weiss, Kirby sales manager, declared he was 
convinced that rumors of price cuts, direct sell- 
ing and unfavorable practices by salesni.., re- 
tailers and manufacturers were detrimet » 
the lumber industry and should be strongiy dis- 
couraged. 

H. W. Hawley, of the Lyon-Gray Luffiber 
Co., Dallas, said he favored a_ standard for 
dealers, and recommended a code of trade eth 
and proper distribution statement for lumbef 
men. 

Mr. Sheppard expressed the opinion that 
there should be some change in trade promo- 
tion work, and said that if some plan could be 
devised which would allow for group advertis- 
ing by both retailers and manufacturers it would 
be helpful. 

At the conclusion of the meeting, after the 
retailers had explained something of the financ- 
ing of dealers and the wholesale selling without 
regard to distribution, Mr. Sheppard stated 
something of the operation of the National 
Lumber Manufacturers’ Credit Corporation at 
Chicago and the worthwhile work it is doing. 

The meeting, lasting all day, was adjourned 
after motion by Mr. Sheppard and seconded by 
Mr. Ballard, of Jones Lumber Co., Houston, 
that a committee of three manufacturers, three 
wholesalers and three retailets be appointed to 
make a study of the already prepared code 0 
ethics and distribution statement and suggest 
to the lumber dealers of Texas a code of ethics 
and distribution statement which they considered 
to be fair to the manufacturers, retailers and 
consumers. ; 

The question involved was whether _ this 
should be confined to Texas or all of the south- 
western States. It was decided, finally, that 
the first attempt be to picture the situation as 
it exists in Texas. A meeting for this purpose 


vi 


was called for Houston on June 25. 














une 27, 


New | 
‘ant; Cy] 
ad 
Doyle s¢ 
guinet, 0 
The cyp! 
Parish, 
graphs s 
cut trom 
flat cars 
This tre 
of high 
salient p 
butt, sh 
but beto 
The tre 
the grou 
inside tl 
tree wa 
which | 
across t 
The ; 


—<——— 





iF 


Showi 


Sonde 
in de’ 
of the 
rings 
on th 
lowes 
to th 
rings 
of th 
of ra 
deter 
Ac 
the e 
logs 








Retail 
y in- 
been 
alized 
yzing 
€ in- 
e- and 
ution 
n and 
vould 
meet- 
yards 


lising 
, Was 
1ufac- 
zroup 
mer- 
better 
that 
ot in 
thern 
small 
their 
bility 
great 
called 


Ce. 
e dis- 
ict of 
ng of 
1 the 
er to 
a 

neral 
iS ac- 
- Ray 
was 
- sell- 
>. 


y dis- 


hc r 
1 for 
ethit 
mbet 


that 
“omo- 
ld be 
ertis- 
would 


r the 
nanc- 
ithout 
stated 
tional 
on at 
loing. 
urned 
ed by 
uston, 
three 
ed to 
de of 
ggest 
ethics 
dered 
; and 


this 
outh- 
that 
on as 
rpose 








oy, 1931 


une 


AMERICAN LUMBERMAN 


51 


Cuts 1300-Year-Old Cypress Containing 
14,000 Board Feet 


New Orteans, La., June 22.—Felling of a 
ant cypress tree, estimated to be 1,283 years 
nd which contained 14,162 board feet, 
Doyle scale, has been reported by F. H. San- 
guinet, of the Lyon Lumber Co., Garyville, La. 
The cypress was cut during May, in Livingston 
Parish, Louisiana. The accompanying photo- 
graphs show the butt log, and all of the six logs 
cut from the tree, loaded. on the three standard 
flat cars required to move the tree to the mill. 
This tree was remarkable for the large amount 
of high grade, close grain lumber it cut. A 
salient point was that the tree was sound at the 
butt, showing th:t it had been cut at maturity 
but betore degrading from old age had started. 
The tree was cut two and one-half feet above 
the ground, and at that point measured 90 inches 
inside the bark, narrow way. Eighty feet of the 
tree was utilized for logs, and the last log, 
which was 10 feet long, measured 49 inches 
across the small end inside the bark. 
The age of the tree is reported by V. H. 


Prof. B. A. Bateman, of the forestry depart- 
ment at Louisiana State University, Baton 
Rouge, furnished the following tabulation, which 
was made in the woods as the logs lay on the 


ground: 

Logs, _—~ Volume — 
Scrib- 

Diameter Doyle ner 

Small End Length Feet Feet 
Ist log 7linches 12ft. 8inches 3,354 3,020 
2nd log 65inches 16ft. 5inches 3,721 3,190 
3rd log 60inches 16ft. 6inches 3,136 2,700 
4th log 55inches 16ft. 2inches 2,601 2,180 
5th log 52inches 20ft.1llinches 2,880 2,430 

Sound 

48inches§ 4 ft. 484 432 








16,176 13,952 
Used length 80 feet. 
Merchantable length, 
86 feet plus 8 inches; 
remaining part sound. 
This, to Mr. Sonderegger’s knowledge, is the 
second oldest tree that has been cut in Louisiana. 
The oldest was the famous Edenborn cypress, 


trimmings included, 
top broken out—entire 
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Showing logs cut from the giant cypress tree felled by the Lyon Lumber Co., Garyville, La. 
Lower photo shows the butt log and F.H. Sanguinet, of the Lyon Lumber Co. 


Sonderegger, Louisiana State forester. He said 
in determining the age ring counts were made 
of the butt cut and the highest number of annual 
rings to the inch was 54. These were found 
on the last inch of the log near the bark. The 
lowest number of annual rings obtained was 13 
to the inch, and the average was 28.3 annual 
rings to the inch; that is the average growth 
of the cypress tree was 28.3 years for one inch 
of radius. In this way the age of the tree was 
determined as 1,283 years. 

According to the woods scale, not including 
the extra length allowed for trimming, the six 
logs were measured as follows: 





Length Diameter Doyle Scale 
Feet Inches Feet 
12 68 3,072 
16 61 3,249 
16 57 2,809 
16 54 2,500 
10 49 1,266 
10 49 1,266 
er re 14,162 


cut in 1924 on Coochie Brake in Winn Parish. 

However, that cypress, at the time it was cut, 
had died and was too old to be of much value, 
as the first 35 feet from the ground was hollow. 

The cypress reported here (the Lyons) was 
absolutely sound and was a tree harvested at 
the right time, as it had reached its maturity 
and was not adding any more growth. In fact, 
the last inch took 54 years, which shows the 
tree had reached its maturity and if permitted 
to stand longer would have declined and de- 
graded. 

There has been considerable comment about 
cutting such large trees in the State, said Mr. 
Sonderegger, but it is a process of reforesta- 
tion to cut trees that have reached maturity and 
obtain whatever commercial value and profits 
that are contained therein. Trees are similar 
to other living things, and reach an age of 
maturity after which they proceed to decline. 
This decline, if permitted to continue, results 
in a loss financially. 


Henry E. Hardtner, of Urania, La., who has 
been keeping a record of large trees in Lou- 
isiana, furnishes information on two cypress 
trees still standing in his section, as follows: 


Chickasaw Creek cypress—120 feet tall, meas- 
ured from two feet above ground; diameter 
above the swell, 64 inches; merchantable 
length, 64 feet; estimated contents, 14,400 
board feet. 


Brooms cypress—96 feet tall, measured 
three feet above the ground; diameter, at 6 
feet above the ground, 76 inches; diameter at 
80-foot height, 42 inches; estimated contents, 
15,192 feet. 





Launch Retailers’ Service De- 
partment Campaign 


WasHINGcTON, D. C., June 22.—The retail 
lumber dealers’ service department of the Na- 
tional Lumber Manufacturers’ Association this 
week formally launched its campaign to identify 
1931 as a home builder’s bargain year by dis- 
tributing to aggressive dealers throughout the 
country ready-to-use newspaper and direct mail 
advertising matter. The campaign is a part of 
the trade extension work of the N. L. M. A. 
and is designed to encourage the starting at this 
time of a larger volume of dwelling construc- 
tion. 

The slogan of the campaign is: “1931 Is the 
Home Builder’s Bargain Year.” The idea be- 
hind it is that the public should be made to 
realize that building materials and construction 
labor are now available at bargain prices, and 
that advantage should be taken of this fact. In 
other words, with these prices below pre-war 
levels, they have actually reached a point where 
it is virtually impossible to go in any direction 
but upward. The belief is that when prospec- 
tive home builders realize the situation they 
will be quick to take advantage of it. 

Since the depression set in there doubtless has 
been a good deal of “doubling up” on account 
of loss of employment or curtailed income and 
some communities do appear to be overbuilt. 
Nevertheless, the consensus is that there is a 
house shortage generally. Families now doub- 
ling up through temporary lack of adequate 
funds are in need of many more homes than are 
now available and are anxious to possess and 
occupy separate homes as soon as their financial 
condition improves. Buying or building a home 
at present prices, it is pointed out, is the best 
possible investment of new earnings. 

Ten different approaches to the possible home 
builder’s dollar have been prepared in the form 
of newspaper advertising mats. These are being 
furnishel local dealers at the cost of produc- 
tion, relieving them of the expensive overhead 
necessary in the preparation of individual high 
class “copy.” The advertising mats emphasize 
the fact that one can build 20 percent cheaper 
this year than in 1929; that the building dollar 
goes further; that the best of skilled labor is 
available in quantities; that we are down to 
pre-war prices and that only once or twice in a 
lifetime do such bargain opportunities as these 
occur. Similar mats likewise are provided for 
the editorial page of the local newspaper, giv- 
ing the economic facts of the present building 
situation and a prepared “building page” story 
in the form of an interview with the local lum- 
ber dealer. 

Supplementing this publicity material is an 
attractive three-color direct-mail advertising 
folder quoting nationally known economists and 
Government actuaries to show the advantage of 
building now at a real saving. 

Following the first announcement that this 
material was available orders were received 
from thirty-seven communities and this rate is 
being continued. 
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Discuss Ethical Questions 


ALEXANDRIA, La., June 22.—Determination 
to increase the power and scope of its organiza- 
tion work, to fight for the use of those materials 
in construction work of all kinds that are han- 
died by dealers, to ascertain the products han- 
dled by each of the yards in the State, the 
names of the manufacturers whom they repre- 
sent in whole and in part and how these manu- 
facturers in turn treat them in the matter of 
contact with the buying public, were the high 
lights of the quarterly meeting in this city Sat- 
urday of the Louisiana Retail Lumber & Build- 
ing Material Dealers’ Association. 

Spirited discussions indicated a unanimity of 
opinion that there were entirely too many rep- 
resentatives of the various companies whose 
products the dealers handle and that as a result 
of this over-sales representation, conditions in 
many of the lines, especially as to cement and 
paint, were becoming intolerable and needed im- 
mediate attention by manufacturers as well as 
drastic action by the dealers themselves if the 
best interests of the dealers were to be con- 
served. It was shown that cement salesmen 
were setting up contractors, wholesale grocers 
and drug stores as dealers and that paint sales- 
men were setting up everyone in business who 
would be willing to represent their line in a 
given community, all this in strict violation of 
the ethics of merchandising and regardless of 
the fact that no dealer could afford to carry all 
of the various lines of paint and cement, as well 
as other materials, offered daily by the boys on 
the road. 

It was admitted that the men on the road 
were human, were nice fellows and anxious to 
sell and that because of the number of them it 
was impossible for a dealer to patronize all of 
them and also it was equally impossible for a 
dealer to buy every time a salesman called. It 
was suggested that the manufacturers should 
arrange between themselves the territories for 
individual exploitation and thus restrict the un- 
called for competition between their men on the 
road in communities not large enough to afford 
dealer representation of them all. 


Unfair Practices Cited 


There was also an expressed determination 
by dealers attending toward refusing the help 
they have given in the past to the Portland Ce- 
ment Association in protecting the rights of ce- 
ment in their various localities because of 
the activities of individual cement companies 
in not liviig up to the ethics of the association 
in the matter of personal contact with custom- 
ers of the dealers and without authority of the 
dealers. It was shown that in many sections 
salesmen of both cement and paint companies 
set up straw dealers in order to secure a con- 
tract; that they contacted the contractors and 
others and quoted prices that offered no pro- 
tection of the established differential of the 
dealer and that such activities destroyed estab- 
lished dealer relations and in many communi- 
ties the good feeling that had been built up 
between the dealers was destroyed as well. It 
was the sense of the dealers that salesmen who 
contacted dealer customers without permission 
of the dealer and who refused to protect the 
quoted price of the dealer or quote through a 
dealer, should be condemned for unfair prac- 
tices. 

The meeting was well attended. It was called 
to order by President Felix Terzia, who called 
attention to the recent annual meeting of the 
association in New Orleans and its importance 
to the dealer industry of the United States 
through bringing together the representative 
dealers of the nation in conference with the 
representative manufacturers of southern pine. 
There followed the reports of the several com- 
mittees. 

Secretary R. A. McLauchlan reported on as- 
sociation activities since the last meeting. He 
also called attention to the suit of the stock fire 
insurance companies doing business in the State 
against the Louisiana Fire Insurance Commis- 
sion to compel advances in rates on lumber 


yards etc., of from 25 to 33 percent. He said 
the members of the commission had asked him 
to co-operate with them in the matter through 
the furnishing of any additional information that 
might be desired and he had agreed to do so. 
The secretary asked the dealers to be prompt 
in furnishing him with any information he 
might ask of them. 

C. M. Managan brought up the matter of the 
right of cement manufacturers to sell direct to 
manufacturers of concrete pipe. The discussion 
indicated it was the custom in the past that all 
such sales be made through dealers and that 
the ethics of the Louisiana dealers demand this 
be done. The representative of a cement com- 
pany stated it was the policy of his company to 
sell no cement except through dealers and that 
was apparently the policy of all other companies 
in the past. 

There followed a general discussion of the 
situation as to cement and paint conditions in 
the State. Leo Terzia said that the big trouble 
was over representation in the sales field, that 
too many salesmen were calling on the dealers 
trying to sell the same line of goods and the 
only way to stop it was for the manufacturers 
to come to an understanding between them- 
selves. Referring to the paint situation it was 
intimated that there were too many paint brands 
and trade-marks being manufactured by but a 
few producers for the account of alleged other 
concerns, the manufacturers never permitting 
their own name to appear on such brands. 


Cite Benefits of Association 


J. Frank Carroll called attention to the fact 
that as a result of the association and its activi- 
ties the Alexandria situation had been settled in 
a manner satisfactory to all concerned. He said 
if there had been no association the situation 
never could have been settled and that the mem- 
bers of the association should make an extra 
= to see that all their neighbors were mem- 

rs. 

R. R. Lambert called special attention to 
what had been done for two of his yards by the 
association and said one bill he really liked to 
pay was the membership dues of his three yards 
in the association. 
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Mr. Carroll called attention to a le 


L tter fr 
a dealer at Baton Rouge received by the pr 
tary and said the association could help the 


dealers in that city in the same way they helped 
the Alexandria dealers if the Baton Rouge deal. 
ers would get together and request that co- 
operation. 

F. Lisle Peters said that while there was an 
excess of preying at present on the rights of 
dealers, it was largely due to the economic git. 
uation and that once prosperous conditions were 
again realized most of the offending producers 
would become ethical in their treatment of the 
dealers. He said that salesmen were only hy. 
man and that they should be treated with re. 
spect and consideration. However, it was im. 
possible to buy every time a salesman called 
even if his line was the only one handled. 

C. M. Managan called attention to the fact 
that it was time to consider any legislation ac. 
tivities the dealers might desire as there would 
be another legislative session by this time the 
coming year. It was decided that complete jn- 
formation as to the desires of the dealers be 
secured by the secretary for the attention of the 
legislative committee. 

Secretary McLauchlan called attention to the 
large amount of building construction being un- 
dertaken by the State and in which there was 
not a dollar’s worth of materials handled by 
dealers. He said the dealers must protect them- 
selves by seeing to it that architects specified 
materials handled by the dealers and that the 
dealers must protect their materials and their 
business and if they did not do so they could 
expect no one else to. 

There was also considerable discussion of a 
suggested plan of the secretary for the dealers 
to- educate their home people to the necessity of 
first contacting the dealer before building a new 
home or repairing or modernizing the old one. 

Secretary McLauchlan reported a law on the 
statute books compelling the use of materials 
manufactured in Louisiana on all State, parish, 
municipal, levee board and school board con- 
struction. He called attention to two jokers in 
the law that made it ineffective. The legislative 
committee was instructed to arrange for the en- 
actment of a law at the next legislative session 
that will have teeth in it. 

The next quarterly meeting will be held at 
Lafayette on Sept. 19. 

An excellent luncheon was served at noon 
with the dealers of Alexandria as the hosts. 


Talk on Merchandising and Credits 


PitrspurGH, PA., June 22.—At the June 
meeting of the directors of the Retail Lumber 
Dealers’ Association of Western Pennsylvania, 
an interesting address was made by Director H. 
W. Cole, of Wilkinsburg, on “Modern Mer- 
chandising.” Director W. R. Cole, of Punxsu- 
tawney, discussed the question of “Credits,” and 
gave a detailed outline of his system which has 
proven quite successful. As usual, each of the 
directors reported on business conditions in his 
district, these reports being as follows: 

No. 1—Business approximately 25 percent 


off ffom last year. Collections slow. How- 
ever, there is a slight improvement in esti- 
mating. 


No. 2—Business to June 1, about 35 percent 
off compared to the same period last year. 
Collections fair. 

No. 3—Business in our county still keeping 
up to a fair volume. Collections on old ac- 
counts very poor. Look for fair business for 
the balance of the building season. Coal busi- 
ness showing some improvement. 

No. 4—Business is slower than 1930. Mines 
working about 40 percent. Collections slow 
on old accounts. ° 

No. 5—Business showing an increase due to 
better weather conditions. Collections slow. 

No. 6—Prospects a little better for future 
work. Collections slow. 

No. 7—It appears that we are getting the 
tail end of this depression. Building permits 
have never been quite so low as during the 
last month. However, with a known list of 
prospects and a good supply of mortgage 
money we look forward to much improve- 
ment in our district soon. 


No. 8—Small amount of spring repair work 
now being done. However, it is much less 
than normal for this time of the year. Col- 
lections very slow. Coal operations seem to 
be about on a basis of 50 percent and railroads 
working accordingly. Notwithstanding all of 
the above we are still optimistic. 


No. 9—Business outlook fair for the summer 
and on account of the industrial and coal situ- 
ation in our district we do not look for any 
improvement until they start operations. 

No. 10—Not much new building, but quite 
a lot of repair work. Collections slow. 

No. 11-—Some improvement in general con- 


ditions. Considerable number of inquiries are 
being received. 


No. 12—Business in our section has slowed 
up. Collections fair. 


No. 13-——Industrial business is slow. 
increase in figuring. Collections fair. 


Some 


No. 14—Our spring business consists prin- 
cipally of repairing and remodeling. Within 
the last month we have been doing more esti- 
mating on new work than for some time in 
the past. Collections have shown a slight im- 
provement and with the continued good 
weather we feel the dealers in our district 
will get a fair volume of business. 


No. 15—Our business has been better in the 
last six weeks than for the previous year. 
We are beginning to feel optimistic regarding 
the future. 


No. 16—Business for the first half of this 
year is less than the same period last year. 
Banks are not making any loans, which has 4 
tendency to retard building. 
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Associations’ Plans and Activities 


July 8-9—Southern Pine Association, 


Deshler and 


Wallick Hotels, Columbus, Ohio. Summer 


meeting. 

July 15—West Side Hardwood Club, Pine Bluff, 
Ark. 

July 16-17—Carolina Retail Lumber & Building 
Material Dealers’ Association, Asheville, N. C, 
Summer convention. 

Sept. 19— Louisiana Retail Lumber & Building Ma- 

"terial Dealers’ Association, Lafayette, La. 
Quarterly meeting. 





Michigan Association Activities 


LansinGc, Micu., June 22.—Secretary Hunter 
M. Gaines has advised members of the Mich- 
igan Retail Lumber Dealers’ Association that 
they are all invited to attend a joint meeting 
of the Southern Pine Association and the Ohio 
Association of Retail Lumber Dealers, to be 
held in Columbus on July 8, 9 and 10. Presi- 
dent C. C. Sheppard, of the Southern Pine As- 
sociation, has addressed a letter to Norman B. 
Cove, president of the Michigan Retail Lumber 
Dealers’ Association, extending this cordial in- 
vitation. Mr. Sheppard expresses the hope that 
at this meeting a solution will be found to the 
problems connected with the principles of dis- 
tribution. Alton J. Hager, of Lansing, has been 
invited to participate in the program and will 
deliver an address on “Distribution.” 

Secretary Gaines reports that a number of in- 
teresting and helpful district meetings recently 
have been held in various parts of Michigan, 
all of which have been well attended. He an- 
nounces additional district meetings to be held 
at Alma on July 9 and Spring Lake July 16. 
During the current week meetings are being 
held at Grayling, Traverse City, Petoskey and 
Alpena. 





To Protest Rail Rate Boost 


MEMPHIS, TENN., June 22.—A meeting of 
either the membership of the Southern Hard- 
wood Traffic Association, or of its board of 
directors, will be held in the near future, prob- 
ably June 30, for the purpose of taking action 
in reference to the proposed increase in freight 
rates on all commodities. J. H. Townshend, 
secretary-manager, has just returned from 
Washington, D. C., where he held conferences 
with members of the Interstate Commerce Com- 
mission and other Government officials, and has 
first hand information for the association. He 
also conferred with F. T. Dooley, president of 
the association. 

“Many protests have been received from 
members in all sections of the United States,” 
said Mr. Townshend, “and many members desire 
to be present at either a :neeting of the direc- 
tors or the association as a whole. Many feel 
that the increase in rates, which will approxi- 
mate about $1.50 per thousand feet, can not be 
assumed by either the consumer or the pro- 
ducer of hardwoods, and therefore some action 
must be taken at once to stave off what might 
mean disaster for an industry which is already 
seriously affected by depressed conditions.” 

The exact date of the meeting will be an- 
nounced within a few days. 





Carolina Dealers Prepare Program 


Cuartorte, N. C., June 22.—Following a 
meeting of the program committee for the 
annual summer convention of the Carolina Re- 
tail Lumber & Building Material Dealers’ Asso- 
ciation, just held at Asheville, the completed 
list of topics for discussion at the convention 
to be held at Asheville, July 16 and 17, was 
~ceeqgeaaa from the office of the organization 
ere. 

The topics selected for addresses follow: 
“The Advantages of a Building and Loan Asso- 
ciation to the Retail Dealer,” “What a Whole- 
saler Thinks About Us,” “Should a Manufac- 
turer Sell His Lumber to a Wholesaler Who 
m Turn Sells It Direct to His Consumer ?” 
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“A Business Survey of the Carolinas,” “Mod- 
ern Merchandising,” “What We Hope to Get 
From Some Cement Manufacturers,” ‘What 
the Wearn Millwork Calculating System Will 
Mean to Southern Manufacturers and Dealers,” 
“The Deferred Payment Plan for Repair and 
Remodeling Business.” 

Some of the speakers for the convention 
have also been selected. These include Gov. 
Ibra C. Blackwood, of South Carolina; Mayor 
Ottis Greene, of Asheville who will deliver 
the welcoming address; Dan Brown, of Ander- 
son, S. C., who will make the response; and 
Rev. H. B. Trimble, of Central Methodist 
Church, of Asheville, who will deliver the invo- 
cation. 

A feature of the convention will be the 5- and 
10-minute open forum periods that will imme- 
diately follow each address or talk. This will 
give every dealer the opportunity of taking 
a part on the program. 

On the second night of the convention there 
will be a dance but no banquet, as has been 
the custom in past years. Sight-seeing trips 
to the Biltmore Estate, tothe Enka Rayon plant, 
and over several important scenic highways 
have been arranged. 





New Hardwood Rules Proposed 


At the regular annual meeting of the rules 
committee of the National Hardwood Lumber 
Association held at association headquarters in 
Chicago, Tuesday and Wednesday, rules were 
approved for recommendation to the convention 
to be held in September covering the adoption 
of new grading standards. These had been 
roughly drafted in previous conferences with 
representatives of the principal consuming in- 





[Sales-o-gram No. 28] 


THEY ALL 


bought. A lumber yard showed a new 
style of built-in cabinet with a huge sign 
reading: "J. G. Jones Bought One of These 
—So Did—" and went on to list a consider- 
able number of well-known people, leaving 
space for the signature of other buyers. 
Quite a ceremony was made of signing 
the list, and it grew rather rapidly. Pub- 
licity was given the plan in local newspapers 
and in the company advertising. Each new 
signature seemed to give more pull to the 
display. There is power in testimonial ad- 
vertising if carefully planned. 





terests. A detailed report giving the actual 
wording of the proposed new rules will be 
published later. 

In general, the new rules to be submitted to 
the convention for approval incorporate two 
principles differing from the existing rules. The 
first of these is that whereas first, second and 
select grades are now graded on the basis of 
the number of the defects in the board, under 
the proposed new rules boards will be graded 
on the basis of the amount of clear material 
the board yields, in a way that will encourage 


the clear material in each grade to develop in 


larger units. The second general principle em- 
bodied is that instead of the number of cuttings 
being determined by certain arbitrary groupings 
of widths and lengths as at present, under the 
new rules the number of cuttings will be fixed 
in proportion to the surface measurement of 
the piece. 

Before framing these proposed rules a num- 
ber of test inspections were made to see what 
the effect would be in practice. As the tests 
brought to light faulty features, the faults were 
corrected in the various conferences and the 
rules as now formulated are considered by the 


rules committee to have accomplished a decided 
simplification, by making it easier to under- 
stand the rules and by eliminating much waste 
which now develops in re-manufacturing. The 
producer will be able to cut lumber from the 
log in the wider widths which will yield no less 
in quantity or character of clear usable material 
and which by virtue of the simplification, will 
be more acceptable to the consumer. 

Rules concerned with the two main principles 
mentioned were first proposed three years ago, 
but the rules now proposed carry the principles 
out with much difference as to detail and in- 
volve much higher grades, according to L. S. 
Beale, secretary treasurer of the association. 
The rules discussed at that time were originated 
without contact with the consuming interests, 
and were contested bitterly by them at that 
time. By the preliminary conferences with the 
consumers in this case, the rules committee 
feels assured of their ready co-operation if the 
changes are adopted. 





lowa Dealers Study Sales Develop- 


ment 

Des Moines, Iowa, June 22.—Interesting and 
helpful district meetings have been held re- 
cently at Mason City, Spirit Lake, Lake View, 
Cedar Rapids, Waterloo, Fort Dodge, Marshall- 
town, Calmar and Des Moines, all of which 
have been well attended by the retail lumber 
dealers in the several communities. At all 
these meetings C. F. Miller, agricultural engi- 
neer of the National Lumber Manufacturers’ 
Association, has been the principal speaker and 
has told the dealers of successful sales methods 
that have been practiced by dealers in other 
sections for extending the use of lumber on 
the farms. Much interest has been manifested 
at all these meetings on the part of those in 
attendance, and it is apparent that the dealers 
more than ever before are studying closely 
the problem of sales development, especially in 
connection with farm uses of lumber. 

Secretary Charles D. Marckres, of the Iowa 
Lumber & Material Dealers’ Association, also 
has attended all of these meetings and has 
taken advantage of the opportunity to explain 
details with reference to the short courses for 
lumbermen that are to be held at the Iowa State 
College in July. 


St. Louis Hoo-Hoo Plans 


St. Louis, Mo., June 22.—The eighth annual 
picnic of the St. Louis Hoo-Hoo Club No. 6 
will be held July 25 at the Wabash Country 
Club, Ferguson, Mo. The program will include 
races, games, horseshoe pitching, conversation, 
walking—whatever the mood demands. For 
success in competitive games, prizes will be 
awarded. Dancing will begin following the 
games and continue through the evening. Frank 
J. More, of the Frank J. More Lumber Co., is 
chairman of the committee in charge. 

An interesting get-together of the Hoo-Hoo 
club will take place at the historic old court- 
house, on June 25, when Dr. Joseph M. Klamon, 
associate professor of commerce in the school 
of business and public administration, Washing- 
ton University, will address the members on 
the subject, “Co-operation in Marketing.” Rich- 
ard Gruner, of the Gruner Lumber Co., will 








give a short talk on the courthouse as a build- 
ing, and Fred Holekamp, of the Holekamp Lum- 
ber Co., will describe “Lumbering When the 
Old Court Was Built.” The committee on ar- 
rangements is: James Prendergast, Joseph 
Springman, Charles Huttig, Charles Goedde, 
Will Weinel and I. R. L. Wiles. A _ special 
exhibition of paintings celebrating the scenic 
charm of the Mississippi Valley and Ozark re- 
gion will be placed on view that week in the 
courthouse building by the St. Louis Art League 
as an added feature for the program. 
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Demand for Hardwoods Is Slow 


Doings of Buffalo Lumbermen 


Burra.o, N. Y., June 23.—Wesley H. Moul- 
ton, field representative of Hoo-Hoo, is here 
from St. Louis, looking after the interests of 
the order and calling on some of its officials 
as well as other members of the lumber trade. 
He gave a talk at the weekly meeting of the 
Buffalo Lumber Exchange on June 20 and paid 
a compliment to the Buffalo Hoo-Hoo Club, 
saying that it was one of the best organized in 
the country. 

Plans are being made for the fourth annual 
Better Homes and Building Exposition of the 
Real Estate Board of Rochester, N. Y., which 
will be held from Oct. 17 to 24. The exposition 
committee held its first meeting last week at 
the Chamber of Commerce. 

Orson E. Yeager, president Yeager Lumber 
Co., and William L. Henrich, of William Hen- 
rich’s Sons Co., attended the outing of the 
Greater Buffalo Advertising Club last week. 
A 4-day trip was made to Lucerne, Que. 

Visitors last week included: Henry Brister, 
Transcontinental Lumber Co., New York; 
Charles Carney, lumber producer of Thessa- 
long, Ont.; T. S. Grissom, Grissom-Rakestraw 
Lumber Co., Burnside, Ky.; Herbert E. Gern- 
ert, New York district sales manager of Shaw- 
Bertram Lumber Co., Klamath Falls, Ore.; 
F. K. Allen, vice president Prendergast Lumber 
Co., Marion, O. 

Elmer J. Sturm, vice president Yeager Lum- 
ber Co., was in Philadelphia last week to attend 
the graduation of his son at the University of 
Pennsylvania. 


Bargain Offers Depress Market 


LouIsviLLeE, Ky., June 23.—Not a great deal 
of hardwood lumber has been moved over the 
last week. It is admitted that lumber can be 
sold, but no one wishes to try to meet the 
prices being quoted in some instances, especially 
where receivers are disposing of bankrupt hold- 
ings, or some other holdings are available at 
prices below cost of production. Until more of 
this ultra cheap lumber is out of the way, it is 
said, sellers can not hope for reasonable prices. 

Furniture manufacturers are buying spar- 
ingly. Export business is dull. Planing mills 
are taking a little stuff, chiefly in mixed cars. 
Government business is hard to get because of 
very low prices. Railroad business is largely 
limited to cheap bill stock. Wagon and truck 
demand is dull. Automotive woods are slow. 

The more actively moving items have been 
red gum, in from 4/ to 8/4, No. 1 and 2 com- 
mon; FAS sap gum; some common sap in inch; 
poplar, in Nos. 1 and 2 common, saps and se- 
lects, chiefly 4/4; white oak, in No. 1 common, 
from 4/ to 8/4, and some flooring oak, in Nos. 
1, 2 and 3 common grades. There has been just 
a little soft maple sold, No. 2 common, inch 
stock; and some inch magnolia in common and 
FAS. Quartered sap poplar has been rather 
scarce. Cottonwood has been moving to the box 
plants, but in small amounts. Beech and syca- 
more are dull. Walnut is in fair call in select 
and FAS, and some No. 1 is being sold, but 
No. 2 walnut is a drug on the market, except 
where worked into dimension, and the latter 
is not showing much activity. Veneers continue 
in fair demand, chiefly in walnut, but plywoods 
are very dull. 

Prices of inch stock are given as follows, 
f. o. b. Louisville: Poplar, FAS, southern, $70; 
Appalachian, $80; saps and selects, southern, 
$45; Appalachian, $50@52; No. 1 southern, $29 
(33; Appalachian, $42; No. 2-A, southern, $25 
(@27; Appalachian, $30@32; No. 2-B, $19@21. 
Walnut, FAS, $195@205; selects, $135; No. 1, 
$65; No. 2, $30. Sap gum, FAS, $35@37; com- 
mon, $25(@27; quartered, FAS, $48@50; com- 
mon, $32@34. Red gum, plain, FAS, $72@75; 
common, %39. Ash, FAS, $65; common, $37. 


Cottonwood, FAS, $34@37; common, $26. 
Southern plain red oak, FAS, $55; common, 
$36; plain, white, southern, FAS, $70@75 ; com- 
mon, $38; Appalachian plain red oak, FAS, $65; 
common, $42; Appalachian plain white oak, 
FAS, $80; common, $45; Appalachian quartered 
white, FAS, $125; common, $65@70; southern 
quartered white oak, FAS, $110; common, 
$62@65; Southern quartered red oak, FAS, 
$85; common, $52.50; sound wormy oak, 
$254026. 


News of Baltimore Trade 


BALTIMORE, Mp., June 22.—Members of the 
hardwood trade here were much interested in 
the results of the furniture exhibition held in 
New York last week. It was noted with grati- 
fication that the buying began on the opening 
day and kept up on an impressive scale through- 
out the show. This is considered a good sign 
so far as the demand for hardwoods is con- 
cerned. Southern furniture manufacturers spe- 
cializing in low-end and medium priced case 
goods attracted most of the early business. 

C. L. Hosford, who was for years connected 
with the Gauley River Lumber Co., hardwood 





Not Closed Indefinitely 


Through a regrettable error an item 
was printed in connection with the 
Minneapolis news letter in the June 20 
issue of the AMERICAN LUMBERMAN, ad- 
vising that the Kneeland-McLurg saw- 
mill at Phillips, Wis., had closed indefi- 
nitely and that the box factory, flooring 
factory and planing mill would continue 
in operation. President P. Kneeland, of 
the company, advises the AMERICAN 
LUMBERMAN that this company’s sawmill 
has closed down for the summer period 
only, just as it has done for many years, 
as this mill operates in the winter-time 
only. Patrons of the Kneeland-McLurg 
Lumber Co. are assured the same prompt, 
efficient service and the same high qual- 
ity of hemlock and hardwood lumber 
birch and maple flooring, lath and forest 
products that they have received during 
the many years in which this concern 
has been serving the trade. 





distributor, has withdrawn and is now repre- 
senting the Northeast Lumber Co. and some 
other concerns. 

Philip Myers, of Thomas A. Myers & Co., 
who was operated upon ten days ago, is stated 
to be mending rapidly. 

Pembroke M. Womble, former president Bal- 
timore Lumber Exchange, is much improved, 
but is still confined to his apartment. He has 
been under a doctor’s care for more than six 
weeks. 


Inch Oak Becoming Scarce 


Laurel, Miss., June 22.—Some improvement 
has been noted in orders during the past week. 
However, prices show no advance. Quite a 
little inquiry has come from the furniture trade 
following the recent furniture shows. Inquiries 
are noted from several manufacturers of oak 
flooring. Most of the hardwood mills in this 
section are curtailing and some are entirely 
shut down. Even though demand is not heavy, 
mill stocks are said to be badly broken. There 
are a few scarce items, principally in inch oak. 


Reducing Output of Gum 


WarrEN, ARK., June 22.—Some of the large 
hardwood mills have been active during mos 
of the month; that is, planing mills have been 
active, while sawmill production has been fyr. 
ther reduced. For the most part the large hard. 
wood mills have good big stocks of almost aj 
items. Oak flooring plants are still taking 
some stock in 3-A and better. Several mills 
have discontinued cutting gum logs of any kind, 
being unable to sell present stocks of gum lum. 
ber, except No, 2 sap gum, used largely for 
crating. Prices on all items average slightly 
lower than they did thirty days ago. Some 
small hardwood mills have discontinued produc- 
ing, and are not likely to cut gum logs until 
later in the year or until the market shows def- 
nite improvement. Lately the large mills haye 
followed a selective plan of logging, whereby 
they are cutting a better grade of trees, leaving 
in the woods a fair number that would be cut 
under normal conditions. 


Furniture Buying Slackens 


Macon, Ga., June 22.—Furniture factories 
that were furnishing considerable business to 
the hardwood mills last month have ceased buy- 
ing until after the shows are over. Business is 
exceedingly light. Most mills have curtailed 
operations again, due to the sudden slackening 
of furniture demand. Some have declared that 
they will shut down entirely as soon as their 
supply of logs has been exhausted. Hardwood 
producers know that consumers’ stocks are low, 
and that stocks on southern mill yards are lower 
than usual. There have, however, been efforts 
to place some orders at lower prices than ever, 
according to those connected with the industry. 


Demand Dull; Output Declines 


MEMPHIs, TENN., June 22.—Southern hard- 
wood production has dropped to 36 percent of 
normal. Manufacturers do not want to con- 
tinue to pile up hardwoods, with prices below 
cost of production and stocks on hand ample 
for several months. The demand continues 
nearly 50 percent of normal, with shipments at 
about the same figures. The automobile manu- 
facturers continue to buy hardwoods not only 
for immediate delivery but for delivery through 
the fall months, at exceptionally low prices. 
The other domestic consumers are only buying 
from hand to mouth. Some improvement has 
been shown in demand from manufacturers of 
furniture, particularly those located in the Caro- 
linas and Virginia, but its volume is far from 
satisfactory. There continues some demand 
from retail lumber dealers, sash and door and 
interior trim manufacturers, but it is very 
spotted. Manufacturers of flooring are buying 
only fair amounts, and orders are not up to the 
previous weeks’ totals. Export demand con- 
tinues fair, but there is little evidence of heavy 
buying, as a result of the increased ocean rates, 
becoming effective on July 1 and _ continuing 
through September.. 

There is much interest in the meeting_of 
hardwood men to be held in Memphis on Fri- 
day of this week, and a large attendance is ex- 
pected. : 

Members of the Southern Hardwood Traffic 
Association have been notified by J. H. Town- 
shend, secretary-manager, of the recent decision 
of the Supreme Court of the United States in 
the Great Northern Railroad case against the 
Delmar Co., which has to do with routing of 
cars. The Interstate Commerce Commission, 


according to Mr. Townshend, has ordered that 
where there is no tariff providing routing ™ 
connection with published rates, and two oF 
more routes are available between the points 
involved, such tariffs shall be construed as hav- 
ing application only over routes on which 4 


For Current Market Prices on Hardwoods See Pages 66 and 67 
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Fourth Section violation would not occur. Mr. 
Townshend points out that this ruling is tech- 
nical. He urges members to be very careful 
in specifying routing, and urges all to. confer 
with the association before putting routings on 
shipments, unless they are sure of the route. 





Demand for Oak Improves 
Boston, Mass., June 23.—Demand for com- 
mon oak has improved, and offerings are. not 
so abundant. This has given a little firmer 
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tone to such stock. Foreign inquiries have con- 
tinued for hardwoods, shipment of which can 
be arranged before the advance of ocean rates 
July 1. Current business with all classes of 
domestic customers is quiet. The general spread 
of prices is just about as it has been for several 
weeks. Now and then a special lot is offered 
at very low figures. Flooring is moving slowly 
at easy quotations, namely: Plain white oak, 
clear, $69@73.50; select, $51@$52.50; No. 1 
common, $31@34.50; maple, clear, $66@68; 
birch, clear, $60@62. 


Hardwood Club Reports Oak Scarce 


Pine Biurr, Akk., June 22.—The regular 
monthly meeting of the West Side Hardwood 
Club was held here today at the Hotel Pines, 
with President A. G. Wheeler presiding. Com- 
pilation of statistics by Secretary O. S. Robin- 
son showed that for 25 mills reporting there 
was a total on hand of 1,455,000 feet of green 
oak flooring stock, 2,740,000 feet of dry stock, 
and orders for 465,000 feet. Orders for other 
woods totaled 4,000,000 feet. Logs on hand 
amounted to 1,300,000 feet, with total stocks of 
green and dry lumber on hand amounting to 
62,000,000 feet. 

Particular attention was called to the oak 
situation, figures for June compared with those 
for May showing that in both green and dry 
flooring oak there was a considerable decrease 
and that an especially gratifying feature was the 
sale here of approximately a million feet, part 
of which went to flooring factories and part to 
a hody plant. This stock is being loaded out 
promptly and it is understood that nine inspec- 
tors were on the job to expedite handling the 
orders. 

Oak, both white and red, in all grades is a 
scarce item, and one large buyer said that it 
would be the first item to advance. Already a 
goodly number of mills have advanced their 
prices about $2 a thousand. A few scattered 
sales have been made at low prices, but investi- 
gation proved that such sales are of distress 
stock—material that has been on the sticks a 
long time and is badly damaged. Investigation 
of one such sale developed the fact that the 
stock had been on sticks for two years; that it 


would not contain better than 20 percent of 14- 
and 16-foot lengths; that two buyers had turned 
it down but that most of it had finally been 
disposed of. 

A large block of 4/4 No. 1 common and 
Selects plain sap gum sold at $17.50 mill, taking 
a 38'4-cent rate to Chicago, which would make 
the price about $18.50 Pine Bluff basis. Another 
sale of 4/4 No. 2 common and better plain sap 
gum sold at $10, $16 and $23 mill, taking a 
39'4-cent rate to Chicago, this stock to be 
loaded No. 2 and better in the same car, with 
no specified amount of grades. 

Aside from the above, sales as a whole have 
been anything but good during the last thirty 
days. The export trade was rather brisk due to 
the increase in ocean freight rates, which be- 
comes effective July 1. Common and selects 
surfaced 7% plain red and white oak sold for 
$45 and $50 c. i. f. London, and inch prime red 
oak at $62.50. A considerable block of 4/4 No. 
1 common and selects plain white oak sold for 
export at $37, delivered New Orleans. 

That the bottom has been reached was the 
opinion of many who took part in the discus- 
sions, but all agreed that the return to higher 
prices would be a long journey and that no real 
amount of business is expected until after the 
turn of the year. 

W. H. Nelson, chief inspector of the National 
Hardwood Lumber Association, had been an in- 
vited guest but was unable to be present. How- 
ever, it is now hoped to have him in attendance 
at the next meeting of the club which will be 
held here on July 15. 


Louisville Club Opposed to Rate Increase 


LuUISVILLE, Ky., June 24.—The Louisville 
Hardwood Club at a meeting last night came 
out flatiooted in opposition to any advance or 
increase of any kind in freight rates on lum- 
ber, veneer, plywood or other forest products, 
as proposed by the railroads which are asking 
the Interstate Commerce Commission for per- 
mission to make a blanket increase of 15 per- 
cent in freight rates. Secretary J. S. Thomp- 
son, who is also manager of the Louisville 
divisional office of the Southern Hardwood 
Trafic Association, was instructed to advise 
J. Van Norman, attorney, and J. H. Townshend, 
at Memphis, secretary-manager, of the action. 

Several members were present who are not 
regular attendants, including Harry Kline, of 
the Louisville Veneer Mills; Charles Davis, of 
the Mengel Co., and P. P. Joyes, of W. P. 
Brown & Sons Lumber Co. 

In the usual lumber discussion Mr. Joyes 
stated that his company’s mills at Caryville, 
Fayette and Guin were running part time, total 
production being about 40 percent of normal; 
and orders and shipments running around 50 
percent, with demand chiefly in sap poplar and 
sap gum and tupelo. He also commented on 
movement of mixed cars of oak, and common 
poplar. He expressed the opinion that a good 
deal of cheap lumber would be off the market 
im sixty days, and that better prices might pre- 
vail after that time. 

Will Frankett, of the Wood Mosaic Co., re- 
ported fair movement in oak, poplar and wal- 
nut, some improvement in veneers and fair floor- 
ing business. 


Harry Kline, Louisville Veneer Mills, re- 
ported a little buying improvement shown in 
veneers, 

C. S. Willett, W. R. Willett Lumber Co., 
reported good dimension business with enough 
orders booked to carry the plant into July, it 
being the first time in some months that the 
company could figure on a carry-over to start 
a new month. He reported general lumber 
business as slower than it had been. 

Norman Willis, Willis Lumber Co., reported 
fair business in sap gum and magnolia items 
principally. 

Colgan Norman, Cardinal Hardwood Co., re-' 
cently back from a sales trip through the Vir- 
ginias and into Pennsylvania, reported that he 
didn’t get much lumber business, but some di- 
mension orders. 

Jack Norman, of the Norman Lumber Co., 
reported good June business, starting with a 
good carry-over from May, and that there 
would be some carry-over into July, but not 
as much as into June, unless business picked up 
in the closing week of June. 

The subject of increased freight rates took 
up much time. Some of the members feel that 
it is a large sized bluff on the part of the car- 
riers to force legislation to regulate trucks, 
busses, pipe lines, power lines, airplanes etc., as 
much as anything, although the rails would like 
an increase naturally. It was also the feeling 
that an increase in rail rates would result in 
more truck hauling as well as passenger hauling 
by bus and plane, and do the railroads little or 
no good. 
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fo Unload 
this Car? 


Not many, the way these fellows 
are doing it. They’re letting gravity 
and a few sections of Standard 
roller conveyor do the carrying. It 
isn’t hard to see how this simple 
arrangement saves countless steps, 
and a lot of working time. 


In fact, yard men find that con- 
veyors save from $10 to $15 on 
every car of building materials 
handled. A few inexpensive sec- 
tions of Standard Conveyor will 
prove this. 


There are types of Stand- 
ard’ Conveyor to handle 
lumber, shingles, brick and 
tile, etc. Write for Bulletin 
L, which tells the whole 
story. 


TANDAR 


North St. Paul, Minn. 
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Northern Woods 








We Can 
SHIP 


Straight Cars— Mixed Cars or L.C. L. 

of the following woods: — 
ASH-BASSWOOD 
BIRCH- SOFT ELM 
HARD MAPLE -OAK-SPRUCE 
WISCONSIN HEMLOCK 
“Sure Fit” MAPLE AND 
BIRCH FLOORING 
WHITE CEDAR PRODUCTS 


Foster-Latimer 
“is Lumber Co. 


Try 
Us 











We'll satisfy you, too, because we specialize 
in Northern Veneers and Plywood. 





We also invite orders for Northern Pine, Spruce, 
Manele Hemlock, Cedar Posts and Poles, Lath, Shingles, and 
Ameciation “Peerless Brand” Rock Maple, Beech and Birch flooring. 
Order in straight or mixed cars. 


THE NORTHWESTERN COOPERAGE 
& LUMBER COMPANY 
GLADSTONE, MICHIGAN 
Chicago Office: N. J Clears Lumber Co., 1331 Monadnock Block 
Minneapolis Office: G. W Critten, 516 Lumber Exchange 

















“Superior Brand’’ 
DIMENSION LUMBER 


AND 
HARD MAPLE FLOORING 


Brown Dimension Co. 
(Subsidiary of Bay De Noquet Co.) 
Main Office: 


MANISTIQUE, MICH. 











VON PLATEN -FOX COMPANY 
Iron Mountain, Michigan 


Manufacturers of 17 different species 
of Northern Hardwoods 
17 17 











UST as every lumberman should have 
a copy of 


“Re-sawed Fables” 


on his desk, so every lumberman’s wife 
should have a copy of 


“The Heart Content” 


in her home. They are by “the lumberman 

poet”. Here's a special offer: Both books for 

$2, postpaid! Address the publisher, 

AMERICAN LUMBERMAN 
431 S. Dearborn Street, Chicago. 
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Salesmen Advised to Stand Pat 
on Prices 


KaANsas City, Mo., June 22.—That at least 
some of the manufacturers believe that the time 
has come to display the “stop” signal on price 
reductions is indicated in letters and telegrams 
sent today by the Exchange Sawmills Sales 
Co. to its salesmen throughout the country. 
These salesmen were advised that conditions 
warrant standing pat on prices on Nos. 2 and 
3 boards, selling nothing below list and firming 
up all southern prices. They were instructed to 
sell no items not shown on stock sheets, nor 
more than shown, and to refuse offers lower 
than list on boards and strips. 

F. R. Watkins, manager of yard sales, re- 
ports that this was one of the largest days this 
year for southern pine orders and his advices 
from the South are that stocks of boards west 
of the river rapidly are getting scarce. He 
says his company’s mills are oversold on long- 
leaf 8-inch and 10-inch No. 2 and that all 
Louisiana mills are practically out of 8-inch 
No. 3 boards and have only limited stocks of 
10-inch. This depletion of stocks, together with 
some improved conditions in the general busi- 
ness situation, has impelled this action on the 
part of the Exchange Sawmills Sales Co. In- 


Furnishes Lumber 


Reno, Nev., June 20.—The usefulness and 
versatility of wood in large construction, espe- 
cially where the time element is an important 
feature, again has been demonstrated in the 
preparations being made for the Uzcudun-Baer 
20-round, heavy-weight prize fight which will 
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Prize fight arena at Reno, Nev., lumber for which was supplied by Clover Valley Lumber Co, 
of Loyalton, Calif. 


be staged in this city at 11 o’clock a. m. July 4. 
The great new open air arena in which this 
contest will be held has just been completed 
by Jack Dempsey and his partners, Jim McKay 
and William Graham. 

As may be noted in the accompanying photo- 
graph, the entire construction of this arena is 
of wood, native pine and fir being used. The 
arena has a seating capacity in excess of 20,000 
reserved seats. In addition, the grandstand 
immediately in the rear, formerly used for horse 
races, will accommodate about 10,000 general 
admissions, not reserved, and these will be 
used also in conjunction with the prize fight. 

The arena is octagon shape, 298 feet across 
with an elevation at the rear of 7 feet 6 inches, 
More than 450,000 feet of lumber has been 
used in its construction, all of this material 
being supplied by the Clover Valley Lumber 
Co., whose plant is located at Loyalton, Calif., 
about 45 miles from Reno, just across the Cali- 
fornia-Nevada State line. All of this lumber 
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quiry among other concerns develops the 
fact that there is a general feeling that exis; 
conditions warrant the belief that prices Are dye 
for advances on many items. 





Annalist Weekly Index of Whole. 


sale Commodity Prices 


The “Annalist” weekly index of wholesg, 
commodity prices advanced to 100.8 on Tyg. 
day, June 16, gain of 0.3 from the post-war |g, 
of 100.5 last week and the week previous, ay 
the first upward movement in 
months. Advances in the farm, food, and tex. § 
tile products groups much more than offs 
losses in fuels, metals, and building materials, 

THE ANNALIST WEEKLY INDEX OF WHOLESALE 

COMMODITY PRICES 
(1913=100) 


June 16, June 9, June 11, 

1931 1931 1930 

Farm Products... 88.2 86.5 118.5 
Food products.. 108.3 108.0 131.8 
Textile products 95.4 95.2 120.4 
ee 118.8 121.8 155.1 
CS eee 101.1 101.3 112.1 
Bldg. materials. 118.8 120.2 142.7 
Chemicals ..... 99.7 99.7 108.0 
Miscellaneous 85.6 85.6 107.1 
All commodities 100.8 100.5 127.4 


for Fight Arena 


was hauled to Reno from the plant of the 
Clover Valley Lumber Co. by motor trucks. 
Employing a crew of 60 carpenters, J. C. Dil- 
lard, a Reno contractor, constructed this arena 
in just nine days. The arena is built in the 
center of the Reno Racing Club’s race track, 
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adjoining the west side. Jack Dempsey and 
his partners plan to stage another heavy-weight 
prize fight on Labor Day, in which event the 
arena can be enlarged on seven sides to accom- 
modate more than 40,000 persons, 

To the left of the arena the new club house 
and casino is just being completed, which will 
have commodious appointments with the cus- 
tomary equipment. This club house will main- 
tain a dining room, with professional enter- 
tainers, and will be operated under the man- 
agement of Harry Marquardt, of San Fran- 
cisco. This building is being finished in white 
stucco with Spanish tile roof. 

The rapid construction of this arena and the 
prompt delivery of this large quantity of lum- 
ber is a striking demonstration of the ability 
of the Clover Valley Lumber Co. to take care 
of large requirements of this kind. 

In the photograph the two men shown on 
the ring platform are Jack Dempsey and his 
manager Mr. Sacks. 
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Men Start a Day 


We never climb a hill and know what lies 
beyond it, 
We know not 
around it, , 
Yet men will start a day and tell you all its 
story, , , 
Jefore they know its gray, or even guess its 
glory. 

\Ve never turn a bend and know what lies be- 
fore us, : ; : 

Perhaps to lose a friend, or friendship to restore 
us, . 

Yet men a day begin and tell you to a penny 

The riches they will win, who may not gather 
any. 


if it will have woods or fields 


We never cross a stream and know if rocks or 


clover, : ss 
If we shall find our dream, or find our dream 
is over, é 
Yet men a day will start and tell you all that’s 
in it, 


Though not a human heart can look ahead a 
minute. 


We never take a road and know where it will 
lead to, 

Or tell what heavy load we need not bear or 
need to, 

Yet what a day will be men are convinced and 
certain, 

Although they can not see a foot beyond the 
curtain. 


We never start a day and know the ending, 
neighbor, 

Yet men can hope and pray, go singing to their 
labor, 

Though not a one has guessed another minute 
even, 

We all can do our best, and leave the rest to 
heaven. 


We See b' the Papers 


Wild dogs infest Chinese roads. 
ours. 


Hotdogs 


One of the paradoxes is how wheat comes 
down when it comes up. 


Chicago plumbers have decided to end a 30- 
year racket. Steel riveters please copy. 

What we want to know is, where is all this 
gold that has been coming from Europe? 

Colorado and back for $30 now. But no one 
who goes to Colorado ever wants to come back. 

It is said that France will reply slowly to 
Mr. Hoover’s moratorium plan. Who ever 
heard a Frenchman reply slowly? 

Still, if you stood to lose $96,000,000 you 
might feel a little like France yourself. 

One good thing is that, while the conferences 
to improve conditions continue, conditions con- 
tinue to improve. 

__England heartily approves of a debt holiday. 
The English do love their holidays. 

“Mellon is silent.” That’s no news. 

If Mellon is silent, what would you call 
Coolidge ? 

In Chicago taxes increase ten times faster 
than the population. Maybe the taxes are what 
are the matter with the population. 

_Chicago’s city and school taxes have increased 
%93 percent in 18 years. Business is always 
00d with the tax-spenders. 

Well, the Government has tried the railroad 
usinéss and the wheat business, and yet some 
people want it to see what it can do with the 
utility business. 

The wheat crop may not always be a failure, 
ut any attempt to control the price of it is. 

' Almost everybody seems to be confident about 
usinéss, except his business. 


France may put us in a delicate position by 
insisting that New York, Chicago and Detroit 
disarm first. 

A Spanish mob lynched a bus driver. We 
have always opposed lynch law, but this almost 
makes us weaken. 

Would that life were like baseball. St. Louis 
is playing the best ball in the league, and is in 
first place, nevertheless. 

An lowa farmer is alleged to have 
golfers whose golf balls landed in his cornfield. 
Evidently he is a better shooter than they are. 

Our deficit will be increased $200,000,000 by 
the moratorium. We feel sure that the poli- 
ticians next year will remember to mention the 
deficit and overlook the moratorium. 


shot two 


Between Trains 


Winston-SAtEM, N. C.—If you are looking 
for something good to do, why not do like 
Henry W. Dwire? This former Winston-Salem 
publisher, now in charge of public relations at 
Duke University at Durham, but a_ regular 
week-ender at his home town, has a hobby, and 
his hobby is bringing to the high school stu- 
dents at the Reynolds auditorium various out- 
standing Americans, and now and then, as in 
our Own Case, one not so outstanding. What an 
inspiration to the young poets must have been 
the visit of Edna St. Vincent Millay! And to 
others the visits of Wilkins, the explorer, and 
Cadman, the preacher. There have been thirty 
such visitations, from leaders in almost every 
walk of life. There is no way of telling how 
many leaders of the next generation will have 
been the result of the opportunity to listen to 
the leaders of this. Mr. Dwire is the man in the 
background, a position on which he insists, who 
makes it all financially possible. 

Most high schools are compelled to graft such 
programs, or go without them. Of course in 
some communities the school board provides 
public funds for such a purpose. But the motto 
of most towns is millions for machine shops but 
not one cent for culture. Yet a Wilkins or a 
Cadman or a Millay might do more for the stu- 
dents than a month of study. A town needs 
facts as well as factories, culture as well as 
commerce, and the young people of the town 
especially. The Dwire idea and example is 
worthy of a lumberman citizen’s consideration. 
As we faced 2,000 young men and women this 
morning, the thought came to us like a flash, 
“What a fine thing for some lumberman to do!” 
and so it has been set down here. 


Poor 


More money in the banks 
Than men will borrow, 
More wheat upon the farm 
Than men will buy. 
For these we once gave thanks, 
Now, to our sorrow, 
Abundance seems a harm— 
I wonder why? 


Styles change, in poverty 
As well as dresses. 

We now are poor, are poor 
But not in purse. 

Fach hugs the currency 
That each possesses, 

Is timid and unsure— 
And that is worse. 


The man today in need 
Is poor in spirit, 
The poorest man today 
The poor in heart. 
We are not poor, indeed, 
Or even near it, 
And yet we wait and pray— 
Why don’t we start? 
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MEADOW 
RIVER 


BRAND—— 


FLOORING 


Red and White Oak 
Maple 
Birch 
Beech 


TRIM AND FINISH 
Chestnut 
Ash 
Birch 
Poplar 
Oak 


MOULDINGS 
Oak 
Chestnut 
Poplar 
Birch 
Basswood 


STEPPING and RISERS 
Oak 
Birch 


BEVEL SIDING 
Poplar 


ALL 


IN ONE CAR 


Here is a buying mixture that is 
making a tremendous hit with deal- 
ers throughout the country. You 
sell more or Iess of. all these items. 
You will find it to your advantage 
to buy all of them in one car—the 
Meadow River way. 

















Meadow River stock is quality 
stock—all well manufactured from 
soft-textured West Virginia timber 
—the Cream of the Appalachians. 
And, quality considered, Meadow 
River products are low priced. 


If you feel that a car of this stock 
is too much for you to buy at one 
time, perhaps you can make ar- 
rangements with some neighboring 
dealer so that you can make up a 
carload and both profit. It will be 
a pleasure for us to quote you 
prices. 


We also ship large quantities of 
Meadow River stock L.C.L. and 
in straight cars. Let us have your 
inquiries. 


THE MEADOW RIVER 
LUMBER CO. 


RAINELLE, W. VA. 
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WEEDS need not 


cause fires....destroy 
them this easy way!!! 


Simply dilute 1 gallon of Wilson's Weed Killer to 46 
gallons of water and just sprinkle around your lumbe: 
piles and buildings. . . at the mills or in your yards. One 
good application a year is sufficient. This is cheap fire 
insurance! Send in a trial order today! 1 Gallon $2.00; 
5 Gallons $8.00; 10 Gallons $15.00; 25 Gallons $30.00; 
50 gallons $50.00; freight allowed on 5 gallons or over 
East of the Mississippi River. 


Booklet mailed on reauest. 


Department R 1 


SPRINGFIELD NEW JERSETF 








CYPRESS 


We annually produce 40,000,000 feet of 
Louisiana Red Cypress 
Lumber, Lath 
and Shingles 


Also Tupelo Lumber, and have Complete 
Planing Mill Facilities. 


Dibert, Stark & Brown Cypress Co. Ltd. 


Manufacturers DONNER, LOUISIANA 











are more 


Eastern Wholesalers *".™re 


when they have a buyer close to the mills. 
For many years I've been a Northwest lumber- 
man—l! know the mills and their product. 


Let me buy your orders from GOOD mills— 
you will like my service. 


FRANK W. SMITH 


1154 Stuart Building Seattle, Wash. 











Established1847 


Foreign Forwar- 
ders, Customs 
Brokers. We 


Richard Shipping Corp. 


44 Becver Street. NEW YORK 


Ocean Freight Brokers bindic2ilclasses 
tend to collection 
and Contractors of invoices. 








Special department handling export lumber shipments 








WARREN AXE & TOOL CO. 


WARREN, PA. 


Were awarded highest 


honors Panama - Pacific GRAND PRIZE 
—_—_—_—_—_—————_— ee 


“international Exposition 


ALSO ALASKA-YUKON PACIFIC EXPOSITION 


AND DROP FORGINGS. Daily fac- 
AXES-LOGGING TOOLS torycapacity 3500 Axes & Tools 








Vest Pocket Ready Reckoner 


A useful vest pocket manual including a lum- 
ber calculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous 
useful lumber tabulations. Prepaid, 50 cents. 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 











O TIMBER ESTIMATORS D 


JAMES W. SEWALL 


Consulting Forestry 


JAMES W.SEWALL PHILLIPS & BENNER 
Old Town, Ruttan Block, 
Maine Port Arthur, Ontario 
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News Notes from Antler 


Spokane, Wash. 


June 20.—Though many large sawmills are 
either closed down entirely or working short 
time, production in the Pacific Northwest con- 
tinues to exceed shipments. Orders which 
usually are being received at this time of 
year from the middle West are few. The 
lowering of prices does not increase orders. 
While other lines are reported slow, several 
frame manufacturers are receiving increased 
orders for eastern shipment, particularly 
from metropolitan areas. 

At Elk River, Idaho, R. E. Irwin, formerly 
assistant general manager of the former Pot- 
latch Lumber Co., becomes general manager 
“until further notice,” succeeding the late 
A. W. Laird. The announcement was issued 
by Potlatch Forests (Inc.), the name of the 
consolidated Potlatch, Edward Rutledge and 
Clearwater companies. 

E. F. Jewett, an official of Potlatch Forests 
(Ine.), residing at Coeur d’Alene, Idaho, has 
been elected president of the North Idaho 
Forests Association to succeed the late A. W. 
Laird. 

€. G. Williams and Hans Larson, repre- 
senting timber interests of Duluth, Minn., 
are negotiating with the Royal Lumber Co. 
for 50 sections of timber about 70 miles from 
Nelson, B. C. J. P. McGoldrick, well known 
Spokane lumberman, president of the Royal 
company, has reports that a cruiser is now 
conducting an examining party through the 
timber stand, 

The box plant of the Chelan Box & Manu- 
facturing Co., at Chelan, Wash., started oper- 
ating June 10 and is manufacturing boxes 
at the rate of 15,000 a day. The box factory 
is occupying a new building, and new ma- 
chinery has just been installed. 

Nathan Paine, of the Paine Lumber Co. 
(Ltd.), of Oshkosh, Wis., was a Spokane visi- 
tor last week. 


Tacoma, Wash. 


June 20.—Committees to arrange for the 
annual golf tournament of the Tacoma Lum- 
bermen’s Club, one of the major events of 
the year in the Pacific Northwest lumber in- 
dustry, were announced at yesterday’s meet- 
ing of the club by President Phil Garland. 
This year’s tournament will be of unusual 
interest, as it is planned to put up the chal- 
lenge cups offered by the West Coast Lum- 
bermen’s Association and the Douglas Fir 
Exploitation & Export Co., which have not 
been in competition for several years, in ad- 
dition to the Lumbermen’s Club, J. H. 
Bloedel and Everett Griggs cups, and the 
usual trophies for minor events. A. K. Mar- 
tin was named chairman of the general com- 
mittee, with Paul H. Johns, James Morris, 
Joseph Diven, G. E. Karlen, Grant Hellar 
and Lee Hill as his assistants. The enter- 
tainment committee will be composed of 
Donald Doud, chairman, James Dempsey and 
Everett G. Griggs, II, and the publicity com- 
mittee, Guy Crow, chairman, Earl B. Snyder 
and H. D. Dowling. The exact date for the 
tournament has not been selected, but it will 
probably be early in August at the Tacoma 
Country and Golf Club. 

Logging camps in the Tacoma district are 
preparing for the annual July 4 shutdown, 
and several will remain closed for indefinite 
periods. The Weyerhaeuser company will 
shut down its Rainier camp and the Grays 
Harbor operation at the end of the month, 
and both will be down for two months. The 
Longview and Klamath Falls plants will be 
closed for about two weeks. The St. Paul & 
Tacoma Lumber Co.’s camps will close from 
June 23 to July 6. The Pacific States Lum- 
ber Co. is not operating at present, except 
for a reduced force at the Cascade and Re- 
liance camps engaged in salvaging timber 
already on the ground. No plans have been 
made to resume cutting on a large scale. 
Most of the smaller operations will be down 
for about two weeks. 

Continued heavy rains which were general 
throughout the _ district this week have 
geratly reduced the fire hazard, but the for- 
estry officials are preparing for the expected 
dry period through July and August. A 


course of instruction in fire prevention ang 
detection will be carried on among the foreg 
workers of western Washington by rangers 
from the Tacoma headquarters of the Rainey 
national forest. 

Cargo shipments of doors from Tacoma 
broke all records during May, when 145,559 
were shipped over the local docks, If the 
present rate of shipment continues, the ree. 
ord, established in 1927, will be broken this 
year. The 1927 record was 1,362,000 doors 
and, including the estimated June shipments 
the movement for the first six months of 
1931 about equals the 1927 figure. Of the 
May total the United Kingdom took 110,568, 
Shipments were also made to the East ang 
West Indies, Belgium, Denmark, Germany, 
Holland, South Africa, the west coast of 
South America, British Columbia, the Atlan. 
tic coast, California and the Hawaiian 
Islands. Cargo shipments of wood pulp dur. 
ing May totaled 3,201 tons, practically al 
of which went to the Atlantic coast. Box 
shook shipments totaled 828 tons, of which 
759 tons went to California. 


Portland, Ore. 


June 20—Relatively little fir lumber will be 
produced in this district after July 1, judg- 
ing from curtailment plans now reported, 
Many mills will shut down entirely, and others 
will operate in a small way only. The Inman- 
Poulsen and Eastern & Western mills here will 
continue to run, but on much reduced sched- 
ules. These mills, in addition to their rail 
and export trade, do a large local business. 
It is understood that the curtailment program 
will continue until definite signs of improve- 
ment in both sales volume and prices become 
evident. Everything now being bought, both 
domestic and export is for quick shipment. A 
firming of water freight rates to the Atlantic 
coast is reported, with much space booked for 
July and August. Rates to both the United 
Kingdom and the Orient are softening. 

R. E. Danaher, of Detroit, Mich., president 
300th-Kelly Lumber Co., when at Eugene this 
week said that the company’s two mills at 
Wendling and Springfield will close down for 
an indefinite period on July 1. 


Seattle, Wash. 


June 22.—With production gaining slightly, 
prices continue to decline. Last week, low 
grade common lumber sold at 50 cents to $1 
under previous prices. This lumber costs 
too much to ship east by rail, and the cargo 
market has not been brisk enough to absorb 
it. No. 3 common has sold here, delivered 
on the job, as low as $9. Railroad and car 
material are hardly moving. The shingle 
market is unchanged, but is expected to 
strengthen after July 4. 

Intercoastal ships have no space avail- 
able for the next six weeks, the result of 
tying up of ships, rather than a heavy move- 
ment of lumber. Nevertheless there is talk 
of an advance in the intercoastal rate, prob- 
ably of $1. Japanese freight rates appear 
to be entirely in the hands of the shipper. 


One exporter declared he personally knew 
of one boat which left the United States 
with a cargo of logs for Japan at the going 


freight rate of $11.25, and a parcel at a flat 
rate of $7, which indicates a great lack of 
cargo. 

All danger of forest fires for many days 
was removed last week by successive heavy 
downpours of rain which has broken all 
records for June since 1895. As much as an 
inch and a half of rain fell in some localities 
in four hours time. 


O. E. Renfro, secretary and manager of the 
Renfro-Pacific Lumber Co., a wholesale lum- 
ber firm of Kansas City, was a visitor to 
Seattle last week. 

F. J. Parker, Chicago representative of 


the Red Cedar Shingle Bureau, is in Seattle, 
and will spend some time ‘among 
the Pacific Northwest. 

Ralph M. Hoffman, manager Seattle branch 
Link-Belt Co., much to the regret of his host 
of friends in this section, where he has re- 


mills of 





sided f 
San Fr 
the Lin 
visiting 


June 
increas 
but ar 
little n 
the yéi 
year’s, 
000 fee 
Northe 
mixed 
ments 
mand | 
level. 

Nort 
sideral 
ures C 
for 19: 
holdin: 
light. 
done, | 
are m 

The! 
for mi 
been 
rural | 

A hi 
apolis 
63-mil 
ber 6 
railro: 
road 1 
It rur 
Alder 
mony 
action 
action 


Jun 
about 
them 
and i 
thirty 
cuttir 
weak, 
count 
that 

As 
Lumt 
tion, 
of th 
at Ca 

Ro! 
on J 
Gove 
the FE 


Ju 
pine 
of tl 
clusi 
No. | 
than 
shor 
stiffs 
Matt 
is Y 
Dem 
Rive 
sout 
bad] 
som 
way 
ers 
quir 
boa 
and 
$19; 
$21. 
$22. 
to 3 


$29. 
stor 
33.5 


and 


Bé: 








a7, 1931 


June 


AMERICAN LUMBERMAN 


\Mlericas Lumber Centers 


on and 

forest 
angers 
Rainey 


‘acoma 
145,559 
If the 
1é rec. 
sn this 
doors, 
ments, 
ths of 
Of the 
110,568, 
St and 
rmany, 
ast of 
Atlan. 
Waiian 
P dur- 
lly all 
. Box 
which 


Will be 
judg- 
ported. 
others 
[nman- 
re will 
sched- 
ir rail 
siness. 
‘ogram 
|prove- 
yecome 
, both 
ent. A 
tlantie 
‘ed for 
United 


»sident 
16 this 
ills at 
vn for 


ightly, 
<, low 
to $1 
costs 
cargo 
ibsorb 
ivered 
1d car 
hingle 
ed to 


avail- 
ult of 
move- 
s talk 
prob- 
_ppear 
ipper. 
knew 
States 
going 
a flat 
ck of 


days 
heavy 
n all 
as an 
alities 


of the 
lum- 
or to 


ve of 
2attle, 
lls of 


ranch 
; host 
is re- 








sided for many years, will make his home in 
San Francisco, retaining his connection with 
the Link-Belt Co. Mr. Hoffman is at present 
visiting in Chicago. 


Minneapolis, Minn. 


June 24.—Shipments of northern pine have 
increased slightly during the last two weeks, 
put are subnormal. Production is only a 
little more than half that for 1930, and for 
the year to date is about two-thirds of last 
year’s, so mill stocks are only about 26,000,- 
000 feet in excess of last year’s at this time. 
Northern pine demand is limited largely to 
mixed orders of single cars, with rush ship- 
ments usually stipulated. The industrial de- 
mand is not heavy. Prices are firm, at a low 
level. 

Northern white cedar is moving in con- 
siderable volume for this time of year, fig- 
ures comparing quite favorably with those 
for 1930, although a little lower. Prices are 
holding up well. The demand for poles is 
light. Considerable fencing is still being 
done, and some of the smaller sizes of posts 
are moving in fairly good volume. 

There has been a slightly increased demand 
for millwork in the Twin Cities, but this has 
been balanced by lack of business in the 
rural sections. 

A hearing on an application of the Minne- 
apolis & Rainy River railroad to abandon its 
63-mile logging line has been set for Octo- 
ber 6 at Grand Rapids, by the Minnesota 
railroad and warehouse commission. The 
road was built in 1904 to tap a timber stand. 
It runs from Deer River to Craig and from 
Alder to Wirt. Following the hearing testi- 
mony will be forwarded to Washington, after 
action by the Minnesota commission, for final 
action. 


Vancouver, B. C. 


June 20.—The mills continue to operate at 
about 42 percent of capacity. A number of 
them are making plans to curtail further, 
and in some cases possibly shut down for 
thirty days on July 1. The volume of export 
cutting continues very small, log prices are 
weak, and freight rates to practically all 
countries continue about the same, except 
that the rate to China has weakened. 

As representative of the British Columbia 
Lumber & Shingle Manufacturers Associa- 
tion, Lorne Cameron attended the meeting 
of the Intercoastal Traffic Assotiation held 
at Calgary on June 18 and 19. 

Robert Abernethy is leaving for Ottawa 
on June 21 to take up with the Dominion 
Government there matters of importance to 
the British Columbia lumber industry. 


St. Louis, Mo. 


June 22.—Reports indicate that southern 
pine production will be practically one-third 
of the three-year average, 1928 to 1930 in- 
clusive. There is, therefore, a shortage of 
No. 3 boards, but more upper grades offered 
than are necessary to meet the demand. This 
shortage of No. 3 boards has resulted in a 
stiffening of this item of 50 cents to $1. 
Mattress lumber for Government river work 
is reported to be selling at a new low. 
Demand from the territory north of the Ohio 
River is still running ahead of that from the 
southern district. Dealer demand is still for 
badly mixed cars, but inquiries are showing 
some increase. Orders for lumber for high- 
Way projects are now being placed by deal- 
ers in Illinois and Missouri. Railroad in- 
quiries are showing some increase. No. 2 
boards and shiplap, 8- and 10-inch, small-mill 
and transit stock, are slightly stronger at 


$19; large mills stock, random loading, is 
$21.50; mixed cars and specified loading, 
$22.50@ 23. No. 1 dimension, 2x4-inch, 10- 


to 20-foot, $21; 8-, 9- and 10-foot, $18@18.50. 
B&better flat grain 1x4-inch flooring, is 
$29.50030.50 for small-mill, and large-mill 
Stock is $31.50 in straight cars and $32.50@ 
33.50 in mixed cars. Straight cars of 10- 
and 12-foot are $28.50@29, with straight cars 
of 16-foot and longer at $35. Car siding, 
B&better, 1x4-inch, 9-foot, is $32.50; 10-foot, 


$29.50. Car lining, No. 1, 1x6-inch, 16-foot, 
is $26@27; 18-foot, $32.50@34. 

West Coast woods continue weak. There 
is a slight increase in demand from railroads. 
Dealer demand is for mixed cars for fill-ins. 
No. 1 fir dimension is $11.50@12 off Rail B 
list for air dried stock, $9@9.50 off for kiln- 
dried stock. Slash grain fir flooring, 1x4- 
inch, $29.50, Rail B loading; $29 for Rail C 
loading. B&better fir drop siding is $30; for 
straight cars, 16-foot and longer $33.50. 
Inch finish, assorted as to lengths and 
widths, is $49.50, 5/4 finish, $54.50. 

Oak flooring demand continues weak, but 
prices remain firm, because numerous plants 
are closing down. Hardwoods continue weak, 
except red oak, demand having absorbed the 
surplus of this item 

H. W. Sherman, general manager White 
Pine Lumber Co., Bernalillo, N. M., spent 
two days here en route from New York call- 
ing on sales representatives, as the mills 
have been reorganized and are getting ready 
to begin operations. 

John L. Avery, sales manager Frost Lum- 
ber Industries (Inc.), was here on business 
for several days last week. 

The annual meeting of Frost Lumber In- 
dustries (Inc.) was held here last week. Di- 


rectors re-elected were: E. A. Frost, R. T. 
Moore, F. W. Scott, J. W. Willis, F. T. 
Whited, H. W. Whited and Gaughan Brown. 
New directors elected were: S. H. Dowell, 
J. B. Chipman and I. R. L. Wiles. To the 
executive board were elected E. A. Frost, 


R. T. Moore, J. W. 
Gaughan, F. W. 
Officers elected were: 


Willis, F. T. Whited, T. J. 
Whited and F. W. Scott. 
E. A. Frost, president; 
S. H. Dowell, secretary-treasurer, and H. W. 
Whited, vice president. 

George W. Allport, supervisor of the hard- 
wood department, Long-Bell Sales Corpora- 
tion, stopped off in St. Louis to call on the 
trade, en route from New York to Kansas 


City. 
Macon, Ga. 


June 22.—Production of roofers has been 
curtailed to such an extent that little new 
stock is being produced. Manufacturers sav 
that they are getting more inquiries than 
usual, but practically nothing results. 

Railroads in this vicinity are putting their 
equipment in first-class shape for summer 
and fall business, and are furnishing some 
business for the longleaf mills of Southern 
Georgia, but the volume is far below normal. 
Some of the mills are operating on part time. 
Some are disposing of most of their cut, but 
as a whole the longleaf business is unusually 
quiet. 


Boston, Mass. 


June 23.—July intercoastal space for Boston 
is reported practically all sold. The com- 
paratively slender volume of orders booked 
for mill shipment in July is not nearly ex- 
tensive enough to account for the shortage in 
space. Some wholesalers may have been 
plunging on transits, and if so there will soon 
be on the way a great deal of unsold fir, hem- 
lock and other West Coast items. Local 
wholesalers generally quote for fir $12.50 off, 
and for hemlock $13.50 off, quotations on pag 
10% Atlantic differentials. 

Two schooner cargoes 
400,000 feet, arrived here from Nova Scotia 
last week. A steamer cargo of 1,268,843 feet 
of fir and hemlock and some cedar shingles 
arrived from British Columbia. 


of eastern spruce, 


Birmingham, Ala. 


June 22.—Retailers reported a slight im- 
provement in volume of business following 
another cut in prices. Reductions have been 
in lower grades. There are reports of retail 
sales at $15 to $20 for No. 3 flooring sheath- 
ing, siding and dimension, and $18 to $30 
for No. 2. The range is not so great in 
upper. grades. Manufacturers firmed up 
prices with the issue of June 15 lists. Lower 
grades have apparently reached bottom. Re- 
ports of advances to be made on July 1 con- 
tinue to come through. Some mills are clos- 
ing indefinitely July 1. Rift flooring has 
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Nature’s Tribute 


to PERMANENCE 
and ENDURANCE 





HEART COMMON 
RED WOOD 


in4x4—5 x 5—6 x 6 
up to 20 ft. long 
Makes Dandy Posts 


for Swings, Bird Houses, 
Columns and Newels 








Redwood is nature’s treated wood 
and then, too, it’s fire resisting. 


For anything in Redwood— 
suppose you think of us first? 


dulius © 


Senele 


LUMBER Co. 
St. Louis, 

















PcorpsBoro 
N. C. PINE 


Our “Jiffy Service”, by rail and water, will 
keep you supplied with all items in 


YARD STOCK SHED STOCK 


Let us prove it on your next order. 


JOHNSON & WIMSATT 


WASHINGTON, D. C. 
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North Carolina Pine and 
West Virginia Hardwood 














Dried, Well Manu- CASING, 
gn yy BASE AND 
Capacity, 250,000 feet MOULDINGS 
= Mixed Cars Our Specialty. 
WILLSON BROTHERS LUMBER CO. 
1530-35 Oliver Bldg. PITTSBURGH, PA. 











Yellow Pine 


Timbers, Lumber 


Lath and Shingles 


For our ee grade dressed + _ 
“Ask the Wholesal 


The Alger- Sullivan Site Co. 


CENTURY, FLORIDA 
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Manufacturers 


Short Leaf Pine and Hardwoods 
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Crater Lake 


Lumber 


Co. 


SPRAGUE RIVER, ORE. 


Huntington Ta 


ylor 


GENERAL MANAGER 


Soft Old Growth 


YELLOW 


FIR 


UPPERS AND 


REDWOOD 


in Mixed Cars 


Mill Shipment 


Here’s just the kind of service 
you need right now to balance 
your assortment of lumber items. 


IN FIR— You can order Flooring’ 
Ceiling, Drop Siding, Finish’ 
Casing, Base, Moulding, etc’ 
BUT NO COMMON 


IN REDW OOD-—Finish,Bevel 
Siding, Bungalow Siding, Ceil- 
ing,Flooring, Drop Siding Base, 
Casing, Moulding, Frames, Bal- 
usters, Gutter, Panels, Shop, 


Heavy Clears, Rail, P 


ickets, etc. 


Tike advantage of this 
service on your future 
orders. Get our quota- 


tions now. 


ATTLENVASH. 


Pee nita 
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for 


sold f. o. b. mill 
$52 for 1x3-inch. 


at $47.50 1x4-inch, and 
‘Heart face 1x3-inch is off, 
but 4-inch advanced $1. Dimension is at 
about the May level. An unusual accumu- 
lation of small timbers, 8x8-inch and under, 
28-foot and under, is noted. Export sizes are 
in better demand than in May. Car decking, 
which usually sells about $10 above No. 1 
dimension, is at the same level now. Thick 
decking brings about $1.50 over 2-inch stock. 


Merchantable grades are sluggish, and ex- 
tremely low priced. Car lining and siding 
dropped to building material levels. 


Loans are not being made for new build- 
ings. Refinancing is now for about 60 per- 
cent of former loans. Repossessions and 
foreclosures seem to be clearing the real 
estate muddle of loans and credit sales. Col- 
lections are fair, but general credit is ex- 
tremely limited. 

B. F. Reynolds, formerly general 
teynolds Bros. Lumber Co., whose yard was 
closed out some time back, has been named 
sales manager of the Tallapoosa Lumber Co., 
and will be in the East Birmingham yard. 


Kansas City, Mo. 


June 23.—Business 
tinues on a hand to 


manager 


from all sources con- 
mouth basis. Texas oil 
field demand seems to have fallen off as 
there is not even an inquiry from that sec- 
tion. Sales in this immediate trade territory 
are better than in any other market, sales 
managers say, atlhough volume remains 
small. Inquiry from retail yards, especially 
in cities, is light. Country dealers intimate 
that they are willing to buy after harvest, 
but it is apparent that farmers will receive 
little more for their crop this year than 
they did last. Industries purchased in small 
lots for quick shipment, furniture manufac- 
turers taking the lead and buying quite ac- 
tively of hardwoods. Total industrial orders 
were subnormal for this season. Industries 
are shopping around for their supplies, and 
any price concession offered usually results 
in an order. tailroad buying is at a stand- 
still, supplies for the next few weeks hav- 
ing been ordered last week. Flooring plants 


cut down somewhat on their buying, as 
building demand decreased. In spite of the 
lack of demand, the downward movement of 


Production was curtailed 
week, to more nearly coincide 


prices was narrow. 
slightly last 


with demand. 
The Long-Bell Lumber Company, Kansas 
City, won a long fight before the Treasury 


last week, when the department 
the joint congressional tax com- 


Department 
reported to 


mittee an overassessment of income tax 
amounting to $177,949. E. W. James, tax 
consultant for the Long-Bell company, said 
that the claim dated back to income taxes 
paid in 1924 and 1925, and had been prose- 
cuted before the treasury department since 
1927 
Norfolk, Va. 

June 22.—There has been some improve- 
ment in demand for North Carolina pine, 
centered in small framing and sizes, stock 


box boards, mixed cars of rough and dressed 


finish and flooring ete. The total volume 
of business has not been large. It is doubt- 
ful if June business will exceed May. Prices 


appear to have steadied somewhat, but com- 
petition is keen. Production during the sum- 


mer is going to be about as light as ever 
before in North Carolina pine history. 
There has been a better demand for 4/4 
edge B&better, band and circular sawn. A 
few more inquiries have been received for 
4/4 No. 1 edge and stock widths, but prices 
offered are very low. B&better 4/4 stock 


widths have been moving very well in 3-, 4-, 
6- and 12-inch. The first three items usually 
go into export channels, while the last item, 


12-inch, is always in good demand. Prices 
on B&better stock widths in 4/, 5/, 6/ and 
8/4 have shown more strength, for good 


stock is not too plentiful. Many buyers who 
have been depending on air dried B&better 
will soon have to switch to kiln dried stock. 
Competition from the West and Southwest 
is causing Carolina mills much concern. 
There has been very little recent change 
in the 4/4 edge box market. 30x makers are 


not cutting up much lumber. Dressed and 
resawn stock is hard to move even at low 
prices. The retail yards are buying a little 
more rough box lumber and small framing. 
Framing has hit the bottom even with the 
small mills. 


Planing mill men have been a little busier, 


June 27, 1931 
and some in the South have been 
little stock in mixed cars of a wide Variety 
of items. However, on orders of this poe 
millmen are usually able to get better Prices 
for competition is limited. Mixed cars of 
roofers, dressed framing etc. have been Zoin 
a little better. Straight cars of either kile 
dried or air dried roofers have been harg to 
sell, even at very low prices. Good 6-inch 
air dried roofers can now be bought at $10 
to $10.50 f. 0. b. cars Georgia main line rate 
Reports have come to hand of more roofer 
mills shutting down. 


buying a 


Shreveport, La. 


June 22.—Demand for southern pine jg 
slow. Prices are steady, with the mills show. 
ing a tendency to hold to lists instead of 
accepting less when orders are presented 
Most of the dealers are demanding car num. 
bers to show that shipments are moving 
within 48 hours after placing an order, as 
retailers have allowed their stocks to get 
very low. 

W. E. Lee of the Powell Lumber Co., Lake 
Charles, addressed a group of fifty Shreve. 





BILLIONS FOR BUNK 


Plundering the public treasury for bil- 
lions will never bring the country out of 
this depression. A fine new postoffice 
at Podunk Center, a deeper channel in 
Cherry Creek, new roads which are not 
needed—none of these things will re- 
store prosperity. They would add a 
crushing tax burden which everyone, di- 
rectly or indirectly, would have to pay. 
This country should beware of organized 
bands of treasury raiders. 

What we need is better circulation of 
private funds. Millions of people have 
more money in the bank than they need. 
They could buy new clothes, new radios, 
new automobiles, new homes, but the 
great American poeketbook has been 
glued shut from sheer fright. 

Prices haven’t been so cheap in more 
than ten years. So spend something 
somewhere tomorrow. And, may we re 
mind you, since we are eager to get our 
share of your business, that we are now 
offering our most dramatic values in 
more than a decade—From advertise 
ment of Macy’s, 34th Street and Broad- 
way, New York, in the June 21 issue of 
New York Times. 





port business men, guests at dinner here of 
twenty-five Lake Charles visitors. The Lake 
Charles party came here especially to tell of 
the advantages of the Lake Charles port. 
Mr. Lee pointed out that Shreveport and 
other west Louisiana shippers can get better 
rates through routing through Lake Charles 


than by shipping through Texas ports. B. M. 
Musser, president Louisiana Western Lum- 
ber Co., Lake Charles retailer, was in the 


visiting group. 


Warren, Ark. 


June 22.—Business with the Arkansas soft 


pine mills the last fifteen days has been 
rather limited. Orders continue to be en- 
tered for quick loadirg. Order files have 


been further reduced to the lowest level of 
recent years, as shipments exceeded orders 
by a slight margin in June. Although pro- 
duction has been restricted, stocks have 
shown a slight increase. Production sched- 
ules have been further reduced at some mills 
to two days a week, but average 28 to 34 
hours a week, while one large sawmill will 
be closed down indefinitely beginning July 1. 
Losing time during the summer while vege- 
tables and fruit are plentiful is not as hard 
on emplovees as it would be during the cold 
winter months. Most concerns expect to 
step up production again by Sept. 1. 

Most mill stocks are well assorted, though 
a few items are in limited supply, such as 
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g-inch No. 1 and C edge grain flooring, 12- 
inch 18- and 20-foot No. 1 boards, and certain 
meen of long dimension. There has been 


an improvement in demand for No. 3 boards, 
resulting in mill prices being advanced 50 
cents to $1. They are wanted for making 
grain doors and retailers are ordering out 
more No. 3 boards and shiplap. There has 
been a slight improvement in demand from 
the East and some sections of the South, 
while there has been some let-up in demand 
from industrial centers. 


New York, N. Y. 


June 22.—With the first really warm 
weather of the year, the lumber market here 
became more stable. There is less of the 
frantic competition for orders at any price 
which prevailed a few weeks ago. In general, 
there have been no indications of increased 
pusiness in the near future for the cheaper 
grades of softwoods. 

The summer has been chosen, by a number 
of organizations affiliated with the lumber 
business, to settle some old difficulties. The 
intercoastal shippers are meeting daily, in 
an attempt to readjust the shipping rate, with 
special emphasis on lumber. The building 
trades are projecting a national organization 
to improve buying conditions in that line. 


AMERICAN 


LUMBERMAN 


While the actual aims of the building asso- 
ciations have been obscured, it is believed 
that the general intention is to make a better 
arrangement with the sub-contractors and the 
providers of material for new buildings. 

Some hope was seen for clearing up the 
unfair conditions that have existed in the 
lumber business in Newark for the last two 
years, when the Port of New York Authority 
intervened in a rate suit pending before the 
Interstate Commerce Commission. The suit 
is being brought in the name of the City of 
Newark, the Chamber of Commerce and four 
leading lumber companies against the Penn- 
sylvania Railroad. The charge is that the 
railroad discriminated against lumber and 
other material loaded at Port Newark. Port 
Newark is a comparatively recent development 
of the city of Newark. It has, in the course 
of two or three years, become the principal 
loading center for lumber shipped into the 
metropolitan district. The lumber companies 
bringing this suit are Robert R. Sizer & Co., 
Krauss Bros. Lumber Co., the Hirsch Lumber 
Co. of New York, and W. D. Kelly Lumber Co. 
(Ltd.), of Newark. 

The Cement Gun Construction Co., which 
has been located in the Grand Central Ter- 
minal, has acquired new quarters, now oc- 
cupying suite 1169-1171 Woolworth Building, 
its telephone number being Worth 2-5798. 











CHARLES W. JOHNSON, of Cross-Bodine 
Lumber Co., died suddenly in Seattle on 
Wednesday, June 24. Mr. Johnson formerly 
was connected with Harris Bros. Co., Chicago, 
and when that concern purchased the World’s 
Fair buildings in St. Louis, Mr. Johnson had 
charge of the wrecking work. He was well 
known and well liked by many Chicago lum- 
bermen. In 1911 he bought an interest in the 
Pioneer Lumber Co., Seattle, disposing of it 
in 1917. He incorporated the Charles W. 
Johnson Lumber Co., at Seattle, in 1917. That 
year he purchased a half interest in the 
Kapowsin Mill Co., Kapowsin, Wash. In 1919, 
with Howard Carr and others, Mr. Johnson 
organized the Rapjohn Timber Co., of Seattle, 
which held large timber tracts and a mill. 
In 1920 he was elected president of the Pacific 
Coast Shippers’ Association, and in 1920 be- 
came second vice president of the American 
Wholesale Lumber Association, at its organi- 
zation meeting in Chicago. The plant of the 
Kapowsin Mill Co., officered by Howard and 
Cc. J. Carr, was destroyed by fire in 1921, with 
a loss of $175,000. In that year Mr. Johnson 
suffered severe financial reverses. Early in 
1922 he became vice president and general 
manager of the Duncan Lumber Co., of Port- 
land. Before leaving Seattle his friends ten- 
dered him a farewell dinner, as a testimony to 
the esteem in which he was held by the trade. 
In 1923 he joined the Cross-Bodine Lumber 
Co., of Seattle, and has since maintained that 
connection. 


JAMES F. MITCHELL, one of the founders 
of the Flambeau River Lumber Co., of Lady- 
smith, Wis., and its president, died recently 
at Portland, Ore., fellowing an illness of 
about a year with cancer. The deceased was 
born at Cresco, Iowa, June 24, 1860. He en- 
gaged in the lumber business at Chippewa 
Falls and Cadott. He went to Ladysmith in 
1906, where he helped to form the Flambeau 
company, remaining for many years in 
charge of its extensive logging operations. 
In 1925 he went to Calgary, Alta., to take 
charge of a large timber contract, and in 
1929 took up work for the same firm at Lake- 
view, Ore. The body was brought to Lady- 
smith for burial. He is survived by his 
widow and two sons by his first marriage. 


W. T. FITZGERALD, Vossburg, Miss., for 
many years foreman_of Kingston Lumber 
Co. plant at Laurel, Miss., died recently. 





JOHN HARRISON MUESSE, 65, a well 
known British Columbia lumberman, died at 
Vancouver on June 7. He had_ been. asso- 
ciated with the H. L. Jenkins Lumber Co., 
but later established the Cruiser Timber Ex- 
change, and was connected with that firm 
until his death. 


FRANK M. WARD, a partner in the firm of 
Ward Bros., manufacturers and exporters of 
Michigan maple products at Big Rapids, 
Mich., died suddenly June 17 after a short 
illness with a throat infection. He was born 
at Holland Patent, Oneida County, New 
York, in 1867, one of five children, and went 
to Big Rapids in 1899, immediately entering 
the partnership of Ward Bros., consisting of 
himself, Hamlin J. Ward and Dr. Charles 
Austin Ward, of Binghampton, N. Y. Surviv- 
ing Mr. Ward are his widow, two sons by 
his first wife, Francis C. and David W. Ward, 
and three brothers, Harry G. and Hamlin J., 


of Big Rapids, and Dr. William F. Ward, of 
Binghampton, N. Y. One member of the ori- 
ginal partnership, Dr. C. A. Ward, died in 
1929. Hamlin J. and E. A. Ward are the 
surviving business associates. Funeral serv- 
ices were held at the deceased’s residence, 
616 South Michigan Avenue, by the Rev. J. A. 


DeKraker, of Westminster Presbyterian 
Church, and interment was at Highland 
View Cemetery. 

FRED BICE, former lumber dealer of 


Jones, Ala., near Centerville, died June 4 in 
a hospital at Tuscaloosa, following a long 
illness. He is survived by his widow and 
two sons. 


CECIL S. MILLER, operating a planing 
mill and retail lumber yard at Portsmouth, 
Ohio, and doing a general contracting busi- 


ness, died June 15 at his home after a 
lingering illness, at an age of 61. He was 
born July 10, 1870, at Millersport. He had 


his early education there, and later entered 
normal schools at South Bend, Ind., and Ada, 
Ohio. He received his B. A. from Ohio 
Wesleyan in 1896; later his LL.B. from the 
University of Cincinnati, and in 1899 a M. A. 
degree from Ohio Wesleyan. 


RICHMOND ELLIS GULLEDGE, of Tripps 
Crossing, Miss., died recently at an age of 
67. He had operated the Gulledge Lumber 
Co., Mendelhall, but two years ago moved to 
og ge Miss., to start the Gulledge Lum- 
per Co. 


ARTHUR A. CURTIS, of Wausau, Wis., 
who had suffered from ill health for four 
months and had been despondent, took his 
life by poison on June 20, while on the banks 
of the Trappe River, ten miles north of 


Wausau. He was born in Lewis, N. Y., April 
12, 1877. He went to Wausau twenty-eight 


years ago, and three years later joined the 
Brooks & Ross Lumber Co., becoming sales 
manager and later general manager of re- 
tail yards of that company’s subsidiary, the 
Wisconsin Building Material Co., headquar- 
tered at Schofield, Wis. Recently he had 
been on the road selling lumber. He was 
secretary of the Central Wisconsin Lumber- 
men’s Club for the last four years. Surviv- 
ing are his widow and two children. 


SAMUEL CODDINGTON, director of the 
Paramount Wocdwork Corporation, Mil- 
waukee, Wis., died at Mount Sinai Hospital 
after a two weeks’ illness with pneumonia. 


CHARLES J. F. STEINER, of Baltimore, 
Md., after an illness of two weeks died June 
17 at the Maryland General Hospital. For 
years he had been president of the Pioneer 
Hardwood Flooring Co. He took an active 
interest in civic and social affairs. 


ELIZAH J. PARKER, of Berlin, Md., died 
in Newark, Md., June 12, aged 80. He was 
well known as a timber dealer on the eastern 
shore of Maryland. 


CHARLES S. HEBARD, formerly in busi- 
ness at Pequaming, Mich., where he operated 
a sawmill for forty years, died at Chestnut 
Hill, Pa., on May 5. The Hebard plant and 
timber lands were sold to the Ford Motor 
Co. in 1923. 
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Sugar Pine 
California Soft Pine 
Arizona Soft Pine 
White Fir 


LOUIS WUICHET, Inc. 


Shop—Selects—Common 
Dimension—Lath—Shiplap 
Pattern—Flask 


WRITE 
712 Railway Exchange Bldg., Chicago 











California Pine 


and Sugar Pine 


California Redwood 


WENDLING-NATHAN CO. 
Established 1914 
Lumbermen’s Bldg., 
110 Market St., 

SAN FRANCISCO, CALIF. 
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“The Heart Content’’ 


Have you delayed giving your wife this new book 
by ‘‘the lumberman poet’’? Let us send it to you 
—take it home to her—how it will cheer her up! 
$1.25 postpaid. 


Address the Publisher 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 











A New Book 


HOLT’S RAPID 
ESTIMATOR 


A REAL price-list covering houses be- 
cause of its size, its convenient indexing 
of the great mass of information which 
places at your finger tips and, of great- 
est importance, the ease and simplicity 
of keeping it up-to-date with constantly 
fluctuating prices and changing methods 
of construction. 


Every effort has been exerted to make 
this little book measure up to YOUR |} 
IDEAL of what is needed, every imag- 
inable precaution has been taken to in- 
sure the highest degree of accuracy in 
copying these tabulations from its par- 
ent book, “Automatic Building Costs,” 
so that these “cost-rates” will be just 
es accurate as those in that book proved 
to be in the two years it has been in use 
in every state in the U. S. A. and in 
Canada. 


While this book is only a small part of 
the “ABC System of Estimating,” it con- 
tains the most-used tables and gives 
simple rules for deriving other informa- 
tion contained in the enlarged works so 
that practically any house can be figured 
anytime and anywhere. 


This book will enable you to build up a 
reputation of being the “Building-Costs” 
expert in your community. Bound in 
semt-flexible red leather. 128 pages, 
2%"x5%”, vest pocket size. 


$3.00 Postpaid 
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CHICAGO || YARD, MILL AND OFFICE 
To DE “4 SPE CIALISTS Newsy Notes of Persons and Places 


That’s the way to get better 
values and quicker shipments. 


Take advantage of our mix- 
ed car service on orders for 
Cypress. 

Special attention givento LCL 
orders and shipments. 


Write now for prices. 


Gregertsen Brothers Co. 


332 So. Michigan Ave., CHICAGO 
Yards and Planing Mills, CAIRO, ILL. 














WHITE STAR LUMBER COMPANY 


811 Roanoke Bldg., CHICAGO 
Phone Randolph 1069 


Manufacturers and Wholesale Dealers in Maple, Birch 
and Flooring id e 


ing, 
Red Cedar, Northern 
and California Pine, Yellow Pine, White Cedar Posts. 
ny — for 


, Old growth Yellow Fir, 
and Western Hemlock, Pondosa 


Redwood Manufacturers Co., and 
rand’ Maple and Birch Flooring. 





aad ‘Air Dries ENGLEMANN SPRUCE | 


We own and represent exceptional quality stocks in 
Engelmann Sitka Spruce and Western Pine. 


We represent Nicola Pine Mills, Ltd., Merritt, B. C. 


PAUL MILLER CO. 
LUMBER 


General Offices: 308 W. Washington St., CHICAGO 

















Hundreds of New Lumber Buyers 


are listed in the March 
Edition of the Red Book 
—now available. 

This book may be had on 
trial for 30 days—With- 
out Cost or Ob- 
ligation — by 
any responsible 












concern. Red 
Book credit rat- 
ings and re- 
ports are almost 
universally rec- 
ognized as the 
most reliable. 
Ask for Pam- 
phiet No. 49-8 
and details of 
FREE trial 
offer. 

The Collection 
Department has had long 
experience in _ collecting 
lumber accounts, and the 
cost is reasonable. 


LUMBERMEN’S CREDIT ASSOCIATION 


Executive Offices, 608 South Dearborn St., Chicago, 111. 
East. Headquarters, 35 S. William St., New York City 














Telephone Randolph 4893 


° > J © 
Builders’ Commercial Agency 
ESTABLISHED 1890 
1350 Builders’ Bldg., 228 N. LaSalle St., CHICAGO 
atts eat ste ceca it ot 
Collection and Mechanics Liens 








LOG STAMPS 


MEYER & WENTHE 


31 NORTH CLARK ST. 


TRADE CHECKS, STENCILS 
BURNING BRANDS, ETC. 
SEND FOR CATALOGUE 


CHICAGO 














AHAKAOOW 


LUMBERMEN! 


Write now for our catalog telling 
about our books that'll 


HELP YOU MAKE MONEY 


AMERICAN 431 S. Dearborn St. 
LUMBERMAN Chicago, Ill. 
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E. H.. Ross, vice president Lamar Lumber 
Co., Bogalusa, La., made visits among Chicago 
lumbermen the latter part of last week and left 
the city Monday for North Carolina. 


L. G. Negrotto, general sales manager Tre- 
mont Lumber Co., Rochelle, La., was in Chi- 
cago on Tuesday conferring with business con- 
nections here. 


J. W. Rodgers, vice president Lassen Lum- 
ber & Box Co., San Francisco, arrived in Chi- 
cago Thursday of last week on one of his 
periodical trips to visit friends in the trade 
and is now traveling in the East. 


E. A. Blocklinger, president Chiloquin Lum- 
ber Co., Chiloquin, Ore., passed through Chi- 
cago the middle of last week on his way to a 
series of business visits in the East, and called 
on several friends in the trade here. 


B. F. Springer of the John Schroeder Lum- 
ber Co., Milwaukee, Wis., a past president of 
the Wisconsin Retail Lumbermen’s Association, 
has been elected a member of the Construction 
Industry Credit Bureau, Inc. 


Chas. N. Perrin, president Perrin-Curtin 
Lumber Corp., Buffalo, N. Y., was in Chicago 
Monday calling on Baxter & Montgomery, Inc., 
exclusive selling agents in the Chicago territory 
for the company’s products. 


A. Fletcher Marsh, Marsh & Truman Lum- 
ber Co., went East this week on a month’s vaca- 
tion. Mr. Marsh handles a large part of the 
company’s business in timber for barge con- 
struction on the Mississippi River. 


S. E. Lackey, president S. E. Lackey Lumber 
Co., Forest, Miss., called at a number of Chi- 
cago lumber offices Monday. Stocks remain 
fairly well balanced in his district, with no over- 
loading on any one item, and production is at 
a low ebb. 


G. A. Rubedew, of Spokane, Wash., was in 
Saginaw, Mich., last week, calling on lumber- 
men there. Mr. Rubedew is making an auto- 
mobile tour, and after leaving Saginaw expected 
to visit Cleveland, Washington, Boston and 
Montreal, before turning westward again. 


S. C. Major, president S. C. Major & Co., 
Memphis, Tenn., who has been making a tour 
in Indiana and Michigan to survey conditions. 
stopped off in Chicago for a day or so toward 
the end of last week, and visited a number of 
lumbermen before returning home. 


Crouch & Beahan Co., of Rochester, N. Y., 
has announced the election of Stuart M. Frame 
as president of that corporation, under whose 
direction the business will be conducted as here- 
tofore. This company is located at 99 Dewey 
Avenue in Rochester. 


C. W. Hornibrook, sales manager, Ewauna 
Box Co., Klamath Falls, Ore., was a visitor to 
Chicago the latter part of last week. He re- 
ported that his company enjoyed a bigger busi- 
ness in May than for any month for a year past. 
Mr. Hornibrook intends to spend some time in 
the East before returning to the Coast. 


J. P. Barry, of the Little River Redwood Co., 
Crannell, Calif., is now in the East, calling on 
the trade and getting first hand information as 
to general business conditions, present and 
prospective. He was joined this week by W. 
R. McMillan, of the Hammond Lumber Co., 
which recently took over the operations of the 
Little River Redwood Co. With Mr. Barry, 
Mr. McMillan will call on a number of their 
dealer friends in the East. 


This sounds like a “do you remember wavy 
back when” story, but anyway, while C. C. 
Vanlandingham was out at the Olympia Fields 
Country Club participating in the tournament 
of the Lumbermen’s Golf Association of Chi- 


cago on Tuesday, J. A. Allee sold a car of 
lumber at a profit. And sold it to a customer 
who knew he was paying a higher price than 
could be got elsewhere, but who had confidence 
in Mr. Allee’s assurance that it was good lum- 
ber and worth the extra. 


The Chicago Warehouse Lumber Co. held 
open house last week at its new quarters, 2300 
N. Ashland Avenue, where S. R. Taxey, presi- 
dent, and J. Lentin, vice president, greeted new 
and old friends who came to visit the new ware- 
house. The building is very solidly constructed 
of brick, being originally intended for use as 
a general merchandise warehouse or factory, 
and is elaborately fitted with steam heating 
equipment and humidity control apparatus. The 
company carries a stock of something like 2,500 
items, including 500 different types of doors. 


J. T. Baldwin, manager of the hardwood de- 
partment of the Nat F. Wolfe Lumber Co., 
Chicago, returned to the city on Monday after 
a week’s trip to the country around Little Rock, 
Ark., and Memphis, Tenn. He reports busi- 
ness quiet in the section, but enough to keep 
lumber concerns going, and says people are 
hanging on cheerfully in the belief that the 
back of the depression has been broken and 
that better times are not far ahead. Orders 
for oak are coming in more strongly, due to a 
pickup in export buying and to the general 
shortage of stocks. The crops are looking fine, 
and if a little rain comes along splendid har- 
vests will be made. 


Orrell O. Axley, vice president of the South- 
ern Lumber & Supply Co., Warren, Ark., was 
in Chicago last Monday, conferring with his 
sales representative in this territory and calling 
on the trade. Mr. Axley stopped off in St. 
Louis and from Chicago went on to Detroit and 
will visit Cleveland and other points before re- 
turning to his headquarters in Warren. Mr. 
Axley reports the crop outlook in Arkansas 
unusually good, and that State is rapidly re- 
covering from the effects of the drought of last 
year. The lumber demand has been light dur- 
ing the last fortnight, but there are a number 
of important inquiries out and Mr. Axley looks 
for a noticeable increase within the next 30 
days. 


Nelson C. Brown, who is on sabbatical leave 
from the New York State College of Forestry, 
Syracuse, N. Y., is devoting his time to mak- 
ing an investigation for the United States tariff 
commission in connection with its study of the 
lumber tariff. Mr. Brown was in Chicago this 
week, calling on producers and distributers of 
lumber and developing information in connec- 
tion with this study of the tariff. Mr. Brown 
has had considerable experience in this line of 
work. Several years ago he was one of four 
trade commissioners and investigators sent out 
by the Department of Commerce to develop 
helpful information concerning the export lum- 
ber trade. He is a well known authority on 
forestry and is the author of two of the best 
books on lumber and forest products that are 
in circulation in this country. 





Florida Dealer Visits Chicago 


Taking advantage of an opportune time for 
a short vacation, W.G. Shepard, of the Shepard 
Lumber Co., retail lumber and building material 
dealer at Sarasota, Fla., has been spending sev- 
eral days in and about Chicago. Mr. Shepard, 
accompanied by his sister, is making the trip by 
automobile and is taking advantage of the op- 
portunity to visit relatives in this territory. 

Mr. Shepard says that while there is little 
new building in Sarasota and surrounding ter- 
ritory, the yards there are doing a very satis- 
factory business in the way of repairs, remodel- 
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ing etc. His own yard has recorded a nice in- 
crease in business every month this year over 
the same periods in the previous year. He finds 
house-to-house canvassing, together with some 
unique newspaper advertising, helpful in de- 
veloping business, and he also works closely 
with the contractors to their mutual advantage. 

Mr. Shepard is a strong believer in associated 
effort and is a member of the Florida Lumber 
& Millwork Association and also a member of 
the local group at Sarasota. Through this co- 
operative effort they have succeeded in -elim- 
inating a number of the bad features incident 
to the retail lumber and building material busi- 
ness in that territory. He is a booster for 
Florida and believes that State is coming back 
strong and that even now it is in better condi- 
tion from a business standpoint than many other 
sections of the country. 


Logger, Par Excellence 


At Ponchatoula, La., one of the outstanding 
men in the logging end of the lumber industry 
is now located and is looking after plans for 
manufacturing the only remaining large tract 
of virgin cypress timber 
in Louisiana. This is { 
Oscar Marsan, former 
president of the South- 
ern Logging Associa- | 
tion and now first vice 
president of that or- 





OSCAR MARSAN, 
Ponchatoula, La.; 


Planning Manufacture 
of Large Cypress Tract 





ganization. He is with 
the Louisiana Cypress 
Lumber Co., for which 
concern he will have 
charge of logging opera- 
tions and is quite en- | 
thusiastic over the mag- | 
nificent tract of cypress 
timber that is to be 
manufactured in this mill at Ponchatoula. Mr. 
Marsan was president of the Southern Logging 
Association for eight terms and, as expressed by 
a member who has usually attended every meet- 
ing, he “always had a grand meeting and kept 
plenty of pep in the boys all the time.” 


Plywood Producers Meet 


A general meeting of the Plywood Manu- 
facturers Association, held at the Palmer House, 
Chicago, on Wednesday of this week was not 
attended well enough for adequate treatment 
otf the important subjects which had _ been 
slated for discussion, and it was decided to 
hold another conference in the fall, the date of 
which would be fixed later. 

In the informai meeting which ensued, Com- 
missioner Alexander D. King reported that 
many plywood producers had written advising 
of their desire to attend, and their regret that 
conditions made it impossible for them to do so. 
All expressed appreciation of the co-operative 
work that was being done and their willing- 
ness to assist in bringing the industry back to a 
better condition. 

Discussing dues, those present felt that the 
dues based on output were perhaps rather high 
under existing business conditions, and it was 
recommended that the policy of the association 
in this matter be changed, in order to encour- 
age a larger and more active membership. In- 
Stead of the different classification of dues, it 
is proposed to have a flat membership rate of 
$100 a year, and it-is hoped that a substan- 
tial number of plywood producers will promptly 
indicate their interest in the scheme. 

H. Steidle, of the Bureau of Standards, was 
Present to discuss the question of grade rules 
with the members. He stated that some of the 
largest mills in the country had indicated their 
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acceptance of the rules drawn up, and that he 
was well pleased with the responses being re- 
ceived. 


Battery Separator Plant Adding 
New Kiln Equipment 


Los ANGELEs, CALIF., June 20.—In order to 
increase its output of sliced Port Orford 
battery separator stock, the Standard Bat- 
tery Separator Co. is making a number of 
improvements in its plant in this city. Fac- 
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tory machines are being rearranged for 
larger and more’ efficient production - and 
drying capacity is being enlarged by rebuild- 
ing the kilns and installing a Moore revers- 
ible cross circulation veneer kiln. Additional 
ground space will be procured for expanding 
factory requirements. This company, of 
which P. S. Speyer is president and man- 
ager, is one of the oldest manufacturers of 
battery separators, and through long expéri- 
ence has developed special machines and 
processes for manufacturing highest grades 
of automobile battery separators. 


Twenty-fifth Anniversary Golf Tourney 


Undaunted by the effects of a severe rainstorm 
the night before, well over a hundred lumber- 
men foregathered at the Olympia Fields Coun- 
try Club on Tuesday to celebrate the twenty- 
fifth anniversary of the Lumbermen’s Golf As- 
sociation of Chicago, to join in sport and good 
fellowship with brother lumbermen of Chicago 
and vicinity, and to do honor to the old timers 
in the lumber industry. 

Although sticky at the start, the links dried 
out sufficiently to enable a number of entrants 
to play thirty-six holes and others eighteen. 

The championship trophy went to a new 
member of the association, John C. Culen, who 
went round No. 3 course twice with a score of 
80 each time. Runner up was C. S. Bishop, 
who shot a low gross of eight more than John’s 
160. 

The Bolling Arthur Johnson cup passed into 
the permanent possession of D. Devries, scoring 
66, while the Old Boy’s prize for those over 58 
years of age went to H. N. Rogers, with a 74. 

The complete prize list follows: 

Championship—Thirty-six holes, low gross: 
J. J. Culen, 80-80-160; second, C. S. Bishop, 
85-83-168, 

Chicago Retail Lumber Dealers’ Cup—Low 
net, afternoon: C. W. Jacobs, 101-30-71; sec- 
ond, A. B. Claney, 97-23-74. 
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afternoon: C. S. Bishop, 83. 

Edward Hines Trophy—Low net, afternoon, 
45 years or over: W. Ory, 89-23-66; second, 
Peter Devries, 90-21-69; third, C. M. Smith, 
92-18-74; fourth, H. N. Rogers, 100-26-74. 

Chicago Lumber Institute—Low net: A. B. 
Claney, 74; second, C. M. Smith, 74. 

Lumbermen’s Mutual Casualty—Low net: D. 
Devries, 66; second, W. Ory, 66; third, Peter 
Devries, 69. 

Bolling Arthur Johnson—D. Devries, 66; 
second, Peter Devries, 69; third, H. F. Hooper, 
fv. 

Old Boys—H. N. Rogers, 74; second, S. O. 
Knudson, 76; third, C. M. Smalley, 79; fourth, 
H. F. Morris, 79. 

First Flight, low net: C. M. Smalley, 89-9- 
80; second, G. F. Eller, 92-10-82; third, J. A. 
Bishop, 91-7-84. 


Cup—Low gross, 


Second Flight—C. M. Smith, 92-18-74; sec- 
ond, H. F. Hooper, 75; third, J. Duval, W. C. 
Bacon, M. E. Botts and F. E. O’Dowd tied, 79. 

Third Flight—Peter Devries, 69; second, J. 
E. Moeling, 75; third, W. B. Fraser, 76. 

Fourth Flight—R. C. Clark, 75; second, S. 
O. Knudson, 76; third, C. J. Morgan, and C. 
C. Vanlandingham tied, 77. 

Putting—A. S. McCabe, 31; second, S. Bos- 
ley, 32. Booby High—Gross: W. W. Per- 
kins, 71-74-145. 

Officers and directors elected for the coming 
year were: president, Paul T. Diener; vice 
president, P. J. Willis; secretary treasurer, J. 
L. Strong. Directors were John J. Chalmers, 
Charles M. Hines, Joseph D. Mercer, C. D. 
Russell and Sangston Hettler. Elected honor- 
ary members for life were J. W. Embree, Sr., 
N. C. Mather, C. F. Thompson, C. H. Wor- 
cester, Edward Hines and Louis Wuichet. The 
first four of these participated in the first tour- 
nament at the Glen View Golf Club, June 25, 
1907. C. F. Thompson was the first president 
of the organization after its, inception in May, 
1907. 

Edwin E. Hooper presented the Lumber- 
men’s Mutual Casualty trophy, a water pitcher. 
With much feeling he recalled that he had 
been one of the first honorary members, hav- 
ing been elected fifteen years ago, and stated 
that he hoped to be present at next year’s 
tournament and many after that. Mr. Hooper 
is over 80 years of age. 

Four lumbermen among those present teed 
off in the original event played at Riverside 
twenty-five years ago, which resulted in the 
forming of the association the following year. 
These were George Pope, Charles J. True, 
L. E. Rollo and E. A. Thornton. Reminiscing 
about the early days, Mr. Pope commented that 
the association was the oldest golf trade asso- 
ciation in the country, and since it started there 
must have been thousands of such associations 
formed. 

The banquet after the events was joined by 
several guests coming from the National Retail 
Lumber Dealers’ Association, whose directors 
had been in session on Tuesday. 





Z MICHIGAN 
On the AuSableRiver S 


“CHIEF BRAND Meee ees Seine 


Note the following special items— 


40000’ 25/32x214” First Grade Beech Flooring. 
50000’ 25/32x214” Second Grade Beech Flooring. 
60000’ 25/32x214” Third Grade Beech Flooring. 





Nearby. Attractions— 


Governor’s Review, Michigan National Guard, at Grayling, Sunday, July 19th. 
National Cherry Festival at Traverse City, July 15th to 17th. 


CHIEF 
SHOPPENAGON 


Both very colorful and well worth seeing. 
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Sparks cannot do a lot of damage unless they fall 
on fertile soil. If they land in a nest of rubbish, 
dry grass, shavings or other kindling, they are 
sure to spawn fire and destruction. Eliminate 
sparks as far as possible by spark arresters on 
your stacks. Prevent trouble from outside sparks 
by keeping a clean yard and plant. Kill the spawn 
of the spark! 

Lumber Mutual Insurance offers specialized pro- 
tection for the lumber industry. We prevent 
fires if possible. We pay losses fairly and 
promptly. By our dividends we reduce insurance 
cost. Our policies stand for safety and saving. 


i ie er 





are Caused by 


Spawn he of the Spark Falling _ Sparks 






With fuel upon which to 
feed, a spark from a passing 
engine or from your stack, 
is right up at the front as a 
fire hazard. Without such 
fuel, most sparks will 
quickly die. Remove the 
threat of the spark by care- 
fully cleaning up any accu- 
mulations of rubbish, dried 
grass or shavings. No fuel, 
no fire. A clean plant 
seldom burns. 


Ask any of our Companies to show you how our fire preven- 
tion service and our policies offer maximum protection both 
before and after loss,and how our dividends reduce your 


cost, 


ASSOCIATED LUMBER MUTUALS 


Pennsylvania Lumbermens Mutual The Lumber 


phia, Pa. 


surance Co., of Van Wert, Ohio. of Mansfield, 





Indiana Lumbermens Mutual Insur- Northwestern Mutual 
ance Ce., of indianapolis, ind, tion, of Seattle, W 


Mutual 


Fire insurance Ceo., of Philadel- ance Ce., of Boston, 


Central Manufacturers Mutual in- ‘umbermens Mutual Insurance Co., 


Ohio. 
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ash. 
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Washington Log Tariff Set Aside 


OLYMPIA, WASH., June 20.—At the conclusion 
of a hearing June 5 before the Department 
of Public Works of Washington, Division of 
Transportation, of what is known as “The 
Log Case” it was ordered that North Pacific 
Freight Bureau Local Freight Tariff No, 
51-B, W. D. P. W. No. 295, naming commodity 
and distance rates on saw logs in carloads, 
and rules for measurement of softwood saw 
logs between stations in Washington be an- 
nulled and set aside. 

An order also was issued requiring the re- 
spondents, Chicago, Milwaukee, St. Paul & 
Pacific Railroad Co., Great Northern Railway 
Co., Northern Pacific Railway Co. and Oregon 
& Washington Railway & Navigation Co. to 
file on or before June 29, 1931, effective on 
one day’s notice, a schedule naming rates be- 
tween points in Washington as specified in 
section 2, page 8 of Tariff No. 51-B in dollars 
and cents per car on saw logs not exceeding 
the amounts in the hearing of this case found 
to be fair and reasonable. These rates, based 
on the use of cars not exceeding 43 feet in 
length and 80,000 pounds capacity, for logs 
in western Washington, are as follows: 


Poets coendaessessecses $16.50 
Over 10, not over 15 miles........... 17.00 
Over 15, not over 20 miles........... 17.50 
Over 20, not over 25 miles........... 18.00 
Over 25, not over 30 miles........... 18.40 
Over 30, not over 35 miles........... 18.80 
Over 35, not over 40 miles....... .» 19.20 
Over 40, not over 45 miles........... 19.60 
Over 45, not over 50 miles........... 20.00 
Over 50, not over 55 miles........... 20.40 
Over 55, not over 60 miles........... 20.80 
Over 60, not over 65 miles........... 21.20 
Over 65, not over 70 miles........... 21.60 
Over 70, not over 75 miles........... 22.00 
Over 75, not over 80 miles........... 22.40 
Over 80, not over 85 miles........... 22.80 
Over 85, not over 90 miles........... 23.20 
Over 90, not over 95 miles........... 23.60 
Over. 95, not over 100 miles........... 24.00 
Over 100, not over 105 miles........... 24.40 
Over 105, not over 110 miles...... erm © 
Over 110, not over 115 miles........... 25.20 
Over 115, not over 120 miles........ 25.60 
Over 120, not over 125 miles........... 26.00 
Over 125, not over 130 miles....... 26.40 
Over 130, not over 135 miles........... 26.80 
Over 135, not over 140 miles........... 27.20 
Over 140, not over 145 miles........... 27.60 
Over 145, not over 150 miles........... 28.00 
Over 150, not over 155 miles........... 28.40 
Over 155, not over 160 miles........... 28.80 
Over 160, not over 165 miles........... 29.20 
Over 165, not over 170 miles........... 29.60 
Over 170, not over 175 miles........... 30.00 
Over 175, not over 180 miles........... 30.40 
Over 180, not over 185 miles........... 30.80 
Over 185, not over 190 miles........... 31.20 
Over 190, not over 195 miles........... 31.60 
Over 195, not over 200 miles........... 32.00 


The rates found reasonable for 10 miles 
and under and for other short distances are 
substantially higher than the existing or 
proposed rates. 





Commission Suspends Schedules 


WASHINGTON, D. <., June 22.—The Inter- 
state Commission (Division 2) has suspended 
until Jan. 9, 1932, schedules filed by Agents 
J. J. Cottrell, W. S. Curlett, E. H. Dulaney, 
C. W. Galligan, B. T. Jones, F. L. Speiden 
and Frank Van Ummersen, making certain 
increases and reduction in rates on building 
woodwork, house itrimmings, sash, doors, 
frames, millwork in straight or mixed car- 
loads or in mixed carloads with other build- 
ing material articles such as brick, roofing, 
lumber, cement, lime, plaster, ete., from to 
and between points in southern territory. 





Week's Landings of R anienans Freight 


A report of the car service division of the 
American Railway Association shows that 
the revenue freight loadings for the week 
ended June 13, 1931, totaled 732,453 cars, as 
follows: Forest products, 30,606 cars (a de- 
crease of 2,625 cars below the preceding 
week); grain, 30,957 cars; livestock, 18,072 
cars; coal, 106,403 cars; coke, 5,462 cars; ore, 
27 614 cars; merchandise, 218,710 cars, and 
miscellaneous, 294,619 cars. The total load- 
ings during the week ended June 13 de- 
creased 28,437 cars below the week imme- 
diately preceding. 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


East and west side mills have reported the following average f. o. b. mill sales prices 


change, New Orleans, La., for sales made in the period June 13-16, but, 


to date have been inserted 





and distinguished by asterisk: 





where prices for 





on southern pine to the Southern Pine Lumber Ex- 
this period were not available, prices for the month 





West East West East West East West East West East West WBast 
Side Side Side Side Side Side Side Side Side Side Side Side 
Flooring, Standard Ceiling, Standard Rough Finish, 10-20’ No. 1 Fencing and No. 1 Shortleaf No. 1 Longleaf 
Lengths Lengths B&better Boards, 10-20’ Dimension Dimension 
ew rif %x4”" flat— Inch thick— eee 22.07 25.25)2x4” a4" 
epetter, B&better + 22-50 *22.54] gv 1, 28.25 34.00 ine” 212 93°97 25.66|12 & 14’.. 17.65 15.10/73 @ 14’.. 19.50 *18.12 
shortleaf. 56.75 °54.58 Tne v2 0%20.00  .ee) ge ool, 28.45 34.00} 1x8" ..... 23.36 25.50 16) ees sees 18.58 15.25 eee 23°19 *20:00 
: *59.71 *59.34| %x4"—— ” 2 Pe a 2x6" 
Longleaf .*59.71 *99.34)Babetter . 22.34 19.00]; 9» ©7117” 29-09 34-00 1 ixtow 111. 39:75 38.44]12 & 14’.. 15.08 14.00/35 @ 14°,. 17,82 916,04 
No. 1— eli, a No. 1 . 21.58 20.25 “ Saeae 51.33 *51.66 la: 10-20’ are 15.77 15.25 16’ 19.00 *16.07 
Shortest. tds *45.73| Boston Partition, [506 /4" thick — eat Pm eae *23.63|12 6 2x8" 
Longleaf .*51.25 "49.4 sae /<" thick— ix8* ..... 63112 & 14’.. 16.27 13.25]7 , 
Wo 3 ....°S1.25 32.25]  Suamtard eagthe 4-87 jo++++$48.25  44.00/1x10" "2/7! 28.83 *22.50)167 17.00 1538)ca°* **--t08% tee 
ixs” Sat B&better . 28.54 *27.75|12” ..0..! *43.69 *64.00 No. 2 Fencing, in ‘ 3x10° 
grain— Standard Lengths 12’ .....+6 22.89, 916.4413 222.81. *22.35 
B&better . 28.71 28.27 cae pe Drop Siding, a 14’ 2.0... 22.038 16.00] 44° 7°°""2#21'17 *23/19 
No.1 .... 24.08 24.50] penetter Standard Lengths 1x4” eo 12.05 12.63]16" ,...... 28.37 16.00) 167, “1... 1*25.79 28.00 
oeee rift ae enek 3.55 33.44 ixé” *M. wc.) 12.91 12.91/12, & 14’.. 24.11 #2139172 @ 147.. 36.00 33.00 
<a mores ‘ 3 ¥ Pe neaen oe * . ** 99747 “an 
B&better ‘ Te  _ 2 wie 36.43 32.65 ee ; rigs 24.00 No. 2 Shiplap and 29 70 17 67 we aanred ot *37.17 *40.67 
Shortleaf.. 56.60 *55. ae 38.71 33.45| No. e< , oes Boards, Std. Lgth. No. 2 Shortleaf No. 2 Lb leaf 
Longleaf .*63.57 *62.25)10” ...... 40.88 40.13] Assorted patterns . : Dimen ” mag 
No. 1— mt : 57.41 50.95 | 1x6” 1x8” ..... 13.73 13.30] —_ Dimension 
Shortleaf..*40.72 *44.72 |5&6/4” thick— B&better . 29.10 28.44]1x10 » 14.22 12.75) 2x4 : ee ; 
Longleaf .*44.00 ....|4, 6, 8”... 47.83 44.75|No. 1 .... 24.98 23.25 |Longleaf— 12 & 14 14.90 13.13]12 & 14’..*16.63 16.40 
No. 2— 5&10” .. 2. 53.94 47.38 DT svece 16.11 *15.49]16" ....... 15.66 15.25]16’ .......*19.51 19.00 
° 75 5 Car Siding, 1x10” 15.79 *17.57 | 2x6” x6” 
ix4” flat a ‘siweee 64.75 57.90 Roofi x . 57] 2x 2x6 
ma al and Roofing Wo. 2 Boards ixia” |12,% 14’.. 11-76 11.65)12 & 14’..°13.88 913.42 
” a Pe ree B&better— » s ix REE SEP SROGERE cocnees 17.00 *14.03 
Sevetter ‘ ye a 4” 28.50 *26.50 1x4” Standard Length oy , 2x8” 
No. 1 .... 24.58 24.85] G5 ‘°° Sean eataniss @ i¢.._.... MSH aa 2 4’.. 12.46 14.75[12 & 14’..*16.15 *14.13 
No. 2 .... 13.79 14.55] 6) +--+: Seas GEA ERTEM oe..-- on656 *.... Fmereeee. BEES Oe... .-:: 13.73 11.00]16’ .....:: 15.00 *14.67 
Casing, Base & Jamb,|10” 32.00 *36.16|19 -;----- aes sees ina gaa 4 2x10" 
, | + Se 16) No, i— Plaster Lath 12 & 14”. 12.71 13.00/12 & 14’..*15.67 *14.81 
=o ay cseses 40.00 *50.25 | ix4”) 5” ..*68.50 *50.00 _RPeP 15.80 *12.65/16’ .......*19.05 *18.41 
B&better, Casing & Base, 10-20'| No. '2— %x1%"”, 4° 2x12” 2x12” ; 
Ix8” ..... 47.85 *36.20| B&better 1x4”, 5-20'*16.50 ....|No. 1 . 2.381 2.84/12 & 14’.. 15.28 *14.47/12 & 14’.. 18.25 *16.71 
1x5&10” .. 48.44 *44.5311x4&6”" .. 39.63 40.8411x6", 5-20’ 12.00 No. 2 *1.40 *1.14116" ...... 19.25 *20.67!16' ....... *19.75 *21.43 





ENGELMANN SPRUCE 


Prices f. 0. b. Chicago on air dried Engel- 
mann white spruce boards, D&M, shiplap, drop 
siding and ceiling: 


Inch— 4” _ di 8” 10” 12” 
T'S 6-16’.$45.00 $46.00 $46.00 $67.00 $77.00 
btr.,* 6-16". 43.00 45.00 45.00 62.06 74.00 
vo. 1, 6-16’.. 42.00 44.00 44.00 54.50 64.50 
No, 2, 8-16’.. 40.50 38.50 38.50 38.50 47.00 
No. 3, 8-20’.. 29.00 30.00 30.50 31.50 33.50 
No. 4, 4-20".. 24.50 26.00 27.00 27.00 26.50 


No. 4 common, 1x4-inch and wider, 4- to 20- 
foot, which may contain 20 percent of 4- to 
8-foot, is $26.00. 


5&6/4, 6-16’-—__ 4”&wadr. 4, 6&8” 10” 12” 
Be swecwaties 66.00 $68.00 $71.00 $81.00 
No. 1&btr. ..... 62.0 64.00 67.00 77.00 
Mee 2 siaaicuwes 60.00 62.00 65.00 75.00 


For 5/&6/4 in No. 2, 4-inch, add $6; 6-inch, 
add $9; 8-inch, add $6; 10-inch, add $8; 12-inch, 
add $6; No. 3, 4-, 6-, 8- and 10-inch, add $7.50; 
12-inch, add $8; No. 4, add for all widths, $4. 


*Contains 40 to 50 percent D&better. 


Specified lengths—In Dé&better, No. 1 and 
better and No. 1, add for 16-foot $5; for other 
lengths, including 18- and 20-foot, $2. In No. 
2, add for 18- and 20-foot, $2; other lengths, 
$1; for 10- and 12-foot in 1x12-inch, add $4. 
In No. 3 common, for 16-foot in 4-, 5- and 


6-inch, add $1; for 10- and 12-foot in 10- and 
12-inch, add $1. 


Bevel siding, %4-inch, odd lengths, 3- to 20- 
Ye ar. not over 20 percent shorter than 
-foot. 


D&btr., 4-inch..$22.00 BH, 4-inch...... $16.00 
6-inch.. 27.00 6-inch...... 18.00 


Lath, spruce and pine, 4-foot; No. 1, $6.50; No. 
2, $5.45, 





WEST COAST SPRUCE 


[Special telegram to AMERICAN LUMBERMAN] 


Portland, Ore., June 22.—The following are 
Prices for mixed carlots prevailing today: 





Finish— Factory stock— 
26.00 

Eee $51@55 4/4 ...$24.00@ 
” - ‘ 4 ece 26.00 @ 28.00 
1x4—10” ... 40@45 a4 . 26.00@ 28.00 
Bevel siding— 8/4 ... 28,50@29.50 
NS ares $20.00 10&12/4 33.50@36.00 

%x$”, Flat gr. 23.00 vee 


, 3.00 
Green box 13.00@14.00 


Vert. gr. 26.00 





DOUGLAS FIR 


[Special telegram to AMERICAN LUMBERMAN] 


Portland, Ore., June 23. 
on actual sales of fir, 





F. o. b. mill prices 
June 19, 20 and 22, 


direct only, straight and mixed cars, reported 
by West Coast mills to the Davis Statistical 
Bureau, were as follows: 


Vertical Grain Plooring 


B B&btr & D 
ii hs mvitatonis $28.50 $27.00 $16.75 ae 
eran wae sean 29.00 cae 
BIGGR”  basiccws 28.50 
Plat Grain Flooring 
Se casi helen 15.75 14.50 
Se axwnieees 19.75 15.75 
Mixed Grain Flooring 
Be. 4ivaedu . wenn ieee ane $11.50 
Ceiling 
ia 15.75 13.00 ‘ 
De” upekeweun 15.00 12.50 
Drop Siding, 1x6” 
ere 18.25 15.25 
ee ee es 18.25 15.25 sisi 
Dts Niteteer oars eee ree reas 10.75 
Finish, Kiln Dried and Surfaced 
1x6” 1x8” 1x12” 
Pere re ere $30.50 $25.00 $50.00 
Common Boards and Shiplap 
1x6” 1x8” 1x10” 1x12” 
a ae $10.75 $11.75 $10.75 $15.25 
a ee 7.00 6.00 6.25 8.00 
eS eee 9.00 4.00 4.00 a 
Dimension 
No. 1, 2” thick— 
2° 14’ 16’ 18’ 20 22&24’ 26-32’ 
4”.$10.75 $10.75 $12.00 $12.50 $12.50 ....  ...- 
6”. 10.25 10.25 11. 12.00 11.50 $14.00 $16.25 
8”. 10.50 10.25 11.75 12.25 11.75 14.75 16.25 
10”. 11.00 11.00 11.75 12.25 11.75 14.25 16.50 
12”. 11.25 11.75 12.25 12.25 12.50 14.25 15.00 
2x4”, 8’, $10.50; 10’, $10.75; 2x6”, 10’, $10.00 
Random— 2x4” 2x6” 2x8” 3x10” 2x1i13° 
PA Biewas $5.50 $5.25 $5.50 $8.00 $5.00 
Mo, $.sc-- ‘3.48 3.00 aes sh ee 
No. 1 Common Timbers 
3x3 to 4213” to 30, surfaced ..... 200. $13.25 
Gas te TERRE OO OO, SOME ucvc vewescee 12.00 
5x5 to 12x12” to 407, surfaced ....cccce 13.00 
Pir Lath 
We. 1, 2967S, GRR ik a8 bi0 55050600006 noee 
B&better, Flat Grain Car Siding, 9 or 18’ 
BE we cncuawh seh cea’ ava enon alee ae kare $23.00 
BE .6evibneekbtaad ee bones anode Ramen eae 21.0 





INLAND EMPIRE PINES 


[Special telegram to AMERICAN LUMBERMAN] 

Portland, Ore., June 24.—Following f. o. b. 
mill prices on actual sales were reported to 
the Western Pine Manufacturers’ Association 
by members during the three days ended 
Wednesday, June 24. Averages include both 
direct and wholesale sales and are based on 
mixed car orders. Quotations follow: 


Pondosa Pine 
INCH SELECTS AND COMMON, S2S— 
6” 





a 10” 12” 
C selects AL..... $41.28 $38.16 $43.56 $60.59 
D selects AL..... 27.21 26.59 35.46 54.44 
No. 1 common AL .... 29.00 38.00 44.00 
No. 2 common AL 23.29 20.49 20.54 25.84 
No. 3 common AL 14.19 14.37 14.00 14.41 


SHop, 5/4 anpD 6/4, S2S— 
No. 1...$24.06 No. 2...$14.78 No. 3...$10.44 
SELEcTs S2S, 5/4 anv 6/4, 4” AND WIDER— 
C select AL....$53.20 D select AL... .$35.52 
De: TN OP iva kn td ectwesazesecse BRT 
Idaho White Pine 
INCH SELECTS AND COMMON, S2S— 
6” ad 


10” ro vad 
C selects AL..... rer ee ‘vr ace 
D selects AL..... $41.96 $43.09 $52.94 $86.50 
No. 1 common AL 37.00 39.00 ileal mail 
No. 2 common AL 30.49 30.10 30.56 38.00 
No. 3 common AL 17.96 19.50 19.50 25.45 
SELEcTs S2S, 5/4 anp 6/4, 4” AND WIDER— 
DG Be: Gv cccaides eee’ wctmenees $30.50 
No. 4 CoMMON, S2S, RW RL............ 12.25 
Larch and Fir 
We. 2 Gimeno, S00" BO... oc ass scerces $13.89 
No. 3 dimension, S2S RL 1x8”.......... 31.75 
Drop siding or rustic, C&better, 6” RL.. 18.75 





WISCONSIN HEMLOCK 


Following are f. o. b. Wausau, Wis., prices: 
No. 1 Hemlock Boards, — 





10,12 &14’ 16’ 
$21.50 $22.50 
25.00 26.50 
26.00 27.50 
28.50 30.00 
29.50 31.00 


For shiplap or flooring, 


add 50 cents to 
prices on No. 1 boards. 


No. 1 Hemlock Dimension, S1S1E— 


3’ 10° 12814’ 16’ 
arr ee $25.50 $25.50 $25.50 $26.50 
Ss. ARE ee 23.50 24.50 25.00 26.50 
,> parr rere eee 24.50 25.50. 25.50 26.50 
BEIGF wwe cceseve 24.50 30.50 29.50 29.50 
BEAR” cs scssiceve 24.50 31.00 30.00 30.00 


For No. 2 dimension, deduct $3.00 from price 








66 
RED CEDAR SHINGLES 


Seattle, Wash., June 20.—Eastern prices per 
thousand (shingles packed by the square are 
approximately 5 cents over straight car prices) 
f. o. bk mills are as follows: 


Pirst Grades, Standard Stock, Straight Cars 


TN , See ry $1.15 @1.25 
Pn PE cca eee be ee ee cn aneeen ae 1.25@1.40 
Dt On c cide nrndheaetnea wea 1.85 @ 2.00 
Dn ccsebaeewvebescnnstecae neve 2.20@ 2.35 
6. oo ee ee hee ee 2.70@2.95 
re 2a. MEMEO. occceceseces es 5.75 @7.00 
NN ES: OE —PPe err 1.75 @ 2.25 


Pirst Grades, Standard Stock, Mixed Cars 


Mixed with Mixed with 
cedar lumber fir lumber 


Extra stars, 6/2....ce- $1.30@1.40 $1.20@1.30 
PRE GIGGTO voc ctccccs 1.40@1.55 1.40@1.55 
Pi. EEE ptdnenewn 2.00 @2.15 2.05 @2.20 
BOUFOMRS ccccccccccccee meeeeaee 

Perfections ..csccccces 2.85@3.10 2.95 @3.20 


Royals, 24”, A grade... 6.75@7.00 
Dimension, 5/2, 16”.... 2.35@2.60 2.50 
Pirst Grades, Rite-Grade Inspected Stock 


OID, a vactccuccsonsnuas 1.30@1.40 
Extra clears: 

75% premium clears..........e.-. 1.85 @2.00 

50% premium clears............. 1.65@1.80 
AXAAAK (6/2 perfects).....cccecss 2.00@2.15 
Eurekas (75% vertical grain)...... 3.00 
RS ere er eye 2.85@3.10 
DE ccc nr cwenwew see cee ne an eene 5.75 
Second Grades, Standard Stock, Straight Cars 
Common stare, 6/2... .cccsvccsecceOO.4000.85 
Common stars, 6/2....ccccccceccccs 80@ .90 
PE. ccekeene ea enle eee os 95@1.05 
i, Be POR, ccccucasncanewonnes 1.60@1.85 
a a ag A kta werk inh aed 4.00@5.75 


Second Grades, Standard Stock, Mixed Cars 


Mixed with Mixed with 
cedar lumber fir lumber 


Common stars, 6/2....$0.80@1.00 $0.90@1.00 
> 


Common stars, 5/2.... 80@ .90 1.00 
Common clears ....... 1.05@1.15 1.20@1.30 
No. 2 perfections...... 1.60@1.85 1.45@1.70 





PHILADELPHIA PRICES 


Philadelphia, Pa., June 22.—Following are 
prices prevailing today in this market: 
LONGLEAF YELLOW PINE FLOORING, 1x3-inch— 
Bé&better, $38.00; No. 1 common, $36.00; No. 

2 droppings, $27.00. 

LONGLEAF YELLOW PINE TIMBERS, 

Rough, merchantable grade, water delivery— 

6&8-inch 10-inch 12-inch 14-inch 16-inch 
$36.00 $42.00 $54.00 $64.00 $74.00 

GEORGIA AIR DRIED ROOFERS— 

somques and grooved, %-inch, 6-inch width, 

9.00, 

KILN DRIED YELLOW PINE ROOFERS— 

bh HTN and grooved, standard, 6-inch width, 

22.50. 

NORTH CAROLINA PINE RouGH Box, No. 1— 
10-inch, $25.00. 12-inch, $26.50. 
NORTH CAROLINA PINE FINISH, 


CD cane awa wighg.enie ema $40.00 
NORTH CAROLINA PINE STEPPING, 
Demeter, G/ERIS-IMER ncccccccccccecess $59.00 


NORTH CAROLINA PINE DIMENSION, No. 2 & bet- 


ter— 
84S, %-inch scant, 2x3-inch, 9-foot, $19.00; 
2x3-inch, 16-foot, $21.00. Rough, 2x10-inch, 


10- to 16-foot, $22.50. 


APPALACHIAN WOODS 


Cincinnati, Ohio, June 22.—Average whole- 
sale prices, carloads, Cincinnati base, on Ap- 





palachian “soft texture’ hardwoods: 
PLAIN WHITE OAK— 

4/4 5&6/4 8/4 
af) Sree. $85@100 $100@115 $105@120 
No. 1 com.&sel. 45@ 50 60@ 65 70@ 75 
Se a ee 30@ 33 38@ 40 
No. 3 com..... 20@ 22 24@ 26 26@ 28 
Sd. wormy ... 38@ 40 55@ 57 60@ 62 

PLAIN RED OAK— 
|) PSE ES 66@ 82 75@ 85 90@100 
No. 1 com.&sel. 38@ 50 52@ 55 58@ 62 
No. 2 com..... 28@ 3 36@ 38 38@ 40 
No. 3 com..... 20@ 22 27@ 30 28@ 30 
CHESTNUT— 
CL Pare 70@ 75 85@ 90 95@100 
No. 1 com..... 43@ 46 54@ 59 60@ 65 
No. $-com..... 20@ 21 20@ 21 20@ 21 
Sd. wormy & 
No. 2 com... 28@ 31 32@ 35 36@ 38 
No. 1 & btr. sd. 
wormy ..... 31@ 35 33@ 36 38@ 40 
PoPLAR— 


Panel & No. 1, 
18” & wdr...130@135 


5 150@155 
FAS 85@100 5 


120@130 


Saps & sel.... 60@ 75 80@ 90 95@105 
4 Gee 48@ 52 55@ 60 60@ 65 
ee = aera 33@ 36 40@ 43 45@ 48 
ae: asceus 24@ 26 28@ 30 29@ 31 
MAPLE— 
a err 70@ 75 75@ 78 78@ 80 
No. 1 com.&sel. 45@ 50 52@ 55 57@ 60 
No. 2 com..... 33@ 36 38@ 41 39@ 42 





AMERICAN LUMBERMAN 


NORTH CAROLINA PINE 


Following are typical average f. o. b. Nor- 
folk prices made during the week ended June 
13, as reported by the North Carolina Pine As- 
sociation: 


Rough 
Edge 4/4— 
PE decade wae edb eoa 8 OER EERE ET $38.40 
AU. ha ba ae Aine b ead a wae b OED KEKED ES RARE 25.20 
OS er errr rae ere 17.45 
i Dk: Pah acaeadbhakaecahane Sh be ee ee ee 14.75 
No. 1 No. 2 
B&better No. 1 box box 
Sh eee er tee ee $37.50 eke iaee ean 
2 fae ce 38.75 Tr cna eons 
De wsetetatades 38.40 $28.20 $18.90 $14.90 
Ss al reer 40.00 ceee err IETS 
PE éncewene tan 39.90 31.10 18.65 15.20 
Se” eipeenwaees $3.45 33.75 20.10 16.10 
Men vitneresrut 6.10 $2.00 24.60 17.60 
Edge, B&better— 
OD GFT OR CCL TE CORTE OE CRT TTT OCT $40.60 
PE . £26cedghe ne ees dn eee er Obed ee FOO 54.65 
ROE” £f6arereedowes sd Kbewsrawse meena 58.60 
ees te oe re ee 45.40 
Bark Strips 
s&better | dtc heeee be ke baw eae sewn eee Oe 
BE i ee he veh kee sea eS ve hinge tesee Se 
Dressed 24%” 3” & 
Flooring— W ide Wider 
RS err ee ee $33.90 $33.60 
No. 1 common, }{%”........ 29.70 29.40 
No. 2 common, {?”........ 20.60 20.80 
2%” 3%” 
Ba&better, 997. .....cccceees gaa i $30.85 
3&better, bark strip partition.......... $27.00 
Box bark strips, dressed.........eceee- 14.25 
No. 2 
Roofers dressed 
Pe” Cin kceerGhveavanseve ens head onged $18.50 
err Perr rere ry er rere re re ree ee 18.70 
BE” siesawrade wena 20.10 
PEE” Skit darcdeverncdeseueeernse dees conte 25.60 





WESTERN RED CEDAR 


Seattle, Wash., June 20.—Prices for red 
cedar siding in mixed cars, new bundling, 8 to 
18 foot, f. o. b. mill, are: 


Bevel Siding, 44-inch 


Clear ace ony 
EN. ss00eeeeseees $25.00 $22.00 $17.00 
nn. écttereawe oak® 29.00 24.00 20.00 
SO eae 29.00 24.00 20.00 
Clear Bungalow Siding 
%-inch %-inch 
PM co ke nekenerebeneaaees $43.00 $32.00 
DE 4 vsencedoseeecereotucsewes 53.00 43.00 
TS err ere ee 62.00 coee 
Pinish, B&better 
$28, S48 
or Rough 
PF occa bpeskiweernainanandseawrneke 50.00 
RE cc ieee ehePEREKSRD HSER OT CREAMED 55.00 
BE stcivekkcaaweet kare vs obese eeawee 70.00 
a a a ils id at Gated ie cw we see ah ee 85.00 
BEE oh60:s 6 KRG RARHOKOOOHESD EC EO RRO OO OR 90.00 
SE. ccc aearadaneekede ves kaeveeniwas 95.00 
as tenis Kai pa hak ae bas awh be we ee 100.00 
Oo ee 6! Eererrrr rrr Tere rrr Te Te eT 105.00 
Clear Ceiling or Flooring, One Side V or B 
BEB, SB 0B ES vcccecccecvvesvsscecescvde $35.00 
IO B WD BP ccvcscccrccosctesecesesssen 40.00 
Discounts on Mouldings 
Made from 1x3” and under....... ere 
MaGe framd GthOF SIGOR. ccccccdsscccesoces 45% 


For 50,000 feet or more, additional dis- 


CE conned sa Uertnanss Caeseeseowkednnns 5% 
Clear Lattice, S45, 4 to 16’ 

100 in 

OF Vcccnsnduse Heeeebeteeaveseeeasenase 2 

ign oc ako saa ce ih a a A ee .35 

| (nr mrt errr rt Tre 26 





CROSS TIES 


St. Louis, Mo., June 22._-The following cross 
tie prices prevail f. o. b. St. Louis: 


Untreated S’th’n 


White Southern Heart 

Oak Sap Pine Pine 

No. 5, 7x9”, 8’, 9” face. .$1.15 $0.95 $1.80 
No. 4, 7x8”, 8’, 8” face.. 1.05 .85 1.50 
No. 3, 6x8”, 8’, 8” face.. .95 .75 1.28 
No. 2, 6x7”, 8’, 7” face.. .85 .65 1.12 
No. 1, 6x6”, 8’, 6” face.. .75 .55 .96 


Red oak and heart cypress ties, 10 cents 
less than white oak; tupelo and gum cross 
ties, 15 cents less than white oak; sap cypress, 
20 cents less than white oak. 


Switch -« Bridge 
Ties Plank 
OO oo ce cakeakKenmeneneke $35.00 $33.00 
Me £25 dscbedeevecenceean 32.00 30.00 
Tee OES BOR sc cckctivuccve 30.00 ona 
Southern sap pine, untreated— 
a EE ie eee ee 27.00 
a eee ee 29.00 





June 27, 1931 


WEST COAST LOGS 


Everett, Wash., June 20.—List price of logs: 

Fir: No. 1 $18; No. 2 $14; No. 3, $10. Some 
logs sell at $1 less, distress logs bringing 
lower averages. 

Cedar: Shingle logs $9@10; lumber logs, $29, 

Hemlock: No. 2 $10.50@12.50; No. 3 $9@1. 


Spruce: No. 1 $22@27; No. 2 $15@19; No 
3 $10@12. . 


NORTHERN HARDWOODS 


Following are prices of northern hardwoods 
f. o. b., Wausau, Wis.: . 








AsH— 
FAS Sel. No. 1 No.2 No.3 
4/4 ...$ 55.00 $ 45.00 $ 40.00 $ 28.00 $ 16.09 
5/4 ... 60.00 50.00 45.00 33.0 18.00 
6/4 ... 65.00 60.00 50.00 35.00 18.00 
8/4 85.00 75.00 55.00 40.00 18.00 
BircH— 
4/4 64.00 44.00 34.00 24.00 16.00 
5/4 68.00 48.00 38.00 28.00 17.00 
6/4 72.00 52.00 44.00 30.00 17.00 
8/4 77.00 62.00 54.00 36.00 18.00 
10/4 90.00 80.00 70.00 55.00 
12/4 - 95.0 85.00 75.00 60.00 
16/4 130.00 115.00 100.00 pane 
5/8 58.00 39.00 26.00 20.00 
3/4 ... 60.00 42.00 30.00 21.00 
Thin 4/4 60.00 42.00 30.00 aid 


Price of No. 2 and better, 1x4 inch and 
wider, 4- and 6-foot lengths, $26. 

For select red, add $10. 

Rough birch, 6- to 16-foot, 1x4 inch, two 
face clear, $60; one and two face clear, $42; 
1x5-inch, two face clear, $60, one and two face 
clear, $42. 

Sort MaPLe— 


4/4... 55.00 40.00 32.00 22.00 16.00 
5/ «+e 62.00 47.00 38.00 27.00 17.00 
6/4 ... 65.00 50.00 40.00 28.00 17.00 
8/4 ... 65.00 50.00 45.00 30.00 18.00 
Sort ELM— 

FAS No. 1&sel. No. 2 No. 3 
4/4 48.00 33.00 23.00 20.00 
5/4 ... 55.00 40.00 26.00 22.00 
6/4 60.00 40.00 26.00 23.00 
8/4 65.00 45.00 32.00 23.00 


FAS Sel. 
tock ELM— 


No. 1 No. 2 No. 3 


4/4... 80.00 55.00 25.00 19.00 
5/4 ... 85.00 rene 60.00 30.00 20.00 
6/4 ... 90.00 ----7 65.00 30.00 20.00 
3/4 95.00 ani 75.00 38.00 25.00 


8/4 ... 
10/4 ... 105.00 85.00 52.00 


12/4 ... 115.00 95.00 57.00 30.00 
BasswooD— 

4/4... 55.00 45.00 35.00 21.00 16.00 
5/4 ... 60.00 50.00 42.00 23.00 18.00 
6/4 ... 65.00 55.00 45.00 25.00 18.00 
8/4 ... 70.00 60.00 50.00 26.00 21.00 
10/4 ... 75.00 65.00 55.00 35.00 

12/4 80.00 70.00 60.00 40.00 


Keystock, No.1&better, 4/4, $65; or on 
grades, FAS, $75; No. 1, $55; No. 1&better 4/4, 
$70; or on grades, FAS, $80; No. 1, $60. 

One and two face clear, 6- to 16-foot, 1x4- 
inch or 1x4-5-inch, $50; 1x5-inch, $55. 


RED OAK— 
ie oo 85.00 65.00 50.00 32.00 14.00 
5/4 ... 90.00 70.00 60.00 38.00 18.00 
6/4 ... 105.00 85.00 70.00 40.00 18.00 
8/4 ... 110.00 90.00 75.00 45.00 18.00 

HARD MAPLE— 
4/4... 58.00 48.00 36.00 26.00 13.00 
5/4 ... 70.00 50.00 40.00 28.00 16.00 
6-4 ... 75.00 55.00 40.00 30.00 16.00 
8/4 ... 75.00 55.00 45.00 32.00 16.00 
10/4 ... 90.00 70.00 60.00 40.00 

12/4 ... 110.00 90.00 80.00 42.00 

16/4 ... 150.00 130.00 120.00 mre 


Harp MapLeE RouGH FLOORING STOCK— _ 
No. 1 No. 2 No. 3A 


com, com. com. 

ae ey $34.00 $24.00 $16.00 

54 aaa atee diecnraaate aioe 36.00 26.00 18.00 

ERE ..ee 28.00 =: 18.00 

— No. 2 and ees 

te ere mer parent re $38.0 

ai arack: ala'erincekadeuaitWiaardahn aka diiaton COE 44.00 

FAS Sel. No.1 No.2 No.3 

Of scat $66.00 $56.00 $46.00 $32.00 $22.00 


Additions for special widths of No. 1 and 
better in all hardwoods, standard lengths, are: 
8-inch and wider, $10; 10-inch and wider, $20; 
12-inch and wider, $30. 


END DRIED WHITE MAPLE 


Prices on end dried white maple, f. 0. D. 
mills, lower Michigan: 





FAS No.1 &sel. 
CRETE $ 35.00 
saa ois (LTT Re PARTE . 115.00 90.00 
a hac atacee ale gate Ae tee 120.00 95.00 
| Sa anaes eae ee 125.00 100.00 
BPS eee a 150.00 125.00 
Me oe so aaa naan - 160.00 135.00 
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SALES PRICES OF SOUTHERN HARDWOODS 


Following were sales prices of southern hardwoods received during the week ended June 16, Chicago basis: 


4/4 5/4 6/4 8/4 4/4 5/4 6/4 8/4 
p Rep GuM— MIXED OAK— a it.-* Saal 
FIGURED ie i i te ch A ee Sd. wormy.. 30.00@ 35.50 ............ ees oe ee 
Pin. FAS... 96.40 “ wi 
Rep GuM— se PorpLar— 
td. FAS.. 69.00@ 82.25 73.00@ 85.25 82.00 87.90 Pin. FAS... 71.50 .. se Cee re ar ee 

ON Se Ce paeeeenehane davenee stews 61.25 Saps ..... 43.00 ES SCL meet SEAS eR ee 

Pin ° PAS. - 63.25@ 71.75... eee ees eee eee eee cere ee eenes SE RS RC reper oe eer eer ae ne oom ee 
No. 1&sel. 40.50@ 44.75 45.75@ 47.75 i Saps & sel. 45.50 ee |.) rr errr rrr mer rrr rr rr ere 
MO, 8 .s+ S636 (== = § eeeevesvewes BOT ne ee eee eee We toes. SEITE SI.26 27.76 §—  akwnerciacwas peaesee enece 
Gu No. 2-A.. 30.25 meee ”)0=——“(é= GGG 33.5 

SAP _ e ~ eg 99 Fr 9 
ee Pan... 46.75@ 47.25 47.75 417.75@ 50.50 49.25@ 55.00 i 2 eee Ul i (‘(tét*éC HR ROOD 24.50 ~ ceccceccrees 

ONO. j&sel. 32.00@ 34.25 ............ 34.00@ 34.50 34.25@ 36.00  pypEero— 

Pin. FAS.. 32.75@ 36.50 37.50 16.50 nee eee eens ee ee. 20 pe ete aber Gi Seti 
No. 1&sel. 26.00@ 31.25 29.00@ 36.25 31.50 ae tet ereenees i. Mr | |” ‘Sv gieharierteielle ngdesNGLMaManbr alia annie 
No. 2 .-- 24.25@ TEED wesseeeeenws SE.7EQ@ 2E.7T5  cccsvcosvene Sorr Marta— 
asst Dee, SSNGREREE SH —RLNNEKESYSSS “Whewnes wees a eS ea 44.50@ 47.00 ............ 

Black Gum— |, . 9¢ OF nr No. 1&sel., 
e+ Bg a Sl aiales —y I ee tae gl or eee 32.50@ 36.00 ............ 
No. 1&sel. 30.25@ 37.25 32.50 32.50 32.50@ 35.50 
ae BEECH— “a 
os ox sat ETE IE Te BN PRE eee RRR E ane ve 55.50 
eas See 0 HEN HETNEES © Teseokahoved. Seetes ET A oe soa te dog 8 eg ene ape a eee 40.50 
WHITE OAK— PREG eed osc e aa, sea Gbuione aa eases 28.50 
Qtd. FAS..122.25 neuen venns ny ceruvevens te sees eeeeeees gs 
Pin. FAS... 72.25@ 80.50 88.25@ 97.75 91.25@ 95.50 106.75 — ICKORY— ; 
No. 1&sel. 41.25@ 47.75 45.00@ 54.25 57.00 60.50@ 64.75 thls oa eee ROC) skicwiaeraias ig argip i, wire ae ecetetata uae 74.00 
No. oO SS 5: eee oe eee eee ee eee Cottonwood— ene 
a Oe .. RT DNE cccesteesed <chswarsesee anne nenaee a RR Ree 37.50 =a tee e eee eens see eeeeeeens 
No. 3, Pe SE Gee «avkeeseansed severe Sdegas eedledopin wees No. 1&sel.. 29.00@ 31.00 32.00@ 33.50 ....ccccccce 36.00 
a ee Se 8 & ee NEMEe Pen CReeD se ee ER OOO SyYcAMORE— 
sp OAK— . Pe is a ke tee MO aie teadee Reenter amen 54.00 
"Pin, FAS... 59.00@ 66.25 70.50@ 74.25 76.00 $8.50 TEE: sacenaKa tie -seapasbekh. avgpadeeretn 39.00 
No. 1&sel. 37.50@ 43.75 43.25@ 51.75 50.25@ 54.50 1 .eee eee ees ee atc kw ee ea en en ad ce adn 27.00 


No.1 com, 43.50 


Mo. & ..+ S0-20@ 96.75 42.75 cncccccceess seesenvecoes MAGNOLIA— = 
No. 3, fig. 22.00@ 24.25 32.75 =«-_—«_—caavcevcvces ceoveecccecs FAS ..-0-- 51.5 





This Week’s Market Reports 


For Editorial Review of Current Market Conditions See Page 29. For Review of Market 
Conditions in Chicago District See Page 47. 


NORTHERN PINE mt are — cheap, but stock from the 


and is even cheaper. Revised 
BUFFALO, N. Y., June 23.—The northern quotations: Dimension, all-rail, 8- to 20-foot, 
JFFALO, N. f., « in inom 4 sr, $36@37; 9-inch, $37@38; 
pine demand continues in small volume. The  8-inch — a 36 cn ead@ei, ich 
industrial consumption is not as large as ther hey y ote P a am. Sek. aan Schenidh 
‘ e . > y S, Z2X0@- & - > “et a? - 4 - 
sometimes at this season, and in the build- cane ray) 6031: cetacean sane ae: Renny 
ing line there is not much doing outside of 960, SX, $: Sieh Pe Sigg ehh tai . DIS. 
repair work The latter class of construc- covering, 5-inch and up, 8-foot — up, DIS, 
4 «c Ape » 

ara ' i : : »rchantable $28@29; matched, random 

; is pivinge » retailers a little business. merchantable, $ p29; | | 
a oe ie ee 2 ” lengths, 1x6- and T-inch, $30@31; random 


widths, clipped 8- to 16-foot, $31@32; furring, 
EASTERN SPRUCE 2-inch, $25@25.50; lath, 1%4-inch, $3.50@3.75; 
F ’ —ae l5g-inech, $5. 
BOSTON, MASS., July 23.—Something is ’ 
being done in eastern spruce dimension but HEMLOCK 
competition with coast fir does not permit 
much expansion. tail trade in random 


iengths, already slow, has been further re- 
stricted by continued heavy rains. Excellent 


BOSTON, MASS., June 23.—Retailers are 
moving much less hemlock this season than 
usual, and are content to carry light stocks. 
New England and Maritime hemlock is so 

quiet that it is difficult to fix the current 
OAK FLOORING range of prices. Western hemlock also is 

Foll f aaa lot moving slowly, but prices have been steadier. 

‘ollowing are averages of actual carlo Disturbing reports are current that whole- 
— Se ee tes ts tee a? salers have recently bought heavily for July 
facturers’ Association for business done dur- shipment. 
ing the week ended June 13: 





2/18" Thick 3.” Thick NEW YORK, June 22.—Competition seemed 
13/16" Thick 2 are a little stronger in western hemlock during 
a a 7 Y 52.0 » week Several representatives of West 
Cc , $94.00 PP: 80.00 $52.00 the week. Severa ‘pr t D 
oa: pe pain a “xT a dae $ ite _... Coast mills reported difficulty in finding ship 
Sel. qtd. wht.... 58.00 oe mew aaa space for their orders. 
Sel. qtd. red.... 53.60 feat We = cas 
Clr. pin. wht.... 63.12 $42.50 51.7 39. 
Clr. pln. red... 52.17 49.57 49.25 36.47 HARDWOODS 
y 5 36.3 34 35.90 on . oes 
ge} Din. wht.... 42.46 36.38 3x00 «630.45 BALTIMORE, MD., June 22.—Hardwood 
a's cane a 25.66 22.11 : 19.72 men are disposed to see evidence of a better 
No. 1 common R 23.27 22.00 2950 feeling in the trade. They declare that 
No. 2 common... 11.33 15.42 a 10.50 greater interest in offerings is being shown, 
1%” Thick 5.” Thick with some inquiries resulting in business. 
9” 1%” ‘gn 1%” Stocks still seem to be large enough, but 
Clr. qtd. wht... .$86.50 Reson: $99.50 ere curtailment is beginning to have some effect. 


Cir. qtd. red.... 75.00 


re aiatach Spreads in quotations of competing sellers 
Clr. pln. wht.... 52.50 $62.00 57.04 


show a narrowing. The foreign trade is vir- 


Clr. pln. red.... 54.50 49.50 51.30 tually stationary. 

Sel. pln. wht.... 41.95 38.50 45.50 ase a es 

Me Pin. Fed.... 42.13 39.88 40.50 ::**  GINCINNATI, OHIO, June 23.—Continued 
No. 1 prrconenaenl R .... 28:50 Saag .... inquiry for southern hardwood dimension is 
No. 2 common. 12.50 ccee sees aaa being received from auto factories and body 





builders, and some from the implement trade. 

Oak, gum and poplar are the principal woods 

MAPLE FLOORING wanted. Hand-to-mouth buying of rough 

iw ae Geeting stock, mostly 4/4 No. 1 common and better, 

Sales by Michigan and Wisconsin flooring ji. peing done by the furniture trade. Ex- 

ills ar ‘ aple flooring as re- CE NOOO laa AES ae gig é eg 

nw ag Bag tag Reap Rane: on Manufacturers noe are receiving more frequent in 
Association, averaged as follows f. 0. b. cars uUirles. 


page & mill basis during the week ended NEW YORK, June 22.—While neither orders 
June 20: 


First Second Third nor inquiries. increased appreciably over the 
x24” $58.76 $48.42 $28.87 week, reports say, however, that furniture 
-) eee er $58.7 $48.42 28. 


retailers were replenishing their stocks, and 
since furniture manufacturers have not 
bought in large quantities in some time, it is 
hoped that their new orders will bring them 
into the hardwood market. Prices on maple 
and birch were said to be firmer. 


BUFFALO, N. Y., June 23.—Hardwood buy- 
ers are not inclined to add to their stocks 
unless they have immediate use for the lum- 
ber. Trade is not up to normal. The main 
drawback is unsatisfactory prices. Competi- 
tion is as keen as for a good while. 


WESTERN PINES 


BUFFALO, N. Y., June 23.—Demand for 
western pines is small, neither retailers nor 
industrial users being disposed to stock up. 
Supplies of most items are ample, and prices 
show no change. Wholesalers say their cus- 
tomers are carrying small stocks, and believe 
improvement will take place late this sum- 
mer. 





KANSAS CITY, MO., June 23.—Railroad de- 
mand for western pines has decreased to al- 
most nothing, and retail yards are doing 
little buying. Industrials are not interested. 
Prices have a tendency toward weakness, but 
are not expected to go much lower, according 
to mill representatives. 


DOUGLAS FIR 


BALTIMORE, MD., June 22.—Business in 
fir is quiet, and much of the trade is done 
at a loss. The ocean freight rate situation 
has a father confusing aspect, with some 
shippers able to command an advantage over 
others. The movement is held down. Some 
gain in the inquiry is to be noted. 





NEW YORK, June 22.—A very small in- 
crease was seen in sales of Douglas fir during 
the week. Practically no inquiries were re- 
ceived from the railroads. Not much improve- 
ment in trade is expected until intercoastal 
shipping conditions become better. 


KANSAS CITY, MO., June 23.—Sales of 
Douglas fir last week were in limited quanti- 
ties, and almost entirely to retail yards 
whose stocks were depleted. Prices are un- 
changed. There is almost no inquiry. 


SOUTHERN PINE 


BOSTON, MASS., June 23.—The southern 
pine trade is quiet. Recent business has not 
included any really large sales, and not 
many small ones. Most retailers are keeping 
their yard stocks as light as possible. Prices 
certainly are no firmer. Roofers are offered 
at $21.50@22 for 8-inch air dried. B&better 
rift shortleaf flooring is offered at $66, and 
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longleaf at $74 B&better partition is mov- 
ing slowly at $38@39. 





BALTIMORE, MD., June 22.—Longleaf de- 
mand is comparatively good. Sales are large 
enough to take up the production. The yards 
are placing some orders, and spurts in in- 
quiry give encouragement to the producer. 
A considerable increase in stocks of North 
Carolina pine on the wharves here is re- 
ported, with the demand little, if any, larger, 
and pressure upon the market quite severe. 


CINCINNATI, OHIO, June 23.—Fill-in or- 
ders for southern pine are becoming more 
liberal as the building season gets under 
way. Mills are showing more independence, 
and prices, though not materially changed, 
are stiffening. Most of the sales are of di- 
mension, sheathing and other common lum- 
ber. Planing mills are making more in- 
quiries, and wholesalers report that buying 
generally is less spotty. 





KANSAS CITY, MO., June 23.—Production 
of southern pine was slightly curtailed last 
week. Sales are still in excess of produc- 
tion, but shipments have been keeping pace 
pretty well with bookings. Quotations have 
held fairly firm in the face of the continued 
lack of demand, but are beginning to show 
weakness. Dimension lumber is slightly 
weaker, and B&better flat grain flooring is in 
oversupply and price declines are expected. 
Industrial demand is exceedingly light. Buy- 
ing for the account of southern Texas yards 
has shut off, although shipments continue to 
be made on old contracts. 


NBPW YORK, June 22.—Prices on southern 
pine remain unsatisfactory. Several repre- 
sentatives reported that they could have busi- 
ness if they wanted it, but that prices were 
too low to show a margin of profit. Accepted 
orders were small and scattered, the largest 
demand being for longleaf. There was some 
increase in inquiries for small lots during the 
first part of the week, but placements were 


~ CYPRESS 


BALTIMORE, MD., June 22.—Cypress is 
holding its own fairly well, with low grades 
being sought in competition with other 
woods on a moderate scale, while high grade 
Gulf stocks remain firm. The mills still re- 
fuse to entertain offers decidedly under the 
figures which they have set, and there is 
a undertone of strength, though stocks are 
quite large. 


CINCINNATI, OHIO, June 23.—Buying of 
cypress continues spotty. Prices are steadier, 
however. Factory lumber has a better call 
here, and inquiry for tank cypress and for 
finish is becoming more general. 


CLAPBOARDS 


BOSTON, MASS., June 23.—Demand for 
clapboards continues quiet. Retailers are 
making few additions to their light yard 
stocks. Offerings of native white pine and 
eastern spruce clapboards are so small that 
quotations remain fairly steady. Some lots 
of West Coast clapboards, particularly red 
cedars, are to be had pretty cheaply. 


SHINGLES AND LATH 


KANSAS CITY, MO., June 23.—Sales of 
shingles and lath are extremely light. 


BOXBOARDS 


BOSTON, MASS., June 23.—Boxboard prices 
are weak. Consumers are placing few new 
orders, and many are delaying deliveries on 
old contracts. Box and shook manufacturers 
find they can pick up boxboards today for 
materially less than they were quoted on 
contract last winter. Round edge white pine 
inch boxboards are offered at $20@22 for log 
run. 








The Classified Section gives 
you the largest coverage in 
the lumber field. 
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New Ventures 


ALABAMA. Birmingham—Herbert Kyser, pres- 
ident Crotwell Bros. Lbr. Co., has leased adjoin- 
ing space for second-hand lumber yard, separate 
from Crotwell business, 

Birmingham—Sam Scalco has started second- 
hand lumber yard at 700 Third Ave. 

CALIFORNIA. Hawthorne—Hawthorne Lumber 
Yard has opened at 226 N. Hawthorne Blvd. 
Robt. H. Taylor is manager. 

Los Angeles—Galistone & Wass have engaged in 
furniture manufacturing at 1126 Santee St. 

FLORIDA. Jacksonville—St. Johns Lbr. Co. 
opened retail yard. 

IDAHO, Moscow—George F. Brinson has en- 
gaged in the woodworking business on Third St. 

INDIANA. Evansville—Charles White, formerly 
of Boonville and Princeton, and Raymond Ashby, 
formerly of Raymond & Ashby, Boonville, have 
formed lumber brokerage firm. 

KANSAS. Galva — Conway-Owens-Neylon ULbr. 
Co. opened local yard. 

Hillsdale—Hillsdale Lbr. & Hardware Co. re- 
cently opened yard. 

KENTUCKY. Monticello—Hurt-Fish Lbr. Co., 
of Somerset, has opened yard at Monticello. 

MASSACHUSETTS. Jamaica Plains—Barney & 
Cary Co., Boston, opened local yard. 

MINNESOTA. Minneapolis—F. N. 
1220 Foshay Tower, 
business. 

MISSISSIPPI. Inverness—Cash & Carry DLbr. 
Co. recently opened yard. 

MISSOURI. St. Louis—Ball Lumber & Supply 
Co. recently began. 

OHIO. Miles Heights—Vanis Builders Supply & 
Lbr. Co. has leased land and buildings at 16,726 
Miles Ave for 10-year term at $168,000. 

OKLAHOMA. Lamont—B. E. Mendelhall Lbr. 
Co. recently began. 

OREGON. Eugene—A. C. Newberry is about to 
establish a handle factory on Sixth Avenue West. 

Medford—Frank Yashin has engaged in business 
at 924 S. Central St. as City Cabinet Works. 

Mt. Angel—O. L. Wither has engaged in lum- 
ber and building material business under name 
of *Mt. Angel Lumber Co. 


McCarthy, 
recently began commission 


TEXAS. Turner—Crawford Lbr. Yard recently 
began, 

UTAH. Salt Lake City—Utah Lbr. Co. will be- 
gin July 


VIRGINIA. 
cently began. 

WASHINGTON. South Bend—Pacific County 
Lbr. Co., first retail yard on Willapa Harbor, has 
been formed by Walter Hamilton, former sales 
manager Lewis Mills & Timber Co., and C. C., 
Johns, Raymond manager of F. G. Foster Co. 


Norton—D. M. Holland, retail, re- 


Business Changes 


ALABAMA. Birmingham—Lassetter Lbr. Co., 
headed by W. O. Lassetter who died recently, will 
be continued under the same name by W. B. Las- 
setter. Sawmill and yard at Cullman have been 
disposed of by W. O. Lassetter estate. 

Tuscaloosa—Leland-McGee Supply Co., operating 
large building material store, has discontinued. 

Union Springs—Union Springs Lbr. Co. closing. 

ARKANSAS. Hope—R. G. McRae has acquired 
sawmill, kiln, machinery, and 2l-acre site of Hope 
Lumber Co. 

CALIFORNIA. Alturas—Drake Lbr. Co. closing 
local yard. 

GEORGIA. West Point—West Point Investment 
Co. involved in petition in bankruptcy. 

ILLINOIS. Chicago—Southwest Lumber Sales 
Corp. discontinuing local office July 1. 

DeKalb—Hussey Lbr. & Coal Co. has leased coal 
and material yard of Hussey Lbr. & Coal Co. at 
Glen Ellyn and will operate as branch. 

Glen Ellyn—Fred J. Hussey sold to Hussey Lbr. 
& Coal Co., DeKalb. 

Murphysboro—The Huthmacher stocks, recently 
acquired by E. W. Fix, will be sold by auction 
beginning June 24, through Robert Sales & De- 
velopment Agency. 

INDIANA. Delphi—Camden Lbr. Co., of Cam- 
den, has sold Delphi yard to Allen A. Wilkinson 
Lbr. Co., line yard with headquarters at Indian- 
apolis. 

IOWA. Chariton—Chariton Supply Co., has 
changed name to Chariton Lumber & Supply Co., 
adding a complete stock of lumber and millwork. 

KENTUCKY. Auburn—Auburn Lbr. Co. has 
been purchased by Brown-Richardson & Co., own- 
ers of Russellville Planing Mills 

Russell—Russell Lbr. & Supply Co. involved in 
involuntary petition in bankruptcy. 

MASSACHUSETTS. East Boston—Cleale Hard- 
wood Co., allied with Cleale Lbr. Co., Boston, has 
bought Parker-Desmond Lbr. Co. assets at price 
sufficient to give its creditors 50 to 60 cents on 
dollar. Ralph M. Cleale will make future head- 
quarters at 148 Border St. 

MICHIGAN. Detroit-——-Michigan Wood Product 
Mfg. Co.’s manufacturing end has been taken over 
by Wilcox & Weissenger, mfrs. of tables, 9200 
Freeland. 

Muskegon—Fitzjohn Mfg. Co., truck bodies, in 
hands of Bankers Trust Co. as receiver. 

Wells—I. Stephenson Co. (Trustees) after July 


1 will be Known as I. Stephenson Co. 

MINNESOTA Peterson—Botsford Lbr. Co. 
local yard. 

MISSISSIPYI. Jackson—F'red Parsons, wholesale 
and retail in bankruptcy. 

MISSOURI. Princeton—Lowry-Miller Lbr. Go 
Frank Lowry and Roy Miller, has bought back 
from Cousins Lbr. Co, the east yard it sold to 
that company some four or five years ago, 

NEBRASKA. Bloomington, Guide Rock ana 
Naponee—R. S. Proudfit Lbr. Co. has sold its 
Guide Rock and Bloomington yards to J. B. Bly 
connected with it since 1882; and its Naponee 
yard to S. E. Ely, connected with firm since 1994 
J. B. Ely’s son Hubert will manage Guide Rock 
yard, and his son Ransom the Bloomington yard 
S. E. Ely’s son Paul will manage Naponee. Frank 
and George Proudfit, sons of R. S. Proudfit, de- 
ceased, own yards at Seneca, Angora, Potter and 
Minatare; headquarters at Lincoln. 

NEW JERSEY. Bergenfield—Gallaway Lbr, & 
Supply Co. reported involved in involuntary petj- 
tion in bankruptcy. 

Camden—H. Humphreys & Co., wholesale hard- 
wood, closing out. 

NEW YORK. Brooklyn—Flushing Lbr. Co., re- 
tail, closing out. 

Syracuse—Sisson Lbr. Co. closing out. 

NORTH CAROLINA. Oxford—Moore Lbr. Co, 
in bankruptcy. 

Thomasville—Southern Veneer Co. reported sold. 

NORTH DAKOTA. Foxholm, Grano and White 
Earth—Rogers Lbr. Co. closing local yards, 

OHIO. Cincinnati—John Byrns, president Queen 
City Carving & Turning Co., has asked for receiy- 
ership. 

Columbus—Gobey Lbr. Co. discontinuing busi- 
ness. 

Jackson Center—Jackson Center Lbr. Co. is be- 
ing absorbed by Klipstine Lbr. Co., of Sidney, to 
which stock will be moved. 

Williamsburg—The business of Delmer Jester, 
deceased, has been bought by Henry Andres, of 
Summerside, and has been named the Williams- 
burg Supply Co. 

OREGON. Portland—R. S. Anderson Lbr. Co., 
wholesaler, in bankruptcy. 

Portland—Drake Lbr. Co. now Drake Lbr. & 
Fuel Co. 

Portland—William Zawistowski has retired from 
Columbia Hardwood Floor Co. 

Reedsport—Reedsport Lbr. Co. property has been 
leased for 5 years by Firland Lbr. Co., formerly 
of Portland, with option to buy. Mill will be 
reconstructed and start in few weeks, shipping 
fir by vessel to California. 

TENNESSEE. Pulaski—J. M. Patterson & Sons 
is liquidating, following death of J. M. Patterson. 

UTAH. Salt Lake City—Utah Pioneer Roofing 
Co. will add retail lumber department. 

WASHINGTON. Knappton—Knappton Mills & 
Timber Co. has filed voluntary petition in bank- 
ruptcy. 

WISCONSIN. Madison—Wm, Brunsell, formerly 
of Brunsell & Nygaard, contractors, has joined 
West Side Lbr. & Fuel Co. 


Closed 





Incorporations 


ARKANSAS. Hope—Hope Lbr. Corporation; 
$10,000; R. G. McRae, B. C. Shipp and Margaret 
M. Shipp. It has bought mill, mill site and 
timber of Hope Lbr. Co., manufacturer and re- 
tailer, but latter’s 7,200 acres of land have not 
yet been sold. 

FLORIDA. Pensacola—The Allen Turpentine 
Co.; to manufacture pine products. 

ILLINOIS. Chicago—O. V. Palmquist & Sons 
(Inc.), formerly operated as Palmquist & John- 
son, millwork. 

INDIANA. 
dissolve. 


KENTUCKY. Lothair—Mountain Lbr. Co., $10,- 
000; C. G. Bowman, John and Chas, Watts and 
Bowman-Watts Co. 

MASSACHUSETTS. Dorchester—Robt. P. Wil- 
liams, retailer at 60 Top Hill, has incerporated 
for $25,000 as R. P. Williams Lbr. Corp. of Boston. 

Boston—Superior Parlor Frame Co. 

Stoneham—Kimball Roadstands Corp., $75,000. 

Watertown—Home Modernizing & Roofing Co., 
$50,000; Jas. W. Fitzgerald et al. 

MICHIGAN. Saginaw—Saginaw Lbr. Co. changed 
authorized capital to $500,000 preferred and 50,- 
000 shares n. p. V. 

NEBRASKA. Randolph — Ludwig Schomberg 
Lbr. Co.; $40,000; Ludwig and L. W. Schomberg. 

NEW YORK. Brooklyn—M. & A. Spector Co. 
incorporated to operate business in New York City. 

Brooklyn—Newport Furniture Factory (Inc.), bY 
Morris W. Vogel and others. 

New York City—Bronx Woodworking Co. 

New York City—The Reichek Furniture Factory 
(Inc.); $20,000. 

Salamanca—Salamanca Furniture Works. 

NORTH CAROLINA. Charlotte—Wiggins Lbr. 
Co.; $50,000; J. L., T. J. and Fred J. Wiggins. 

Mayodan—Mayodan Lbr. Co.: $100,000: J. V. 
Highfill, J. C. Johnson and T. H. Turner of Wins- 
ton-Salem. 

Mount Airy—The Barble Furniture Co.; manu- 
facturer; $10,000. 

OHIO. Cleveland—Highland Building Material 
Co., 17606 Bradgate, Ed. J. Conrad et al. 


Anderson—Davidson Lbr. Co. will 
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Warren—Warren Home Coal & Supply Co.; $25,- 
000; Nick Theoharis et al. 


OREGON. Portland—wW. C. Freed & Co., manu- 
tater ad The Pacific Wood Products (Inc.); 
furniture manufacturing, $10,000. 

PENNSYLVANIA. Glenolden—-J. E. Mitchell 
Co. old concern, $5,000. | b 

Philadelphia—Robert Cc. Laird (Ine.), $10,000. 


Batesburg—Brabham WLbr. 
Corp.; 8S. C. Parler, president; L. P. Brabham, 
secretary; R. C. Brabham, treasurer, 
*Golumvia—Camden Lbr, Co., $10,000; J. R. Belk, 
E. B. Mobley, R. N. Perry and John T. Stevens. 
“gpartanburg—Palmetto Sales & Commission Co.; 
$10,000; J. BE. Cliatt, president and treasurer; W. 
fT, ‘Turner, vice president and secretary. 

TEXAS. Dallas—Amis Lbr. & Wrecking Co. 
Dallas—The Wood Treating Corporation, B. C. 
Verner, 3716 Harvard St.; to establish plants at 
this point, Fort Worth, Waco and Tyler, Tex. 
Fort Worth—The Hub Furniture Co., manufac- 
turer, 1529 East Broadway, increased capital from 
$215,000 to $265,000. 

presidio—Presidio Lbr. & Hardware Co., $60,000, 
old concern. 

WASHINGTON. Seattle—Canal Tie & Timber 
Co., to import and export timber products; $2,727. 
South Bend—The C, M. R. Timber Co., saw- 
mill and shingle mill; $50,000. A Byron Craw- 
ford interested. 
WISCONSIN. 


SOUTH CAROLINA, 


Racine—Wisconsin Pattern Works. 


Casualties 


ALABAMA. Birmingham—Moorer Lbr, Co. had 
$2,000 loss to boiler sheds, with some insurance. 
Sheds will be rebuilt. 

CALIFORNIA. San Jose—California Planing 
Mill, 132 Montgomery, June 10 destroyed by fire 
with $25,000 loss. Ralph Staweski is owner. 

COLORADO. Denver—L. Mandel & Son, 7th & 
Curtis, had $5,000 fire loss, 

INDIANA. Fairmount—Fairmount Lbr, Co. 
owned by Mrs. Coryell had $40,000 fire loss. 


Fort Wayne—Standard Lbr. Co. had $1,000 fire 
loss. 

IOWA. Des Moines—N. S. Neilson Lbr. Co., 
building at 624 Des Moines S*., with machinery 


and large stock of lumber and millwork, was de- 
stroyed by fire June 17 with loss of $22,000; cov- 
ered by insurance, 

KENTUCKY. Lexington—I. J. Engel lost ware- 
house containing walnut and cherry lumber; dam- 
age $5,000, not insured. 

MICHIGAN. Detroit—Independent House Wreck- 
ing Co., Albert H. Grassman, lost two warehouses 
and lumber by fire June 15. 

Grand Rapids—Keegstra Lbr. Co., 1920 Raymond 
St., S. E., has $4-5,000 loss by fire, 

MISSISSIPPI. Corinth—Golden Sawmills, owned 
in St. Louis, June 5 had fire damage of $3,000, 
principally to boiler room, 

Vaiden—S. J. Peeler mill had fire loss, covered. 





NEBRASKA—Ellis—D. BD. Bone Lbr. Co, had 
fire loss; only part of stock was saved. 
Hastings—Yost Lbr. Co. had fire loss of $10,000 
to coal shed; it will rebuild, 

NEW YORK, Brooklyn—Jakobson & Peterson 
had fire loss, 


OHIO, 
and retail, 


Lorain—Wood Lbr. Co., 
had $50,000 fire loss to 


planing mill 
frame storage 


shed. Building will be replaced with more modern 
type. 
OREGON. 3artlett—J. L. Harding sawmill was 
burned down June 7; no insurance, 
Coquille—Boiler room of Coquille Lumber Co. 
sawmill damaged by fire; covered. 


SOUTH CAROLINA. Greenville—Zinn Beck Bat 
Factory, at Paris Station, had fire loss of $25,000 
to machinery and choice stock of hardwood, 

TENNESSEE. Covington—C, H. Hill Lbr. 
manufacturer and wholesaler of hardwood, 
$3,000 fire loss, 


Co., 
had 


TEXAS. Wichita Falls—Falls Sash & Door Co. 
had fire loss of more than $60,000. 
WASHINGTON. Seattle—Carman Manufacturing 


Co., furniture, had $20,000 fire 
Seattle—The Sam Hunter Co., 


rials, suffered fire loss of $15,000. 

WISCONSIN. Bayfield—Bayfield Mfg. Co., whole- 
sale and retail, had fire loss of $15,000, sheds, 
Planing mill and offices being leveled. Loss was 
covered and rebuilding will start at once, 


loss. 
building mate- 


New Mills and Equipment 


ALABAMA. Northport—M. I. Harper, stock- 
holder in Griffen Lbr. Co., Bessemer, has started 
Pine mill, 

_ CALIFORNIA, Anaheim—Ganahl-Grim Lbr. Co. 
is erecting $1,000 building to store lumber and 
house machines, 

P COLORADO, Denver—Stark Lbr. Co. will erect 
20x200 1-story shed, $2,000. 

FLORIDA. Zephyrhills—Zephyrhills Supply Co., 
manufacturer crate material, has acquired site for 
expansion. 

ILLINOIS. Ottawa—L. M. Bayne Lbr. Co. will 
erect new plant on Clinton and Fulton streets, in 
form of hollow square, sheds on all four sides and 
office in corner. 


IOWA. Greenfield—Fullerton Lbr. Co. 


: remodel- 
ing plant, 
Lbr. Co, 


Hamburg—Folker 
and installing power saw. 
MISSOURI. Hickman Mills—Kunkel Lbr. Co. is 
erecting 2-story extension to warehouse. 
brerenton—Geo. N. McGee Lbr, Co. is erecting 
rick front and new display room. 
NEBRASKA, Alma—Alter Lbr. 


building workshop 


& Supply Co., 


AMERICAN LUMBERMAN 


retail, is erecting saw house to accommodate 
Reid-Way Whirlwind saw. 

Arapahoe—Perry Lbr. Co. 
Wonder Worker saw. 

NORTH CAROLINA. 
Key City Upholstering Co. 
tion. 

NEW JERSEY. Newark—J. C. 
proposes erection of a 
cost about $40,000. 

OREGON. Bradwood — The Bradley-Woodard 
Lumber Co. is adding over $10,000 worth of new 
equipment to sawmill. 


installing DeWalt 


North Wilkesboro—The 
plans 50x140 ft. addi- 


Kohaut (Inc.), 
woodworking factory to 





Glendale—The Lystul-Lawson Lumber Co. has 
opened sawmill. 
Hillsboro—S. W. Melhuish, cabinet maker, is to 


erect an addition. 


BRITISH NORTH AMERICA 

MANITOBA. Bowman Lake—The T. A. Bur- 
rows Lumber Co. is rebuilding its planing mill, 
engine house and dry kiln, recently burned. 

NBW BRUNSWICK. Woodstock — Haydens, 
Ltd., will erect sawmill and woodworking plant 
to cost about $100,000. 

ONTARIO. Toronto—E. L. Bruce Lbr. Co. will 
build flooring plant here and have it in operation 
in 60 days. The decision to build is said to be a 
result of raising of Canadian tariff. 

QUEBEC. Montreal—The Canada Carriage Body 
Co. (Ltd.), St. Hubert Street, will erect addition 
to its factory. 





Hymeneal 


WELLER-WOODLAND. Announcement has 
been made of the engagement of Robert A. 
Weller, son of Mr. and Mrs. Ralph B. Weller, 
of Omaha, Neb., and Miss Mary Woodland, 
daughter of Mr. and Mrs. Charles A. Wood- 
land Robert A. Weller is manager of the 
Weller Bros. yard at Ord, Neb., operated by 
the line-yard concern headed by his father, 
He was graduated from the University of 
Nebraska, and is a member of the Beta Theta 
Pi fraternity. Miss Woodland was gradu- 
ated from the Frances Shimer school, and 
completed the course at the National College 
of Education in Chicago recently. After the 
wedding, date of which has not yet been set, 
the young couple will make their home in Ord. 


McFARLANE-GEIS. Miss Margaret K. 
Geis, daughter of J. Hammond Geis, of John 
H. Geis & Co., of Brooklyn, a Baltimore (Md.) 
suburb, was married June 18 to Midshipman 
D. J. McFarlane, appointed to the Naval 
Academy from Wisconstn. The wedding at 
the First English Lutheran Church was quite 
a social event. 


Timber Land Sales 


LACOOCHEE, FLA., June 22.—The Cummer 
Cypress Co. has acquired 2,000,000 feet of 
cypress timber rights on tracts located along 
the Withlacoochee River. The timber will 
be cut and hauled to the camp at Rutland 
Bridge. 








KENANSVILLE, FLA., June 22.—T. T. Scott has 
announced that he has taken over the re- 
maining timber holdings of the Foshee Manu- 
facturing Co., at Melbourne, Fla. The exact 
amount of timber secured by Mr. Scott is 
not known, but it is said that it will give the 
mill at Kenansville at least a year more 
cutting. 





Installing High Powered Veneer 
Dryer 


CAMDEN, ARK., June 22.—E. F. Graves, vice 
president and general manager of the Rock- 
well Manufacturing Co., announces that the 
plant here is to be modernized throughout 
and new equipment is being installed to 
manufacture citrus and vegetable crates. 
Among this new equipment is a modern high 
powered Moore veneer dryer, using the re- 
versible cross circulation fan system. This 
dryer will be 18 feet wide and 65 feet long, 
and will be housed in a brick structure built 
especially for it. This type of dryer, Mr. 
Graves says, will enable the Rockwell Man- 
ufacturing Co. to produce the highest qual- 
ity of veneer stock and will afford large 
drying capacity. The dryer was designed 
and engineered by the Moore Dry Kiln Co., 
Jacksonville, Fla. 

The Rockwell Manufacturing Co. pro- 
duces a complete line of “Kasement Skrene 
Dores,” “Kasement Skrene Dore” hardware, 
a patented line of citrus crates, and also 
manufactures hardwood and yellow pine 
lumber. 














f How to Figure Costs for Advertising ] 
In Classified Department 


| For two consecutive weeks......55 cents a line 
For three consecutive weeks.....75 cents a line | 
For four consecutive weeks...... 90 cents a line 
For thirteen consecutive weeks..... $2.70 a line 





For twenty-six consecutive weeks. .$5.40 a line 
For fifty-two consecutive weeks. ..$10.80 a line 





Seven words of ordinary length make 
one line. 

Count in the _ signature. 
counts as two lines. 

No display except the heading is 
permitted. 


Heading 


Extra white space figured at line 
rate. 
One inch space advertisement is 


equal to fourteen lines. 


Remittances to accompany the order 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 
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WANTED 


Salesmen 














WANT INDUSTRIAL SALESMEN 


For Chicago, New York. Pacific Coast wholesaler 
who will give real co-operation, wants active sales- 
men, sell Fir, Spruce, Hemlock, Cedar and West- 
ern Pines, exclusive territory, commission or profit 
sharing basis. 

Address “K. 160," care American Lumberman. 


WANTED A-1 SALESMAN 


Acquainted with yard and _ industrial 
northern Ohio by large manufacturer. 
versed in Northern, Southern and Western woods. 
Give full details, experience, references and, if 
available, late snapshot. 

Address “C. 15,’ care 





trade in 
Prefer man 


American Lumberman. 





RELIABLE TYPE SALESMEN WANTED 


By high class wholesale concern, with unusual mill 
affiliations and guaranteed production of Old Growth 
Fir, Cedar, Spruce and California Pine. Profit 
sharing or commission basis. Give details of ex- 
perience. 
Address 


“D. 12,” care American Lumberman. 





COMMISSION SALESMEN WANTED 
To sell Door Displayer Devices described 
23rd American Lumberman. JOS. 
SONS, Norway, Mich. 


in May 
RUWITCH & 





Employees 


WANTED A-1 MAN 


To run Berlin No. 87 oak flooring machine. Must 
be able to grind own heads and Know how to keep 
up American end matchers. This is a hard job but 
good wages for a good man. Missouri location. 
Don’t apply unless you know you can fill the bill. 
Give age, married or single, list of jobs held and 
references in first letter. 
Address “‘D, 2," care American Lumberman. 


WANTED—SUPERINTENDENT 


For mill in South America, Must be thoroughly 
experienced in handling’ difficult hardwoods. 
Knowledge of logging, manufacturing, seasoning 
and kiln drying essential. State fully experience, 
former employers. 

Address “D, 7,” care American Lumberman. 











HAVE YOU SOMETHING TO SELL? 
YOUR AD HERE WILL SELL ANY ITEM 
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Employment 











POSITION WANTED WANTED A POSITION FILING BAND SAWS 

By A-l gee Mill Machinist, Band and Circular Can file for any kind of timber, and guarantee | 
Saw File Up to now on high speed mills Ret | strictly first class results. Would prefer employ- | 
erences a } ment in a foreign country. J. G. GRANBERY, | 

Address “D. 5," care American Lumberman 2217 Kenmore Ave., Charlotte, N. C. 

EXPERIENCED YOUNG MAN POSITION AS SUPT. 

Desires connection. Familiar all details, including | Of woodworking plant in Michigan. Have had 
assistant sales manager. : years of experience, am well qualified and excel 

Address “B. 10," care American Lumberman. | lent references 

Address “D. 6," care American Lumberman 





DETAILER & BILLER DESIRES POSITION 
10 years drafting, 5 years mill 
list quantities from architects’ 
perience in estimating. 
erence 

Address “B. 5,” 


‘an 
ex- 
Ref- 


experience. ( 
plans. Some 
Married. 


Age 35. 


care American Lumberman. 





MILLWORK SUPERINTENDENT 

nt detailer and biller 21 yrs. exp. High- 
est references; reliable, steady. No preference as 
to locality. Can report immediately 
L. C, SIED, 1517 W. New York St., 


Compete 


Indianapolis 





ESTABLISHED, RELIABLE CHICAGO CO. 


one reliable South- 
and soft woods. 
Splendid refs. 
Lumberman 


Desires to represent exclusively 
ern and one Western mill, hard 
Chieago, Wisc. cn a Territory. 


Address “B. 7," care American 





ACCOUNTANT-BOOKKEEPER 


Located in West Virginia open fer position. Eight 
years’ manufacturing expericnce witl sand mills, 
four years with wholesalers. Familiar with cost, 
tax and financial statements 


Address “C, 2,” care American Lumberman. 





1ST. CLASS BOOKKEEPER-ACCOUNTANT 


With 6 years’ experience manufacturing both hard- 
wood and pine, 6 years’ millwork, retail lumber 
and building materials. Can assume full charge 
responsibilities; know cost: conversant with all 
‘round duties. A-1 reference well rated organiza- 
tions; make bond; go anywhere. At present em- 
ployed. Legitimate reason for change 
Address “B. 9," care American Lumberman. 





CLASSIFIED ADS PRODUCE RESULTS 


That’s why people who want something or 
have anything to sell use the clearing house 
section. Advertise in the WANT AND FOR 
SALE Department to get it or sell it. Read 
the Classified advertisements every week. 





HAVE YOU AN OPENING? 


married man, 
opportunity; 
yard, general office, 
ence A-1 references, 
Address “C. 7,” 


Young 
greater 


seeking 
retail 
experi- 


age 30, employed, 
12 years’ successful 
sales and management 
Prefer Middle West. 

care American Lumberman. 





POSITION WANTED 


As superintendent of small line of yards or man- 
agement of good retail yard; thoroughly acquainted 


with the retail lumber, fuel, paint and builders 
hardware, Can make material lists from blue 
prints and understand construction work. 


Address “C. 14,’’ Lumberman 


BAND SAW FILER WANTS JOB 


care American 








Hardwood or pine; any size mill. Can make a 
saw stand a good, hard feed. Can give good ref 
erences from fast, up-to-date mills Vill go any- 
where. 

Address “C. 10,” care American Lumberman. 

WANTED POSITION 

By first-class circular sawyer and filer. Good 
hammerer 

Address “W. 152,” care American Lumberman. 





A-1 CIRCULAR SAWYER & FILER WANTS JOB 


8 years’ experience on right and left hand portable 
sawmills, sawing 25 varieties of timber. I can do 
my own dismounting, setting up etc. Will go 
anywhere. A-1 references. 

Address “S. 154,” care American Lumberman. 





EXPERIENCED RETAILER 

from clerk to 
financing, line 
Available 


Can handle any department 
ager. Merchandising, selling, 
association, executive experience. 
weeks’ notice 

Address “B 


man- 
yard, 

two 
12.” 


American Lumberman. 


OFFICE MAN 


lumber experience, books, 
office management 


care 





ACCT.-BOOKKEEPER-GENL. 


retail 
inventories, 
teport at 
_ 


and 
costs, 

Wis 

“B. 


18 years mfg. 
payrolls, 
Now in 

Address 


once, 


care American Lumberman., 








Lumber and Dimension 


WANTED EXCLUSIVE REPRESENTATION 
By West Coast handling all Pacific 
Coast woods and western pines, both water and 
rail shipments for Boston, New York, Philadelphia, 
Baltimore, Los Angeles, San Francisco, Houston 
and New Orleans. Commission or profit sharing 
basis. Will give real co-operation. 

Address “C. 1,’" care American 





wholesaler 


Lumberman. 





WANTED TO ESTABLISH CONNECTIONS 
With high grade manufacturers of following—for 
Chicago Trade & Mills—Oak-Gum-Tupelo Trim 
©Cak Flooring-WP-Fir Doors. Will handle on Com- 
mission, have clientele. In writing give details. 

Address “D. 10,” care American Lumberman. 





WANTED—PINE PILING CONNECTION 


Lumber concern selling industrial and contractor 
trade wants permanent yellow pine piling connec- 
tion with exclusive territory in Cleveland, Toledo, 
Detroit and adjoining vicinity. 
STAMBAUGH-FRAMPTON LUMBER 
Youngstown, Ohio 


Retail Lumber Yards 


WOULD INVEST $5,000.00 
management of Retail Yard o1 
in East 
care American 


co., 








And take W ood 
working business 


Address “D, 8,” Lumberman., 





LIQUIDATION SALE OF PARTNERSHIP 


See liquidation in Business Opportunities. 





HAVE FLORIDA WINTER HOME TO EXCHANGE 
Wisconsin preferred. 
Lumberman. 


and fuel business 
“DPD. 15," care American 


For lumber 
Address 





WTD. TO PURCHASE RETAIL LUMBER YARD 
In town not smaller than five thousand population, 


Kansas, Oklahoma, Missouri, or Iowa. 
Address “‘W. 56,” care American Lumberman. 





Timber and Timber Lands 
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WILL BUY TIMBER 


Want 5,000 acres or more virgin timber, South or 
Southwest preferred. 
Address “CC. 12,” care American Lumberman. 





WANT TO SELL YOUR TIMBER OR 


Timber land? The best way to find a buyer is to 
advertise in the paper that reaches the buyers of 
timber and timber lands, THE AMERICAN LUM- 
BERMAN is the best paper to advertise in when 
you want to sell. Our readers are buyers. AMER- 
ICAN LUMBERMAN, 431 S. Dearborn St., Chi- 


cago, Ill. 
Steel Rails 
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RAILS 
25 miles 50 to 65 lb. rails for spot cash. Will not 
consider lots of less than one mile, also 25 good 
Flat Cars, 
Address “D. 1," care American Lumberman. 





WANTS SUPPLIED 


Large number of wants supplied each week through 
the classified section. We do it for others, why 
not for you? AMERICAN LUMBERMAN, 431 S. 
Dearborn St., Chicago. 











Lumber and Dimension 
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HARD MAPLE DIMENSION STOCK 
Any size and quality; specializing in straight. 


grained stock for Bending purposes, also selected 
white wood for special work. Solicit your lumber 
enquiries. 
CANADIAN HARDWOODS LIMITED 
Casselman, Ont., Canada 


4X4 MAPLE HEARTS 8 TO 16 


2x6 maple hearts, 8 to 16. 
3x6 maple hearts, 90% 16. 
3x6 maple hearts, 8 ft. 
HARDWOOD LUMBER CO., 
Rhinelander, Wis. 





50,000 FT. 
50,000 ft. 
25,000 ft. 
20,000 ft. 
CROSBY 





WHITE ASH LUMBER AND DIMENSIONS 


We are specializing in tough textured White Ash 
Lumber and long length straight grained Ash di- 
mensions. Write us. TEXAS ASH COMPANY, 
Houston, Texas. 


GENUINE WISCONSIN SOFT ELM 








Full product of the logs sawed into 4/4”. Can 
break out cars any way wanted and can ship car 
a day. Also’ million -feet No. 1 Com. & Bet. 
Shawano County Maple. All thicknesses, All 
above band sawed and bone dry. 
OTIS I. PENNINGTON, Birnamwood, Wis. 
WANTED 

Special orders for white ash, hard maple, bass- 
wood, oak or other native hardwoods sawed to 


your specifications. 
H. H. YOUNG LUMBER 


LIQUIDATION SALE OF PARTNERSHIP 


Opportunities. 


co., Binghamton, N., Y, 





See liquidation in Business 





GOOD TEXTURE WHITE OAK 


12 M ft. 4/4 No.1 C & B. 
18 M ft. 4/4 No 1 common 
Av, widths 8”, 55% 12 to 16’, 
Address “Pp! 9,” care American Tum verman, 





Business Opportunities 


LIQUIDATION SALE OF PARTNERSHIP 


Pennsylvania state laws force liquidation upon 
death of a partner. Half-million dry lumber, re- 
tail yard and planing mill, two saw mills. Penn- 
sylvania and Adirondack mountains of N. Y. Com- 
plete lumber operation in running order, 5 million 
standing Birch, Beech, Spruce, etc 
A. C. HOLDEN LUMBER CO., 
Port Allegany, Penn. 





PARTNER WANTED—WITH SOME CAPITAL 


with progressive ideas and 
will find congenial associates 
in wholesale lumber firm having best mill connec- 
tions and acquaintanceship of long standing. To 
the right person we offer real opportunity. Strict- 
est investigation on both sides. 

Address “C. 5,’ care American Lumberman. 


lumberman 
an eye to the future 


Thorough 





UNUSUAL OPPORTUNITY 

make substantial invest- 
supply business; well 
Must have details 


man who can 
going lumber and 
in southern Wisconsin. 


For right 
ment in 
located 


and financial ability in first letter for complete in- 
formation on proposition, 
Address ‘‘M, 207,’’ care American Lumberman. 





DOUBLE CUT BAND MILL 


Complete mill yard equip., logging outfit, horses, 
lake equip., including Gas Pointer. Lumber 
stocks, both hard and softwoods, Timber and 


timberlands containing some excellent fishing sites. 
Hardwood timber over 90% Birch. 
Address “B. 3,” care American Lumberman. 





FOR SALE—HALF INTEREST 


door and lumber business 
showing unusually large 
expansion, Location, 
KRAFT, Room 316 


wholesale sash, 
continuous record 
profits. Good prospects for 
Pacific Coast. GEORGE C, 
Vance Bldg., Seattle, Wash. 


Small 
with 








A CLASSIFIED ADVERTISEMENT BRINGS 
BUYER AND SELLER TOGETHER 








WANTED—PARTY WITH $1500 OR $2000 


To take interest in wholesale lumber business. 
dress BOX 691, El Dorado, Ark 


Ad- 
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